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“War-Eagle” Rope has been developed especially to keep the hardware trade in 
the rope business during the war. It can be sold freely without restriction. It is 
made of high grade Sisal fibre and represents the successful efforts of “American” 
engineers to produce a Sisal rope nearly as strong and durable as pure Manila. 
“War-Eagle” Rope is manufactured with exactly the same care ‘as first-grade 
“American” ropes. Fibres are carefully blended for maximum strength and uni- 
formity, then thoroughly lubricated with the same cordage solution used in 
“American Superior” first quality Manila rope. The result is a smooth, firm rope 
that is easy to work with. It has maximum resistance to rot, mildew, and drying 
out and is made in a complete range of sizes. 

Order “War-Eagle” Rope through your “American” rope distributor. 


AMERICAN MANUFACTURING COMPANY 


Noble and West Sts., Brooklyn, N. Y. 


WESTERN FACTORY: ST. LOUIS CORDAGE MILLS, St. Louis, Mo. 
Branches: BOSTON, BALTIMORE, PHILADELPHIA, CHICAGO, NEW ORLEANS, HOUSTON 


WAR - EAGLE 
pure sisat ROPE 
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Genuine Extra Heavy 


FLEx-O-GLASS 


GUARANTEED 2 FULL YEARS 


Most Highly Approved by Leading Authorities 





THE LEADING 
WINDOW MATERIAL 


eLets Thru More 
Healthful Uitra-Vio- 
Set Rays than other Sub- 
stitutes (clear across the 
Spectrum) as proved in 
various Authentic Tests, 
and Holds in Heat Better Than Glass. 

*Absolutely Waterproof — Unbreakable. 
Has 124 strong, preshrunk Thre . 
impregnated with extra high M.P. Composition that 

il not tun, discolor or melt in a Window. 

*Extra Heavy — Extra Durable. 
Guaranteed 2 years by the Manufacturer. 

Most Widely used—Extensively advertised. 
Feet, Yards, and Inches plainly printed along 
Selvage for easy cutting. 


Cat. s Yds. Width Sq. Ft. Lbs. >: 

FOG-100 100 yds. 36” 900 56 
FOG- 50 S50 yds. 36 450 32 r 
FOG- 25 25 yds. 36” 225 16 , 





Warp’s 


Winpow-Fasric 


Ordinarily Lasts One Season 


The Biggest Seller in the Low Price Field 





PLAIN WAXED CLOTH 


Over 80 threads per Square Inch. 
impregnated with light stable, high melting point wax. 
Lets through Sun's Ultra-Violet Rays. 
Holds in heat better than glass. 
Every Yard, Foot and Inch plainly marked along 
edge for easy measuring and cutting. 
Cat. s Yds. Width Sq.Ft. Lbs. 
WF-100 +9 yds. 36” 900 42 
WF- 50 iO yds. 36% 450 22 
WF- 25 ‘3s vds. 36” 225 12 
This Pi 
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Porch Enclosures 
and Covering Screen Doors 


TT 
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Warp’s 


Wyr-O-GLASS 


Wire Base Glass Substitute 
Savon ba. and ban 4 Transparent 





A WIRE BASE PLASTIC GLASS 


Tough Galvanized 1; inch mesh Wire Base, 
drawn Tough and Thin to admit more light. 


eEvery Joint and Wire imbedded in a cushion 
-_ before final Transparent coating is applied, 
double reinforcing and to eliminate air pockets. 


«Plastic Glass applied to both sides, sealin 
wires inside. Everything fused into one Soli 
Ley ee pop Sheet. No cheap rosin or glue 
© discol and—no air pockets to 
ps aciane in Warp's Wyr-O-Gl lass. 


Transparent. Extra high in Ultra-Violet 
“7 ransmission. Good Insulator. 
© Pestle Thickness Coating along both edges. 
Feet and Inches plainly marked along Selvage. 
Cat. # Yds. Width Sq. Ft. Lhs. Desir: 


woG-se 50 yds. 36% 450 28 Cost 
OG-25 25 yds. 36” 225 14 $27.00 
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Hot Beds & Greenhouses 








Warp’s 


GLASS-O-NET 


Mesh Base Glass Substitute 





A PLASTIC GLASS COVERED NETTING 


® Made on '; inch mesh Waterproofed Cords. 
Extra strong. Dyed Light Fast Green. 


Every Cord imbedded in Cushion P'astic 
to eliminate air pockets where greatest strain occurs. 


Plastic glass applied over Cushion and Cords 
to seal everything together into one solid weather- 
proof sheet. 


* Very Transparent, High Ultra-Violet Ray 
transmission. Can be cnhed with Soap and \ ater. 


No cheap rosin, glue or paste to decompose in 
Warp's Glass-O-Net, and no air pockets to trap 
moisture. 

® Double Thickness Coating along reinforced edges. 
Feet and inches plainly marked along selvage. 


Cat. * Yds. Width Sq. Ft. Lbs. Deo: 
GON-50 50yds. 36” 450 18 8 6S) 
GON-25 25 yds. 36” 295 10 “an 
GON-15 15 yds. 36” 135 6 
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Super Quality 
Materials GN al 
Are Not Sold 
By Mail Order 
Houses 


Beat Them 


To The Sales 
With This 


DISPLAY CN 
aD youn countzn 


Dispenser 

Triples Sales Width per roli 
50 sq. yds. Flex-O-Glass 36"" 

25 sq. yds. Window-Fabric 36" 225 
15 sq. yds. Glass-O-Net 36" 135 
10 sq. yds. Wyr-O-Glass a 90 


All Packed In One Box — Weight 65 Lbs. 
Cat. No. SPD20° Retails for 


PW .¢ ( % M i (@) CW 


(Not Sold By Mail Order Houses) 





Warp's 


SCREEN-GLASS 


Plastic Covered Wire Cloth 
on to Gre Longer Service 





TRIPLE LAMINATED SCREEN BASE 

Fine Mesh Galvanized Wire Base, first, 

dipped in a transparent pliable plastic, then 

laminations applied to both sides to give it 

areater wearing qualities. 

Tough, Durable, Layer-Buil# Plastic Coating 

starts where others leave off, to make it last 

longer. Pliable and Transparent. Ft. and in. 

marked along Selvage. (Ship. wt. 30z. persq.ft.) 
Ft 


25 Ft. 50 Ft. 100 Ft. 
Cat.+ Width Roll Roll Roll 
36SG 36" d 6. 
28SG 28" 


) . ( 
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YALE PRODUCT FEATURES BUILD A 
BROAD SALES FOUNDATION FOR YOU 


YALE 
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YALE PROMOTION 

BUILDS BIGGER, 
MORE PROFITABLE 
SALES 














THE NAME YALE IS TOPS IN HARDWARE 








, 


THE YALE MOVING MEN HELP YOU BUILD A 
“PYRAMID OF PROFIT” FOR YOUR STORE 


Yale quality ... Yale promotion ... Yale reputation... help you nai Y A L e _ 


build an enduring business in locks, door-closers and other hardware. 
PUTS 3 STRONG SALES MOVERS 


Whatever the future may hold... you can rely on the name YALE, IN YOUR BUSINESS 


known and trusted by generations of Americans. In times like these, 
it pays to standardize on the best! me oa 
THE NAME YALE HELPS MAKE THE SALE 








THE YALE & TOWN Aenstiniara £0. 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as comet sy matter, March 24, 1933, at the Post Office at Philadelphia under the Aet of 
March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 149, 











PANTHER 
and 


DRAGON 








FAMOUS FOR 
PERFORMANCE 


First to be Wrapped 
and SEALED in Cellophane 


ig] 
Perfect Adhesiveness 
and Tensile Strength 


© 
Strong Distinctive Green Core 


Colorful Attractive Boxes 


A Company in the Insulation 
Business Since 1878 






HAZARD INSULATED WIRE WORKS 


Tilelanoh Me daltee ©) Sela kite Ge) 


Atlantu 


Sold Exclusively Through 
Distributing Wholesalers 


a 
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SCREW DRIVERS occupy an important place in 
THE TOOL BOX OF THE WORLD. Every pos- 
sible requirement in type, size, shape and price is 
met by some Stanley Driver. Included is a full va- 
riety of drivers for Phillips Recessed Head Screws. 

With selected alloy steel blades, accurate machine 
cross ground tips and handles of first quality hard- 
wood or break-proof, shock-proof ‘“Stanloid”, 
Stanley Drivers uphold the standard that has 


made this the best-known mark on tools. . . 


MARCH 5, 1942 








April 16th-25th — National Hardware Week. 
Take advantage of it for bigger Spring business. 


Ask for Stanley Tool Catalog No. 34. It’s the 
world’s leading reference book for good tools. 


STANLEY TOOLS 


NEW BRITAIN, CONN 
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— out of TEN 
farms in the United States 
use horses and mules—over 
thirteen million (13,000,000) 
head of them! This means 
that 8 out of 10 farmers that 
come into your store are 
users of or prospects for Ta- 
pat-co collar pads. One sale 
to a customer often reminds 
him of another need. Get 
the first sale easy. Mention 
Ta-pat-co collar pads first! 


i L FE A BD) WITH THE L E A D E Pu Ai The hemstoen Date & Testis Co. 
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DISPLAY a . 


Dont forget 


Our 










Give this attractive display a good, per- 
manent spot where it will be seen b 


farmers who come into your store—8 = (COLL AR SS 


of 10 farmers work horses and mules— ie 
| Provent Collar Choke” | ; 
\ pat-co ? 


and need collar pads! If your jobber’s 

salesman does not bring you one of 

these new displays, write us for it direct. ae 4 7 C4 
- _ 








Every Sick Worker is a Wounded Soldier 


SCREENS PROTECT 
AMERICA’S HEALTH 





YOU PROMOTE HEALTH WHEN YOU SELL 


GOLD STRAND «=: 













tes , 
ver @#YOUR “MEASURE” 
100) ND it OF QUALITY! 
Ins 41 sTRA : 0 ] The GOLD STRAND MEASURING 
GOLD TAPE along the edge gives you this 
hat : double service: 1. It measures each sale 
for you. 2. It tells you the exact amount 
1re of screen left in any cut roll. 
Ta- Made on most modern machinery, from 
finest materials, and by skilled craftsmen 
ale —GOLD STRAND IS ALSO YOUR 
MEASURE OF QUALITY! Every step 
ids in manufacture is quality-controlled, from 
| Blast Furnace to finished screen. 
7 
7et 
ion AMERICAN WIRE FABRICS CORPORATION Subsidiary of 
st! WICKWIRE SPENCER STEEL COMPANY 
NEW YORK «© «© © CHECAGO © © © SAN FRANCISCO 
Co. Also makers of: Hardware Cloth - Nails & Brads - Poultry Netting - Chain Link Fence 


Door Springs - Hex Mesh Netting - Single & Double Gates - Wire - Picture Cord 
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CRESCENT TELLS YOUR CUSTOMERS WHY 


Sava ilo ham alehA-mmalelo Mm igele]oll-mmel-aslale é ste slolacele(-t Meialehm cs. YOU 


e]ale mmo) iel=)amale| 


CRESCENT TOOL COMPANY 


JAMESTOWN, NEW YORK 
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HELP YOUR CUSTOMER S GET 
THE MOST OUT OF LIGHT / 





THREE simpe THINGS TO HELP 
PEOPLE USE LIGHT MORE EFFICIENTLY! 


Sell right size lamps! The men and women in American war 
7 industries need proper light at home as well as at work— 
eyestrain in the home tonight can affect efficiency tomorrow. 
Help your customers select right size lamps for better seeing 
with the G-E Right Size Lamp Chart. It gives the right size G-E 
MAZDA lamp for every purpose! General Electric advertising 
in national magazines and on the Hour of Charm tells your 
customers to look for it. 





Recommending proper shades and fixtures for every lamp 

bulb you sell affords another opportunity to render service 
to your customers. Gloom puts a strain on precious eyes; glare 
is wasted light. Scientifically-designed lamps, reflectors, and 
lamp shades mean better light and more efficient seeing for all 
the difficult visual tasks in the home—like sewing, knitting, or 
reading. Shades with dark inside linings absorb and waste 
light; recommend shades with white linings. 


G-E MAZDA LAMPS 


GENERAL @ ELECTRIC 
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clean! Lamps should be dusted, and 
reflectors removed from lamps for a thorough 
washing at regular intervals. Dust and dirt 
on lamps and lighting fixtures can cut down 
light output by as much as 20%! Eyesight 
is priceless—help your customers guard it 
with G-E MAZDA lamps in clean, scienti- 
fically-designed fixtures! 


3 Emphasize keeping lamps and fixtures 
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These 
MYERS 
Advertisements schemas 


Appear in Sse 
Leading Farm, = 7 
Dairy and 
Poultry 
Publications eee : 
Take Off YourHat— 
ii myers» ie E,F.E.MYERS & BRO. CO. 


- ne ASHLAND - OHIO 
— « — PUMPS - WATER SYSTEMS -SPRAYERS- HAY TOOLS: DOOR HANGERS 
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DIETZ LANTERNS 


ARE ALWAYS ON THE ALERT 
FOR EVERY NEED AND EMERGENCY 











DIETZ LANTERNS bring LIGHT and SAFETY 
whenever darkness strikes ... they are 
always ready to protect or guard life and 
property at the very moment needed. 


DIETZ LANTERNS give bright or controlled 
light without diminishment...many hours 





at a time until the last drop of kerosene is 
burned. 

DIETZ LANTERNS give constantly depend- 
able performance, indoors or out, regard- 
less of conditions . . . they don’t blow out. 


R. E. DIETZ COMPANY, NEW YORK 


Kerosene oil lanterns are approved by Office of Civilian De- 
fense and are listed as regular equipment in their handbooks. 





CD 





For diminishment of light 
during blackouts, we 
recommend the use of 
regular CLEAR or RED 
GLOBE DIETZ LAN- 
TERNS. It is questionable 
whether any color has an 
outstanding advantage 
over white light when 
regulated down to low 
intensity. 


Since the war began, homeowners, defense plant 
operators, and local air wardens have rushed to 
buy DIETZ LANTERNS as the most dependable 
portable light available for any emergency that 
might strike without warning. 


This demand has encouraged many more retail 
stores to stock and feature DIETZ LANTERNS. 


To our regular dealers, we wish to reiterate that this 
company has not once been tempted to sell direct 
to retailers, department stores, 
chains, syndicates, etc. EVERY 
DIETZ LANTERN SOLD TODAY, 

IS SOLD ONLY THRU THE 
LEGITIMATE JOBBING TRADE 
in keeping with the rigid policy 

of long years’ standing. 


R.E. DIETZ COMPANY 


840° 
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DIETZ is operating in) 


complete cooperation 
with the United States 


Government in conserv- 


ing critical metals re” 


quired for our armed © 


forces. The superior 
workmanship and func- 
tional excellence of 
DIETZ LANTERNS will 
be maintained. 
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HACK SAW MANUAL 
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METAL CUTTING MERCHANDISER 
® Cul | BUILDS YOUR STORE TRAFFIC 


» 


a * MAKES NEW STEADY CUSTOMERS 


HOW 10 









National Advertising is * 
“Metal Cutting”—the STAR hack saw manual used about to Break... Mer- 4% 


















in thousands of industrial plants—now goes on sale chandisers Are Ready... ig J Z - 
to the public, advertised monthly (starting in April) Return Coupon Now — = 
in national magazines with a readership of 1,475,000. You're Bound to Win. 





Ads tell readers to get books at hardware stores for'ticge 
5c (half the mail price). 


You get these booklets absolutely free—in lots of 2B. oS ae ‘ or all 
twelve mounted in potent, three-color display—a new - 
display with every twelve booklets—a 60c profit, all 





ee 
4 net, on every unit. SOT EBs 
aieaianed _ These booklets are the best advertising you could ‘ a iets 
operation give away—let alone sell at a profit! They help readers. _..ncome \ Ee : Sete . et 
ited States and tell them why STAR Blades cut faster, last longer. : ——— 
Nm conserv- They make blade users steady STAR customers | &. 
metals re- for you. — = 
ur armed 7 Display STAR Blades and Frames beside this book- a Oh Se ce 
superior let merchandiser and sell blades with every booklet. CLEMSON BROS., INC., Middletown, N. Y. 
and func: | Rubber-stamp your name on the booklets and make This new “metal-cutting merchandiser” looks good to me. 
lence of 5 sure these new STAR customers will be Send immediatel orn —oaplay unit, each with twelve 
4 your customers. Put merchandiser in 












window to bring ’em in. You'll profit 
in a host of ways. 


CLEMSON BROS., INC. 


Middletown + New York 








Address_____ ns . eS ee eR et es 





—— Oe 









“Metal Cutting” booklets—absolutely free and postpaid. g 






My Jobber is__._.-_ > >> 


|) Le) ee? |. ee 
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Therei more in 


“Keep Selling? 


IN TIMES LIKE THESE?” 


HE public’s memory is notori- 
ously short. “Out of sight—out of 
mind,” they say. How true that is! 
That’s why neither we as manufac- 
turers, nor you as a dealer, can afford to 
let customers forget American Fence. 
The fact that there is more American 
Fence in use than any other brand 
means a lot to us—and to our dealers. 
And so we are making every effort pos- 
sible to maintain the preference which 
American farmers have shown for 
American Fence. Month after month, 
in farm magazines we will keep remind- 
ing your customers that U-S-S Ameri- 
can is their best buy in fence. 
As your part in this program, write 
for the folders, catalogs and other 


forms of advertising reminders that we 
provide — many of them imprinted 
with your own name and address. 

Right now, we are providing as much 
fence as conditions will allow. If you 
are not able to get as much fence as you 
would like — remember war orders 
must come first. Remember, too, that 
the present situation will not last for- 
ever. When the war clouds roll by, 
delayed buying by thousands of farm- 
ers will create a tremendous backlog of 
business for dealers who have prepared 
for it. So keep constantly reminding 
your customers that you handle U-S-S 
American Fence. Let them know when 
you have fence in stock. Do your best 
to fill their needs. 


AMERICAN “STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 


TENNESSEE COAL, 


IRON & RAILROAD 


COMPANY 


Birmingham 


United States Steel Export Company, New York 


AMERICAN 


use than any other brand 


FENCE 








ATKINS “2000” 


Silver Stee! Hondsaw of mod- 
ern design with remarkable 
edge-holding qualities. 
Blode is light but stiff 
Straight back, taper ground, 
polished ond etched. 


BUSY WORKERS 


@ Among the busy tools of this busiest of all years will 
be saws...saws for carpenters engaged in essential construction 
of defense housing and plants ... saws for farmers preparing 
for the storage of a record-breaking harvest... saws for making 
urgent and necessary repairs and additions to homes. 


The hardware dealer handling Atkins Saws may well be proud 
of his part in recommending the Atkins brand to customers. For 
in Atkins Saws he is selling the many “plus” values that go with 
saws bearing this name... easy-working qualities ...teeth that 
hold a keen cutting edge... Silver Steel blades with extra 
years of usefulness. 


E. C. ATKINS AND COMPANY e@ 415 South Illinois St., Indianapolis, Indiana 
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sail the ‘Seven Seas” with America’s fighting men 


MASTER Padlocks are “in service” in every phase 
of Navy activity ... aboard the “‘battlewagons”’. .. 





at the air stations and training fields . . . harbor de- 
fenses and overseas bases . . . with the merchant 
marine and coast guard ... in the defense plants... 
wherever the Navy relies upon dependable padlock 
protection. e Yes, MASTERS are in the first line of 
defense providing tough, powerful protection for 
both the equipment and personal property of our na- 
val forces’... and thereby serving America and you. 


% No. 517... MASTER'S fa- 
mous bicycle lock . . . widely used 
on the sea bags of Uncle Sam’s 
marines and seamen ... an exam- 
ple of the peacetime strength of 
MASTER Padlocks being adapt- 
ed to wartime needs. 


WROUGHT 





| 
— LOCK COMPANY, Milwaukee, Wisconsin > 7/46 Lrading Tadlock Manugaclurcts 
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Score direct hits with 


* National - 
Cabinet Hardware! 


Dealers everywhere are enthusiastic about this mod- 
ern line of hardware, which is proving to be the kind 
of sales ammunition needed to recreate buying interest. 








No. 707 Latch 


The illustrations of the products cannot do justice 
to the beautiful lustrous finishes or to the smooth, 
friction-free actions so quickly perceptible when you 
examine the actual hardware. 


It is little wonder that a finished cabinet construction 
job does not begin to demonstrate its efficiency nor Ne. 716 Friction Cabinet Door Set 
portray its complete attractiveness until after the 
installation of National Hardware. 














Also, this beauty and the friction-free mechanism 
become as permanent as the cabinet itself because 
National Hardware is built to last, thanks to its stout 
materials and its rugged construction. 


Enjoy the prestige of being a dealer for this mod- 
ern National Builders’ Hardware. 


Vest NATIONAL MANUFACTURING 
STERLING COMPANY ILLINOIS 
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Neo. 760R Cabinet Door Set 





No. 770R Cabinet Door Set No. 770S Cabinet Door Set 
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your jobber! Enlist Schalk’s Big Five in yours 


tune with the times 
For instance: Double 


Each a natural for “ho 


drive! Schalk Chemical Co., Los Angeles, Chicago. 


DOUBLE X « SAVABRUSH « WAXOFF 
SCHALK’S CRACK FILLER * WOOD PUTTY 


is to put the Big Push behind items in 
gs do; items that fly the flag of thrift. 
ack Filler, Waxoff, Schalk’s Wood Putty. 


matic repeater. Each nationally adver- 
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Front. How? By doing _ 

own odd jobs ground the 
house and releasing mae 
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power for Uncle 














VAPORIZERS 
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THE LINE 
THAT PAYS A 
WORTHWHILE 
PROFIT 








Order from Your Wholesaler, 
address the nearest 
office of Socony-Vacuum, 
or 26 Broadway, N. Y. C. 
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astest Selling 
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CORTLAND :, 
GRAY-WICK ey: “CORTLAND 


BLACK ENAMELED 


CORTLAND 
BRONZE 


WICKWIRE BROTHERS, 
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Cheney Nailers—the only nail- 
holding claw hammers made— 
are available in many styles, 
weights and finishes. Cheney 
Nailers are building good, sound, 
profitable hammer business in 
more stores—everywhere. 

Build up your hammer business 
with Cheney nail-holding ham- 
mers. Order a few dozen today 
and be sure and ask for the 
Cheney Sales Maker to help 
you build a bigger, better ham- 
mer business. 
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a a an THE HAMMER 


villi 
This is the latest Cheney Sales 
Maker display-demonstrator. 
Shipped. with a half dozen 
Cheney Nailers. Be sure and 
get a Cheney Sales Maker 
working in your store —it will 


sell a lot of hammers for-you. 


HENRY CHENEY HAMMER CORPORATION 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York City 














LAY THESE 


FACES 


ON THE COUNTER 













1s FAVORITE 
FARMER'S FA gama 


a ful display >¢ ishe 
With this color File sells on sigh oe file 
the rey dozen files. Know! edged farm 
we og jobs, "57" sharpens 
that does 1* 
















SCYTHE STONES 


14 inches of 











“rig ,, ; onl A 
aseem This neat display _ eaesized eae’ 
: o j 
counter space r the Stones, oe. 
' ains and pays you a 







e+eand you've gota 
winning sales combination! 


@ Put your counter space to work! Today every 
farmer and gardener who enters your store is a 
prospect for one of these Carborundum items. 
Good tools are getting scarce. And your cus- 
tomers need these abrasive products to keep 
present equipment in shape. These 
Carborundum counter-salesmen will help you 
make the most of every prospect. Order today. 


CARBORUNDUM 


ee ee 








ENING STONE 


hoes, spades, 
edge 0 
Puts the age na grass shears — 
lawn trim 1. Ask for No. 49: 


SHARP 


axes, 
home or 
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THE CARBORUNDUM COMPANY ©« NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company ) 
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MAKE EVERY PAY-DAY.. 


A WAR MESSAGE 


to 


ALL EMPLOYERS 


* From the United States Treasury Department * 


Winninc tuts War is going to take the mightiest effort 
America has ever made—in men, in materials, and in 
money! Every dollar, every dime that is not urgently 
needed for the civilian necessities of food, clothing, and 
shelter, must, if we are to secure final Victory, be put into 
the war effort. 

An important part of the billions required to produce 
the planes, tanks, ships, and guns our Army and Navy 
need must come from the sale of Defense Bonds. Only 
by regular, week by week, pay-day by pay-day invest- 
ment of the American people can this be done. 

This is the American way to win. This is the way to 
preserve our democratic way of life. 

Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 
enrolling them in a 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 
It provides, simply, for regular purchases by your em- 
ployees of United States Defense Bonds through system- 
atic—yet voluntary—pay-roll allotments. All you do is 
hold the total funds collected from these pay-roll allot- 
ments in a separate account and deliver a Defense Bond 
to the employee each time his allotments accumulate to 
an amount sufficient to purchase a Bond. 


The Pay-Roll Savings Plan has the approval of the 
American Federation of Labor, the Congress for Indus- 
trial Organization, and the Railroad Brotherhoods. It is 
now in effect in several thousand companies varying in 
number of employees from 3 to over 10,000. 

In sending the coupon below, you are under no obliga- 
tion, other than your own interest in the future of your 
country, to install the Plan after you have given it your 


“BOND DAY! 


consideration. You will receive—1l, a booklet describing 
how the Plan works; 2, samples of free literature fur- 
nished to companies installing the Plan; 3, a sample 
employee Pay-Roll ‘Savings authorization card; and 4, 
the name of your State Defense Bond administrator who 
can supply experienced aid in setting up the Plan. 

To get full facts, send the coupon below 
—today! Or write, Treasury Department, Sec- 
tion B, 709 Twelfth St., NW., Washington, D. C. 


HOW THE PAY-ROLL SAVINGS 
PLAN HELPS YOUR COUNTRY 


It provides immediate cash now to produce the finest, 
deadliest fighting equipment an Army and Navy ever 
needed to win. 


It gives every American wage earner the opportunity for 
financial participation in National Defense. 


By storing up w: it will reduce the current demand 
for consumer ust while they are scarce, thus retarding 


inflation. 
It reduces the percen’ of Defense financing that must 
be placed with Toate, us putting our emergency financ- 


ing on a sounder basis. 

It buildsa reserve buying power for the post-war purchase 
of civilian goods to keep our factories running after the 
war. 


It helps your employees provide for their future. 
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WORKING TOGETHER 


To Send Prospects to Dealers 











Striking Ads in Leading 
1. National Magazines % 


Farmers’ interest is arrested month after 
month by striking, full-page ads like 


this one, in leading farm magazines... 


Country Gentleman 
Successful Farming 


Progressive Farmer 


Dealers who have seen it consider 
this the strongest campaign that has ever 
helped them sell water systems. Strong- 
est in getting attention. Strongest in its 
sales story. Strongest in its power to 
develop prospects and send them to 


their Fairbanks-Morse dealers. 





| HE'S EARNING 


AN HOUR! 








Want UNBIASED Information 
about 


SEE THE 
DEALER 
wHo 
DISPLAYS 
THIS 
SIGN 
WATER.SYSTEMS 
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® Before vou buy any water sys- 
tem, visit the near-by Fairbanks- 
Morse dealer. His F-M line is 
complete: includes a// types in 
a full range of sizes. So be'll be 
as anxious as you are to tind 


FAIRBANKS-MORSE 





out which wpe and size will give 
you adequate secvice at lowest 
cost. Get his free, unbiased ad- 
vice before you buy! Fairbanks, 
Morse & Co., Dept. B1 15, 600 
S. Michigan Ave., Chicago. 


pay WATER SYSTEMS 








FAIRBANKS, MORSE & CO 


2 "See the F-M Dealer’’ Ads 
© YOUR State Farm Paper 








Ads like this one, appearing in 21 state and regional farm 


papers, bring the prospect a step closer to his F-M dealer’s 
store. These tie-up ads repeat the F-M Water System Dealer 
Sign picture which appears in every national ad, and tell 
why the F-M dealer is the man to see for maximum water 


system satisfaction. 


GET THE COMPLETE STORY! It will pay you to get com- 
plete details about this campaign and about our profitable 
dealer franchise. See our regional representative, or write 


Fairbanks, Morse & Co., Dept. 
C110, 600 S. Michigan Ave., £& 
Chicago, Illinois. 


Manufacturers of Precision Equipment for 112 Years 
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FLAT—Double-cut, for fast metal removal. 
A repairman’s favorite. 6” to 12”. 


HALF-ROUND — Rounded back broadens this 
file’s use. Flat side double-cut. 6” to 12”. 


1 
2 
3 ROUND (“Rat Tail’) —For concave surfaces 
and circular openings. 6” to 12”. 

4 

5 


SQUARE—For keyways and general surface 
filing. Double-cut on all sides. 6” to 12”. 


THREE - SQUARE —For internal angles and 
corners; filing taps and cutters. Double- 
cut. 6” to 10”. 


6 WARDING — Similar to Flat, but thinner, 
more taper, finer double-cut. 4” to 6”. 


WOOD RASP (half-round)—For woodwork- 
ers, wheelwrights, plumbers. 8” and 10”. 


NICHOLSON FILE CO. Providence, R.1., U.S. A. 
(Also Canadian Plant, Port Hope, Ont.) 





~~ 


Files serve the home fronts too! 
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Save Big Things 


Right fittings and attachments get more efficient use from chains and save 
many tons of metal in extra links. 

American Chain Division of Acco has kept its fittings and attachments 
abreast of modern design in welded and weldless chains of all sizes for all pur- 
poses. Shown above are a few of the many S-hooks, toggles and special attach- 
ments, all of which save time, money and material. We believe we provide the 
most complete assortment, and every day our chain fittings are selected by 
an increasing number of inventors, engineers, designers, shop foremen and 
others who want more speed and less waste. 

Our cotter pins are also in great demand—both the Campbell type and the 
conventional Acco type. We draw our own wire and are very particular that 
sizes are uniform. Shanks are perfectly parallel and close all the way to the 
shoulder. Easy to insert—tumbled clean—packed in substantial boxes that 
are plainly labeled and numbered. Yes—these cotter pins are another example 
of little things that save big things from premature wearing out. 

For the convenience of hardware dealers we recommend the Winner S-hook 
assortment, each box containing 100 hooks of fifteen popular styles and sizes. 
Ask your American Chain wholesaler about this, and also about Campbell 
and Acco Cotter Pins. 


AMERICAN CHAIN DIVISION - york « PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT * CONNECTICUT 


ESSENTIAL PRODUCTS . .. AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, ° 
WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Voluntary Retail 


~ 


Price Control:— 
The National Retail Dry 


Goods Association (department 
stores) announces that it has 
proposed to OPA a plan of 
voluntary retail price control 
which has the co-sponsorship 
of the Retailers Advisory 
Board, the National Retail 
Hardware Association, Ameri- 
can Retail Federation, Mail 
Order Association of America 
and the national associations 
representing the retail shoe, 
furniture, jewelry, drug, food 
chain and limited price variety 
stores. Complete details of 
this proposal are given in the 
news section of this issue. This 
plan would take the place of 
government enforced price 
ceilings such as have been im- 
posed by OPA on a wide 
variety of hardware lines. 
While as yet these ceilings do 
not control retail prices to con- 
sumers, they may do so at an 
early date. It is suggested 
that if the voluntary plan does 
not prove to be satisfactory and 
equitable, “official price con- 
trol” could be applied later if 
necessary. In this connection 
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it is pointed out that to date 
retailers generally have not ad- 
vanced prices sharply despite 
higher operating and replace- 
ment costs; that with 1,700,000 
retail stores in this country the 
policing job would be tremen- 
dous, and that among such a 
large number there are a great 
many variances in costly fac- 
tors, making uniform arbitrary 
margins thoroughly impracti- 
cal. A fundamental of the 
proposed voluntary plan would 
encourage retailers to average 
selling prices on the basis of 
cost and not on replacement 
levels. Under normal condi- 
tions, the latter proposal 
should be shouted down be- 
cause experience teaches us 
that in a declining market low- 
er replacement costs force sell- 
ing prices down, causing net 
losses. Such losses must be 
protected by advanced selling 
prices when replacement costs 
are rising as they are today. 
Even under the stress of war 
time conditions, this basic 
phase of the proposed volun- 
tary retail price control plan 
will meet with much violent 
opposition, but if such a basis 
will permit voluntary retail 
price control, instead of gov- 


ernment imposed price control, 
this entire program merits 
hearty and universal retail 
support. 


“Trade at Home” :— 


In normal times, one of my 
pet aversions was the futile and 
usually anemic “trade at 
home” campaigns that dotted 
the entire country. I say this 
because I do not recall very 
many of these campaigns which 
were premised on a sound sell- 
ing basis. My wife and I do 
trade at home, in a town of 
less than 4,000 people about 
50 miles outside of New York 
City, and frequently we have 
agreed that the local merchants 
have done little to justify our 
patronage. With us it is a mat- 
ter of principle, and frankly 
that alone is a poor reason. 
Most of these campaigns are 
premised on appeals to local 
pride; the fact that local mer- 
chants help support churches, 
schools, police and fire depart- 
ments and that money spent at 
home does, in part, help build 
the community. These are all 
good reasons, but they are in- 
sufficient and do not alone pro- 
vide buying stimulus. Add to 
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these reasons a few provable 
claims such‘as available park- 
ing facilities; convenience of 
buying leisurely; saving of 
time and transportation costs 
incident to traveling to nearby 
larger centers; comparable 
values on which local mer- 
chants issue a challenge; local 
and friendly guarantees which 
will hold good; a personal in- 
terest and responsibility which 
one local resident has for an- 
other, and an available (usu- 
ally) promise of latest pat- 
terns, styles, etc., without going 
elsewhere, and you have the 
makings of a good “trade at 
home” campaign. Such a 
campaign will be profitable to 
local merchants as well as the 
local newspaper and prinicr 
who normally reap much of the 
henefits. In today’s upset world 
there is a shortage of rubber. 
Smart families are conserving 
their present sets of automobile 
tires, for they do not know 
when they can be replaced. 
Hard roads and inexpensive 
fast cars have ruined more 
“trade at home” campaigns 
than any other single factor. 
Conditions beyond the control 
of many consumers will now 
force more trading at home 
than we have known for the 
past two decades. 


{fter the War?— 


But when the supply of tires 
is again normal and there is 
no longer a threat of gasoline 
shortages, consumers will 
again “trade at home,” or else- 
where, on the merits of the 
comparative services and val- 
ues presented for their con- 
sideration. Right now they 
have no choice. Later they 
will have, and their decision 
will be made along strictly 
cold-blooded lines. How you 
treat these customers, in fact 
all of your customers, now 
when they have to trade locally, 
will be a tremendous factor in 
their decisions to trade with 
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you always or never again 
when they don't have to con- 
serve tires, cars and gasoline. 
So, before you get smug and 
decide that this is a “sellers” 
market,” think seriously about 
the factors involved. The local 
hardware man cannot accom- 
plish the proper result alone. 
He must have the active and 
intelligent support of every 
other local merchant, the po- 
lice, the movie theatre and 
every other local factor that 
helps make up the community. 
Truly, present day conditions 
present a golden opportunity 
for those merchants who sense 
the situation and who set about 
to make local people not only 
glad but actually proud of the 
local hardware store and all of 
the other local services that 
comprise a typical American 
community. If this is not done, 
your best local friends not only 
“won't tell you” but they won't 
even think about you when con- 
ditions are more normal. To 
the retail merchant, [ really 
believe there is never a “‘sell- 
ers’ market.” He is always 
selling or should be, if he ex- 
pects his business to prosper. 


“W holesale 
Prices” :— 


Ask the average man 
“What are wholesale prices?” 
and he will answer “The prices 
paid by a retailer when buying 
from a wholesaler.” But that 
would not have been the cor- 
rect answer from the Bureau 
of Labor Statistics which has 
always spoken of “wholesale 
prices” when reporting prime 
selling prices, i.e.: the cost 
prices of wholesalers as quoted 
by manufacturers. As such, 
Bureau of Labor Statistics are 
a matter of common knowl- 
edge, or can be,—therefore 
such phraseology is grossly 
misleading. To correct this in- 
accurate phrasing, the National 
Wholesale Hardware Associa- 





uon, and its fellow wholesale 
associations comprising The 
National D e fe nse Advisory 
Committee of Wholesale Dis- 
tribution, has presented to the 
proper authorities the follow- 
ing resolution: 


“RESOLVED: That the ‘Na- 
tional De fense Advisory 
Committee on Wholesale 
Distribution request officials 
of the Bureau of Labor Sta- 
tistics, Department of Labor. 
to consider the advisability 
of revising the term ‘whole- 
sale prices,’ now used in de- 
scribing periodic price fig- 
ures that are gathered and 
disseminated, so that gov- 
ern;nent officials and con- 
sumers, as well as mer- 
chants, may more clearly 
understand that the figures 
released as ‘wholesale 
prices’ in fact represent 
prices wholesale distributors 
pay, or prices paid in the 
first market transaction.” 

A continuation of the Gov- 
ernment’s method of reporting 
manufacturers’ selling prices 
to wholesalers as “wholesale 
prices” without any explana- 
tion is entirely unfair. The 
consumer reading such figures 
and assuming, as most of then. 
will, that these are a retailers’ 
cost is justified in considering 
retailers a group of bandits 
when he is quoted a consumers’ 
price. That is exactly what 
this group of organized whole- 
salers from many fields is try- 
ing to stop. Within trade cir- 
cles there is also the problem 
of wholesalers justifying quo- 
tations to retailers when the 
latter have read average 
“wholesale prices” issued by 
the authoritative Bureau of 
Labor Statistics. The reform 
suggested should interest the 
entire hardware industry and 
inspire wires and letters which 
could very properly be ad- 
dressed to Dr. J. K. Galbraith, 
Associate Price Administrator, 
Office of Price Administration 
(OPA) Washington, D. C. 
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Heres your market 











| for security hardware 








A Carriers — urban, interurban, 
railroads, etc, 
Many sales opportunities are open- 
ing up—right in your own neighborhood 
es —under Preference Rating Order No. 
i P-100. For example, institutions, shown at 


right, are constantly in need of door clos- 
ers, night latches, extra keys, padlocks— 
security hardware for replacement and re- 
pair. It will pay you to investigate. siiealieda; dhilies eae 
& sanatoriums 
: How to Handle Priorities 




















You needn't be bothered with a lot of red 
tape in handling priorities.-It can be a sim- 
ple, routine matter. The managements of 
such places as those listed here can give 
é you a preference rating for any necessary 
x replacement, maintenance or operating 
supplies. This Preference Rating Order 
also applies to any person using tools or 
equipment to repair or maintain such 








Telephone and telegraph 
communication 
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Any manufacturing or 
processing plant 
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Any charitable institution: YMCA, 
YWCA, Red Cross, etc. 








Schools and other educational 
institutions 











Radio: commercial 
broadcasting, etc. 





property. 

As you get these preference ratings, you OVA ie 1 
can extend them to us for the ILCO prod- 
ucts you need for the job. We'll fill orders 
as promptly as possible. We'll also be glad 
to help, in any way we can, to clarify pri- 
ority regulations for you. 




















Warehouses for storage 
or distribution 
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Wholesale distributor, to other 
than consumers 











DEP 


ae eS 
Poet ok ») 


ber Pec tid 












Pa HT) Rigs 
Dy en a 


MARCH 5, 1942 


Behe ss 


Fitchburg, Massachusetts a 


BRANCHES IN ALL PRINCIPAL CITIES 
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A part of the 
large stock of 
fishing tackle 
which will fit 
any purse. Note 
the wide range 
of rods shown 
upon the wall. 




















Short Cuts to Increased 


Displays Aid Sales | 
for Van Brunt & Yon 


A TTRACTING the 


popular trade has paid dividends 
in fishing tackle sales for Van 
Brunt & Yon Hardware, Inc. of 
Tallahassee, Fla. And it has help- 
ed increase sales in other outdoor 
merchandise in the bargain. 


Attracts Everyone 


“Our sporting goods department 
was developed to attract men who 
want to enjoy themselves out of 
doors,” says P. L. Yon. “Our 
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fishing tackle catches the attention 
of everyone interested in the sport 
of fishing—from the boys who 
use 10-cent lines and 10, 25 or 50- 
cent poles to the men who pur- 
chase deep sea outfits. We handle 
deep sea rods and reels priced up 
to $15.00. There are 400 dif- 
ferent types of plugs in stock and 
we get about four turnovers on a 
$1,000.00 fishing tackle stock. 
Fishing licenses are issued as a 
convenience to our friends and 
patrons. Handling licenses serves 
to publicize the store. And when 
people come to get them they see 





and buy things that they want.” 
Equipment for hunters and 
other firearms’ enthusiasts is also 
featured and good volume is en- 
joyed on ammunition. The firm 
frequently uses windows featuring 
both fishing and hunting merchan- 
dise and uses this type of display 
to help push sales of all types of 
athletic equipment. The interior 
display of fishing tackle is a good 
example of why fishermen patron- 
ize the store for their deep sea or 
fresh water angling needs. This 
display is located between two en- 
trances, a fact that served to in- 
crease sales to a decided degree. 


Emphasizes Slogans 


The firm emphasizes the slo- 
gans “See It First at Van Brunt & 
Yon’s” and “Hardware That 
Wears” at all times and finds that 
they help attract customers to the 
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A summer window 
display devoted 
to fishing. hunt- 
ing and camping 
needs. A _ fisher- 
man’s map, head 
of a bass and 
a stuffed bobcat 
and _ rattlesnake 
lent atmosphere 
to this display. 


Sales of Fishing Tackle 


Rack Sells Rods for Batcheller 


ISHING tackle is an important 

line with E. C. Batcheller & 
Co., Inc., Gloversville, N. Y. Early 
in the spring a complete display 
of this stock is arranged on one 
of the tables. Here baits, plugs, 
lines, reels, hooks and other re- 
lated items are shown where they 
are convenient to the customer. 

Fishing rods could never be 
displayed with this merchandise 
until the rack shown here was de- 
vised. The rack will hold approxi- 
mately 30 rods of various types. 
Most fishermen want to handle a 
rod in order to really appreciate 
its qualities and this fixture en- 
courages them to do it. 

Any hardware dealer can build 
this fixture according to John M. 


Thirty fishing rods of various types can 
be shown on this simple rack. The fixture 
is constructed upon the end of the table. 
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Batcheller, treasurer and manager. 
The upright support is 28 in. high 


store for all types of merchandise. 

Radio spot announcements and 
newspaper advertising are used 
several times during the year in 
publicizing both seasonal and 
year ‘round merchandise. 


Equipment Headquarters 


The combination of interesting 
window displays, a comprehensive 
stock, and the use of radio and 
newspaper advertising has sold 
Tallahassee residents and visitors 
on the store as headquarters for 
outdoor equipment. Although a 
wide variety of outdoor items is in- 
cluded in the window display 
shown at the left, its neatness and 
attractive arrangement serve well 
to emphasize the fact that well 
rounded sportsmen’s stocks are 
offered. 





and is set up on one end of the 
table. Other pieces, the width of 
the table rub rail, extend about 8 
in. beyond the end of the table and 
support the butts of the rods. 














Cameras and dark room equipment are in the show case while film, print- 


ing and enlarging papers and chemicals are shown upon the sidewall fixture. 
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$3,000 Volume in 
Photographic Supplies 


Complete stocks and two 


camera experts do the 
trick for Wm. McK. Reber 


C 
AMERAS and 


photographic supplies may seem 
like a strange line for the aver- 
age hardware store, but Wm. McK. 
Reber of Bloomsburg, Pa., finds 
that they bring in new customers 
and produce a most satisfactory 
sales volume. Sales in this depart- 
ment have amounted to more than 
$3,000.00 in some years. 


This department occupies com- 
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paratively little space in the store. 
An 8-ft. sidewall fixture and one 
show case of the same size located 
in front of the wall unit shows the 
entire stock. The department is 
located toward the front of the 
store and faces the main traffic 
aisle. 

“We invested $500.00 in stock 
when we set up this department,” 
says Wm. McK. Reber, owner. 
“Since that time we have added 
new items as they became avail- 


able. New merchandise and gad- 
gets are essential to this depart- 
ment for that is what keeps cus- 
tomers coming back to the store 
regularly. 

“One prime requisite for suc- 
cess in selling this merchandise, is 
to have someone in charge of the 
department who is interested in 
photography and who knows the 
line. We are fortunate in having 
two boys interested in this hobby, 
my son, Wm. McK. Reber, Jr., 
and Tom Gingher. They have 
complete charge of the buying and 
promotion of the line.” 

The department has a complete 
stock of cameras, developing and 


printing outfits, photographic pa- 


(Continued on page 100) 
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Refrigerator Stocks Frozen 






As Conversion Begins 


Production To Stop April 30 


(Washington Bureau 
of HARDWARE AGB) 


Au stocks of new 


domestic mechanical refrigerators 
except those in the hands of re- 
tailers or actually in transit to re- 
tailers were ordered frozen as of 
10 a. m., Feb. 14, by the War Pro- 
duction Board’s Division of Indus- 
try Operations on the issuance of 
Order L-5-b. 

Retailers may sell one-twelfth 
the number of new refrigerators 
they sold in 1941 or 100 new re- 
frigerators, whichever is the great- 
er, after which the freeze will 
automatically apply to stock held 
by them. Manufacturers or dis- 
tributors may sell, lease, trade, 
lend, deliver, ship or transfer new 
refrigerators only under specific 
authorization by WPB. 

Also, a stop order, L-5-c was 
issued Feb. 23 and supersedes a 
previous order L-5-a, which gov- 
erned the rate of production for 
the months of January and Febru- 
ary. This new regulation orders 
the production of domestic me- 
chanical refrigerators to be discon- 
tinued after April 30, 1942. 

Order L-5-c permits manufac- 
turers to produce between Feb. 15 
and April 30 a number of refriger- 
ators equal to three times the num- 
ber permitted for February by the 
superseded order. Thus, a manu- 
facturer who was permitted under 
L-5-a to build 100 refrigerators in 
February is permitted under to- 
day’s order to build 300 refrigera- 
tors between Feb. 15 and April 30, 
regardless of the number of re- 
frigerators produced by him dur- 
ing the first half of February 
under the superseded order. 
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The ratio of deluxe models to 
other models may not be increased 
over the ratio that prevailed in the 
production of any one company 
from Aug. 1, 1941, to Jan. 31. 
1942. Deluxe models include “de- 
luxe,” “semi-deluxe,” and “high 
humidity” models. The industry 
has been requested by WPB to con- 
fine production as much as pos- 
sible to the simpler stripped 
models. 

The order does not affect the 
production of replacement parts, 
which will continue unrestricted. 

Refrigerators now frozen and 


. those to be produced between now 


and the closing date will form a 
pool of approximately 750,000 
refrigerators to meet military and 
highly essential civilian needs. 
Thus the mechanical refrigera- 


tor industry was being completely 
mobilized for conversion to all- 
out defense needs and _ retailers 
were put on notice that they soon 
will be deprived of a mechanical 
refrigerator market for the dura- 
tion. At least, the market will be 
extremely limited. 

Biggest factor in WPB’s pro- 
gram to expedite conversion of the 
industry to 100 per cent war work, 
it was pointed out, is that con- 
tracts already held plus contracts 
expected by the industry will result 
in the use of approximately 70 per 
cent of plants and manpower for 
the output of war goods. 

The mechanical refrigerator in- 
dustry has an estimated 36,000 
workers. Its factory sales last year 
were 3,700,000 units worth $280,- 
000,000. The industry was de- 


scribed as a phenomenon of the 





Retailers Note! 


Retail sales of new domestic mechanical refrigerators may 
be made only from stocks that were on hand at 10 a.m. EWT 
Saturday, Feb. 14, or that were actually in transit to retailers 
at that hour. This interpretation of Supplementary General 
Limitation Order L-5-b, which froze manufacturers’ and dis- 
tributors’ stocks of new refrigerators as of that day, was issued 
by the WPB to clear up questions raised by retailers. 

The freeze order said retailers may sell one-twelfth the num- 
ber of new refrigerators they sold at retail in 194] or 100 new 
refrigerators, whichever is greater, after which their remaining 
stocks automatically will be frozen. Under the interpretation, 
this means that a retailer can make the sales permitted only 
if he had the stocks on hand or in transit to him at the hour 
the freeze became effective. If, for example, he had only 
40 refrigerators on hand or in transit at that time, he cannot 
obtain an additional 60 from a distributor or manufacturer in 


order to make 100 sales. 















“Victory” Refrigerator—? 


The making of a limited number of “Victory” refrigerators in 
a few plants and the immediate and complete conversion to 
war production of all other refrigerator factories in the country 
has been proposed by union representative Sidney Hillman, 
labor director of WPB. The proposal was made at a meeting 
of the Labor Advisory Committee for the domestic refrigerator 
industry to Jesse Maury, chief of the WPB consumers’ durable 
goods branch. 

The committee suggested that Mr. Maury determine a fixed 
yearly production quota of a thoroughly simplified and stand- 
ardized refrigerator, on the basis of available supplies and 
minimum consumer needs. According to the committee’s plans 
this should then be allotted to the fewest plants required to 
turn them out on a 24-hour-a-day, 7-days-a-week schedule. The 
entire balance of the industry should then be required by the 
WPB to convert to war product, the committee proposed, with 
the earliest possible deadline set. 

The use of the “Victory” label on the proposed cut-down, 
simplified refrigerator is to prevent the few firms licensed to 
produce it from having an economic advantage over the rest 
of the industry after the war is won, members of the committee 





explained. 





post World War I era and there 
was little production before 1926. 

It has been operating since Aug. 
1, 1941, under Limitation Orders 
L-5 and L-5-a, which sharply cur- 
tailed production below average 
monthly factory sales during the 
12 months ended June 30, 1941. 
The percentage range of curtail- 
ment, depending on size of com- 
panies, was 29-45 during the pe- 
riod Aug. 1-Dec. 31, and for Jan- 
uary and February, this year, it 
was 30,52 per cent. 

In order to assist the industry 
in converting the remaining facili- 
ties possible to war production, 
Army and Navy officers and WPB 
contract distribution officials met 
with industry engineers in Cleve- 
land on Feb. 18, to discuss plant 
and labor facilities and to go over 
the “shopping list” prepared by 
the armed forces. 


Six-Point Basis 
WPB officials read to the indus- 


try representatives the following 
six-point basis for the program 
they outlined: 

“(1) The maintenance of com- 
plete production units, including 
facilities and personnel, intact for 
maximum efficiency in producing 
war materials. 


“(2) To allow the facilities, 
equipment, and personnel of the 
industry to produce high technical 
and precision war products in the 
shortest possible time. The high 
technical nature of the products 
to be produced requires the pro- 
curement of additional machinery 





and equipment. The period of 
time required for the placing of 
contracts, delivery, and installa- 
tion of the new machinery will 
vary, depending upon the identity 
of the products to be reproduced. 

“(3) The industry reports that 
it now holds or expects to obtain 
contracts which will result in the 
use of approximately 70 per cent 
of the industry’s plants, organiza- 
tion and personnel. 

“(4) The program provides for 
the release of a major portion of 
the managerial and engineering 
personnel, in order that they may 
devote their time to planning, dis- 
tribution, and carrying out of the 
War Production Manufacturing 
Program. 

“(5) The program allows a pe- 
riod for the training of labor for 
manufacturing war products with 
minimum dislocation. 

“(6) The establishment of a 
definite date for the discontinu- 
ance of production of refrigerators 
allows manufacturers to plan ade- 
quately for war production. The 
freezing of stocks held by factories 
and distributors, plus quantities 
produced between now and the 
date set for conversion will pro- 
vide a pool of approximately 750,- 
000 refrigerators to supply essen- 
tial requirements.” 





UNUSUAL WINDOW DISPLAY STIMULATES 
SALES OF FISHING TACKLE 





This complete and interesting display of fishing tackle caught the eye of 
window shoppers for Cornwell & Kelty, Glendale, Calif. Grass mats were used 
on the floor. The background is made up of a series of panels which are 
removable and merchandise was fastened to the covered wall board panels. 
The display was installed by W. W. Swanson, who was awarded one of the 

prizes in a national contest of fishing windows as a result. 
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Paints and Wallpapers Occupy 
the Number One Locations 


Phillips & Quarles have 
revamped store in order 
to give them prominence 


im and_ wallpa- 


pers have proved so profitable to 
the Phillips & Quarles Hardware 
Co., Nashville, Tenn. that the en- 
tire store was changed so that 





sales efforts could be concentrated 
on these non-critical defense items. 

The paint department is now at 
the front of the store and is visible 
through the show window from 
the street. Displays in the win- 
dows are kept low so that they 
will not interfere with the view. 
Pedestrians passing the store are 
able to see the large paint stock 


The main wallpaper 


rators prefer to make 
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stock 
and display room is on the 
third floor. Painters and deco- 
their 
selections in this section. 


and their attention is directed to 
this display by the high degree of 
illumination in the store. 

The entire paint stock is attrac- 
tively displayed in sidewall fix- 
tures and there are several coun- 
ters in front of them. Displays of 
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brushes and other seasonal and re- 
lated paint items are arranged 
there from time to time. Another 
feature of these tables, is the show- 
ing of paint sample boards 
ranged around the sides. These 
boards are supported by hooks 
and every type of paint is repre- 
sented. 

A small display of wallpaper is 
provided on the main floor. This 
particular display is designed for 
the use of women customers who 
wish to select paper for the home. 
The main wallpaper display and 
stock room is on the third floor. 
Painters and decorators prefer to 
select paper there where all pat- 
terns are available and where 
there is ample daylight. 

Sales methods have also been 
tuned to present conditions. One 
outside salesman devotes much of 
his time in calling on builders of 

(Continued on page 118) 


This large paint display 
impresses customers and 
can be seen through the 
windows. Sample boards 
of all kinds of paint are 
around the counters and 
are valuable sales aids. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 


HARDWARE AGE 
























Keep Lighting Fixtures Clean! 


VERY hardware store 
HK should get the greatest pos- 

sible amount of illumina- 
tion from the dollars it spends for 
electrical current. Illumination 
levels frequently are too low. Then, 
when dust collects on the lighting 
fixtures, even the thinnest coat 
serves to greatly reduce the light 
output. The store then takes on a 
drab, lifeless appearance which 
makes it less appealing to custom- 
ers of all kinds. 

This is not the time to waste 
electrical energy in this manner. 
Members of the Harpware ACE 
Retail Sales Idea Club might well 
suggest to their employers a plan 
to make this electrical energy do 
the best job possible. 

The plan is very simple. Just 
recommend a definite program for 
cleaning these units and then see 
that the work is done according to 
schedule. It really doesn’t take 
much time to do this work. Fix- 
tures should be cleaned at least 
once a month and more often if 
possible. This is one of the tasks 
salesmen must do in odd times in 
most average hardware stores. 

Suggest your plan to your em- 
ployer now. Ask him for the re- 
sponsibility of seeing that this job 
is done well and according to 
schedule. 


Store Housecleaning 


Thorough cleaning of the entire 
store is something that should be 
done at least twice a year. This 
is a more important job than most 
dealers or employees realize. 
Housecleaning in this sense means 
the thorough cleaning of mer- 
chandise as well as 
shelves and fixtures 
in the store. It also 
includes repainting 
the ceiling and side- 


walls which should be done each 
year. If these surfaces are not re- 
painted they should be washed. 

Merchandise must first be re- 
moved from a shelf, dusted and 
cleaned, then replaced after the 
shelf has been washed thoroughly. 
This is work that must be done 
during spare times. It can be 
done best when business is not so 
active in the store. 

This job should be divided up 


among the employees in the store. 


Each should be responsible for a 
department or a certain portion of 
the sidewall equipment. Make a 
game of it and divide the group 
into teams with some award for 
the team that gets their work fin- 
ished first. This takes the drudg- 
ery out of the job. 

Always remember that clean 
merchandise makes the salesmen’s 
task easier. When you do this 
work well you are really making 
it easier to sell more merchandise. 





March Idea Contest 


Question of the Month 


“Which is the better practice, (1) to wrap the 
customer's purchase first, return or hand it to 
the person, and then secure the money; or (2) 
to wait for the customer to pay you and then 
wrap and deliver the purchase? Give reasons 


for your answer.” 


& Submitted by Member Horace P. Farmer, Joyner’s, Rocky 
Mount, N. C., who will receive a check for $1 for the use of this 


question. 


WIN ,EXTRA MONEY—SEND IN YOUR IDEAS! 


Harpware AGE will pay $5.00 to the member submitting the best 
answer to this question; $3.00 will be paid for the second best answer; 
$2.00 will be paid for the third. $1.00 each will be paid for all other 
ideas published even though these do not win one of the three major 


prizes. 


Entries must be received not later than March 30th. Winners will be 
announced in the Retail Sales Idea Club pages of the April 30th issue of 
Harpware Ace. In case of ties, duplicate prizes will be awarded. Deci- 
sions of the editors will be final and all material submitted becomes the 


property of Harpware Ace. 


FIVE SIMPLE CONTEST RULES 


1. Just write your ideas and/or an- 
swer to this question, preferably on a 
penny postal card (letters may be 
submitted) and mail to HARDWARE 
AcE Retail Sales Idea Club, 100 E. 
42nd St., New York, N. Y. More than 
one entry may be submitted, in which 
case use separate postal card for each. 

2. Write your own name and ad- 
dress on the card (or letter), as well 
as the name of your company. 

3. Be sure to write the name of this 
contest—“MARCH IDBA CONTEST” 
—on the card (or letter). 

4. Only individuals who have regis- 
tered for membership in the Harp- 
WARE AGE Retail Sales Idea Club are 





eligible to participate in this contest. 
If you are not a member, you can be- 
come one by simply filling in the regis- 
tration form ‘shown on these club 
pages and mailing it to the Club. 
There is no cost for membership. 

5. Answers to questions will be 
judged solely on the value of the idea 
or suggestions presented. Be brief and 
to the point. Penmanship, form, or 
method of expression are not factors 
of the contest. Answers typewritten 
on postal cards will be appreciated but 
are not required. However, if answers 
are submitted in another form this 
will not influence the decision of the 
judges in any way. 
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You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 
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Waxes Stock Shelves 


“In order to move heavy mer- 
chandise, such as gallons of paint, 
galvanized pails and tubs, etc., in 
and out of the stock shelves with 
greater ease, I wash the shelves 
and then wax them well. The wax 
also preserves the finish and makes 
them a lot easier to clean. I also 
went through the store and waxed 
the lower portion of our display 
tables. They look a lot cleaner 
and the dust and dirt does not 
cling to them as much as it did be- 
fore the waxing.” 

MILDRED WRIGHT 
Charles Salerno Hardware, 
Grosse Pointe Park, Mich. 


Display and Suggestion 
Move Bargain Herchandise 


“Many slow moving, damaged 
or discontinued items can be 
turned into cash if displayed on a 
weekly bargain table, if reason- 
ably priced and if suggested to 
customers by salesmen of the 
store. ‘ 

“We feature merchandise of this 


Copy this form on a penny 
post card if more than one 


form is necessary. 








type on such a table and have had 
excellent results in disposing of it. 
The table is located by the side of 
the wrapping counter. 
“A short time ago we featured 
a pint size bottle of self-polishing 
liquid wax which had been in our 
stock for some time. All salesmen 
suggested this merchandise to cus- 
tomers. As a result, the entire 
stock was sold in a very few days.” 
Ws. H. BalLey 
Perth Amboy Hardware Co.. 
Perth Amboy, N. J. 


Displays Seeds Early 


“We have found that garden 
seed sales can be increased ma- 
terially by showing them early. 
Such seeds as tomatoes, peppers 
and cabbage have to be started 
in hot house boxes and then trans- 
planted. It is necessary for farm- 
ers and other gardeners to secure 
these garden seeds early. It is also 
important that lawn grass seeds 
be shown early. 

“Tulip, daffodil, and hyacinth 
bulbs should also be displayed 


early and by doing this sales can 
easily be doubled.” 
Lena Day 
DeV ore Hardware Co., Inc., 
Monongahela, Pa. 


Running Water 
Attracts Attention 
“We recently installed an un- 
usual window display of plumbing 
goods, a good profit line in our 
store. We set up a lavatory, a 
step below this a kitchen sink, 
then a little lower a bath tub, and 
then a step lower another kitchen 
sink. A stream of water flowed out 
of the lavatory into the sink and 
down from one unit to the other. 
This certainly stopped customers. 
“We also plant a variety of 

seeds in a box which is left in the 
window all of the time. Custom- 
ers are interested in seeing the 
results and they have confidence 
in our seeds when they see them 
growing in the window.” 

Ira F. RicHARDSON 

Erik’s Hardware, 

Sherman Oaks, Calif. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


HARDWARE AGE 
Retail Sales Idea Club, 


REGISTRATION FORM 







100 E. 42nd Street, New York, N. Y. 


U § E T H S | hereby register for membership in the Hardware Age Retail! Sales Ideo 
F 0 ) M T 0 Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


REGISTER ae 
Firm St. 
City State 































| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 























Small items and garden tool 


Long handled tools are held in Pp 


Dover, Del., firm starts 
early and is helped by 
unusual display methods 


— lines move 


at a rapid pace in the store of Wal- 
ter T. Massey, located in the 5000 
population town of Dover Del., 
because the firm never overlooks 
a worth while merchandising op- 
portunity. Store, window and 
sidewalk displays and the featur- 
ing and advertising of quality 
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items are some of the reasons re- 
sponsible for good volume. Win- 
dow displays of seed, plants, in- 
secticides, garden tools, etc., are 
installed about March 1 and grow- 
ing plants are shown in the win- 
dow. Display efforts are supple- 
mented each spring with the mail- 
ing of 4000 seasonal booklets to 
homes within a 12 to 15-mile 
radius of the store. 





i rice marked 
i ye ne by holes in ridge and shelf. 


Massey Overlooks No Bets 








wire baskets. 


“We feature both quality and 
competitively priced tools and 
principally sell the quality num- 
bers,” says Mr. Massey. “Garden 
rakes are seldom sold below a 
dollar and at least two dozen 60- 
cent items are sold to one dozen 
of the 25-cent numbers. Odd 
prices are featured whenever pos- 
sible because people like to get 
some change back, even if it is only 
a penny.” 

Two unique fixtures help the 
firm display and sell seed and 
lawn and garden tools. Package 
flower seeds are displayed close to 
the cash register becausé people 
go back to that section when pay- 
ing for purchases and the seeds 
are thus responsible for a number 
of impulse sales. A fixture which 
holds 24 individual bins has been 
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in Selling Spring Lines 


constructed to hold the seed. On 
top of it on graduated shelves are 
jars holding various types of vege- 
table and flower seeds. When a 
package of bulk seed is sold the 
name of the variety is written on 
the bag to eliminate the possibility 
of confusion or of planting the 
wrong type. The firm also does 
a good business in the merchan- 
dising of lawn seed. One type is 
for shady lawns and another for 
sunny spots and at least a ton of 
fawn seed is sold annually. 


In the foreground 
of this display 
are the asparagus 
bunchers, sprink- 
lers and _ plant 
food. At the right 
is the rear of 
the display of 
packaged seeds. 
The seed bin is 
seen at the rear. 


Another unusual fixture is a 
table with two slanting tops which 
meet in an apex at the center and 
a lower self of similar design. Gar- 
den tools, twine, oil cans and other 
articles, each in a wire basket, are 
shown on this unit. Garden rakes, 
hoes, forks, edgers, etc., are also 
displayed on it, their handles be- 
ing inserted in holes in both shelv- 
ing units, A flat topped table is 
used in displaying lawn sprinklers, 
asparagus bunchers, plant food 
and other lawn and garden items, 
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Bulkier items are shown in this 
window with a number of smaller 
ones upon the central platform. 


Bulkier items, such as fertilizer 
spreaders, are sometimes shown 
on the sidewalk before the store. 
The firm also offers tomato 
plants, southern cabbage plants, 
eggplant plants and others in 
bunches. Tomatoes and other 
plants are displayed in pots. Some 
of these are locally grown vege- 
tables. Additional volume is ob- 
tained in the sale of approximately 
50 lawn mowers each year and oc- 
casionally a power mower is sold, 





in most instances from a catalog. 
Lawn mower sharpening service is 
another builder of spring sales vol- 
ume. From 100 to 150 mowers 
are sharpened annually, at an 
average price of $1.50 for sharp- 
ening and adjustment. 













Display Space One-Third 
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Housewares occupy most 
of this sidewall with gift 
items featured near the 
front. Platform space in 
the center is used by the 
bulky or seasonal items. 
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Right—Major appliances at 
the front can’t be missed 
and space at the window 
back is used to advantage. 


7 - space was 


increased more than a third when 
the Oliver & Breeze Hardware Co. 
recently installed modern fixtures, 
rearranged its departments and 
improved its store layout. The 


building, which is 25 by 130 ft. 


At 


in size, was not enlarged, the 
above mentioned results being ob- 
tained by a more economical use 
of space throughout the entire 
store. The company is located in 
Wichita, Kan., a city of over 110,- 
000 population. 

One of the first steps to be taken 
was the elimination of all clerk 





aisles which had existed behind 
the old counters. This was accom- 
plished by placing tables back to 
back so that customers and sales- 


men now use the same aisles. 
These have a minimum width of 
31% ft. and are considerably wider 
in most parts of the store. 

Tables and platforms now are 
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used in the floor space. Tables are 
arranged in batteries of two and 
four while platforms are arranged 
in the same manner. All of the 
present equipment can be changed 
about at will to secure any ar- 
rangement which may be required. 

Glass dividers and step-up dis- 
play units were installed to im- 
prove the presentation of the ar- 
ticles on the tables. Merchandise, 
especially the smaller items, shows 
up better and is more interesting 


resulted in some departments be- 
ing accorded more space and im- 
proved locations while others were 
consolidated and moved to less 
strategic positions. These changes 
have resulted in increased volume 
on many lines. 

Paints and housewares lines 
were given improved positions. 
Major appliances were spotlighted 
at the front of the store and a 
colorful awning was used along 
the sidewall in place of the regu- 





are used in the windows. Tool 
and sporting goods open cases, as 
well as the open section along the 
housewares side, are equipped 
with special illumination. Dis- 
plays on the ledge toward the rear 
of the store are _ individually 
lighted. 

Many hardware and tool items 
are shown on panel doors and 
stock of items shown on one panel 
door is carried behind the op- 
posite door to better facilitate the 


Oliver & Breeze, Wichita, Kan., 
does it the modern way without 
increasing size of the store 





Merchandise for men 


to customers when it is displayed 
in this manner. 

Departments were shifted about 
and display space was alloted af- 
ter due consideration had been 
given to the various lines, their 
potential volume and the physical 
characteristics of the stock. This 
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along this sidewall. 


lar fixture top for the purpose of 
attracting attention to the items 
on display. The modern equip- 
ment also made it possible to im- 
prove all displays along the side- 
walls. 

Good lighting prevails through- 
out the store and fluorescent units 









Tables are used for seasonal displays. 


serving of customers. Marks have 
been placed on the floor in one of 
the aisles at the rear of the store 
to make it easy to measure rope. 
This is just one time-saving device 
which is now in use. There are 
many of them throughout the 
store. 














A girl. seated in this office at the front of the store, serves as a 
combination cashier, information clerk and telephone operator. 


Holds Down Three Jobs in One Office 


Cashier, information and 
phone handled from one 
spot at Acme Hardware Co. 


1 E Acme  Hard- 


ware Co., 150 S. La Brea, Los 
Angeles, Calif., which handles a 
great deal of telephone business, 
provides increased efficiency 
throughout the store by using a 
novel combination switchboard 
and cashier’s office on the main 
floor. Incidentally, one girl can 
handle both jobs with ease. 

This combination office is lo- 
cated between the entrances at the 
front of the store. A girl, seated 
in a swivel chair, serves as in- 
formation clerk, cashier, and tele- 
phone operator. The office con- 
sists of a desk-type counter in the 
center with a register stand on one 
end and a telephone switchboard 
on the other. The operator sits 
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in the middle and has only to turn 
from one side to the other to per- 
form any of the three duties. 





Mr. Manufacturer— 
Do You Do This? 


ERHAPS some manufacturer 

will be able to answer this ques- 
tion recently sent to HARDWARE AGE 
by the Lewis Hardware Co., Ham- 
mond, La. 

“Why do manufacturers send out 
catalogs each year under some num- 
ber instead of showing the year in 
which the book was issued? The 
hardware trade and the public can- 
not know what the number repre- 
sents.” 

If the catalog bore the year in 
which issued the dealer would know 
immediately whether it was the latest 
available. 


All payments for cash purchases 
are now made to the central 
cashier. Salespeople give custom- 
ers the sales slips and ask them to 
pay at the desk, frequently escort- 
ing them to it. This arrangement 
not only saves considerable time 
but reduces the number of em- 
ployees handling money. 

The store is equipped with a 
two-way communication system 
which is controlled from the 
cashier’s office. The girl on duty 
can speak with or call any em- 
ployee simply by making the an- 
nouncement over the communica- 
tion “mike.” Telephone extensions 
are located at convenient spots 
throughout the store. As a result 
of this system, salesmen are able 
to give better service to telephone 
orders. 


HARDWARE AGE 
























Things Electrical Are “Tops” 
With This Tennessee Firm 





L, one year Guthrie, 


Bradley & Jones of Sweetwater, 
Tenn., sold 113 electric refrigera- 
tors, 33 washing machines, 26 
electrig ranges and 200 radio sets 
of all types. In addition, the firm 
also sold a number of complete 
kitchen installations, most of 


The store’s model kitchen resembles an actual home installation. 
Bids for extra sales are made by displaying a kitchen stool and 
various articles used in cooking, storing and preparing of foods. 


which were of the higher-priced, 
better-quality variety. This good 
volume was accomplished in a 
town of 2500 and an outside sales- 
man, window displays, a model 
electric kitchen and deferred pay- 
ment plans were important factors 
in attaining it. 

Tim Guthrie, manager of the 
appliance department, says. “We 
do a good business in everything 


113 refrigerators, 26 ranges 33 
washing machines and 200 radios 
were sold in one year by Guthrie, 
Bradley & Jones of Sweetwater 
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electrical, including supplies. We 
finance most of our own paper, 
because traffic is built by having 
people visit the store to make pay- 
ments. We charge the same rate 
of interest as the. finance com- 
panies and have an unusually low 
number of repossessions, due to 
the fact that we require good 
credit references. When appli- 
ances are repossessed, we put 
them in first class condition, for, 
whether or not you give a guar- 
antee on such sales, you have a 
moral obligation to the customer.” 

The worth while kitchen and 
appliance business done by this 
firm is emphasized by the fact that 
the store’s best refrigerator sellers 
are 6!% cu.ft. models priced above 
$150.00. Electric ranges — and 
the lower priced units have not 
made a hit in Sweetwater—have 
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A display of electric ranges and kitchen cabinets adjacent to the 
model kitchen. Manufacturers’ display material is above the ranges. 


been sold as high as $169.00. 
Most of the washing machines sold 
have been priced at about $80.00. 

Two complete lines of refrig- 
erators are offered and displayed 
because, in the opinion of Mr. 


Guthrie, “No one can get every 
customer with just one line, no 
matter how good your selling 
story may be. When a customer 
goes back to the appliance depart- 
ment and sees one unit that he or 


she likes, we go to work on that 
particular unit.” 

When plumbing _ installations 
are needed, the firm turns the 
work over to an outside plumbing 
concern. The city services all 
electrical appliances because cus- 
tomers previously had no service 
set-up. 

For the past two years, every 
electrical appliance dealer in 
Sweetwater has participated in a 
spring show which lasts for three 
days and ends on a Saturday. 
“Actual sales at this show are 
small because you can’t demon- 
strate,” says Mr. Guthrie. “How- 
ever, we note the interest of people 
in different units and follow them 
up after the show.” There are gen- 
eral demonstrations held during 
the show. This annual event is 
held in a vacant building and is 
advertised by the cooperating 
companies. ‘This show has at- 
tracted as many as 1100 persons. 


Improved Display Increases Sales 33 Per Cent 


YALES of house cleaning goods 

items increased more than 33 
per cent over a nine-months period 
at the West Side Hardware Co., 
Evansville, Ind., as a result of im- 
proving the displays. 


The new fixture is 10 ft. long, has 
36 bins, and seven stalls for handled 
goods. It can show 50 items, all of 
which are related. This arrange- 
ment of the merchandise makes sug- 
gested selling very easy. As a matter 


of fact, simply having related goods 
shown together stimulates many 
additional sales. Customers are at- 
tracted to this interesting display 
and often wait on themselves if 
salespersons are busy. 


Small packaged goods and mops of all types are shown in bins. Handled goods 
are supported on hooks fastened to the back. Tickets on bins and show cards 
on background give customers complete price information on various items. 


HARDWARE AGE 





Practically everything essential to a baby’s welfare is shown 


in this display. 


Baby Department 


Wins Friends and 


Potter's of Los Angeles 
appeals to the parents 
with an unusual display 


V ens may come 


and go, boom times and depres- 
sions may arrive, but year in and 
year out there will be babies born 
in every section of the country. 
The Potter Hardware Co., in the 
Westwood Village section of Los 
Angeles, Calif., has recognized 
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that fact and has taken a long for- 
ward step in making its store a 
real, home-making service station 
through the installation of a “baby 
department.” 

In making a bid for the profit- 
able new baby business, Potter’s 
goes on the assumption that al- 
though it is the custom for a 
mother to prepare ahead for the 


It’s really a first aid for infants window. 


layette, she seldom makes _pro- 
vision for the formula utensils 
and the dozens of highly impor- 
tant items, so necessary for a 
baby’s welfare, which are often 
handled by hardware stores. All 
of these items were gathered to- 
gether for a window display 
which was complete in every de- 
tail, according to Jack Potter, 
manager of the store. 

When the bewildered fathers 
anxiously ask help at Potter’s, as 
they did week in and week out, 
until this practical demonstration 
was presented, the store refers them 
to a standard list. 

Here is the list of items Potter 
suggested as necessary for the wel- 
fare of a new baby, nearly all of 
which are in the window display: 
32-oz. measure; enamel sterilizer 
holding eight bottles; special fun- 
nel for small neck nursing bottles; 
quart-and-a-half double boiler for 
formulas; two-quart saucepan; 
covered pail for diapers; measur- 
ing spoons; enamel or glass mea- 
suring pitcher; forceps for lifting 
hot boiled nipples; egg beater for 
formulas; electric bottle warmer; 
timer clocks; bath and formula 
thermometers; applicators; can 
opener; orange reamer; small 
orange juice cup; white enamel 
bath tub; small washing machine; 

(Continued on page 98) 
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In these 
days of 
war-time 
shortages 





The attractive and modern store 


Smooth Surface Floor Coverings 




























Part of the interesting 
compact and neat 
smooth surface floor 
covering department. 
Several enamel! print 
rugs are shown {flat 
on the floor while 
rolls of the various 
grades of smooth fin- 
ish hard goods are 
displayed in _ rolls, 
either on racks or 
upon the floor. 


( lllustrations Courtesy 
Congoleum-Nairn, Ine.) 


i i Giese Hardware 


Co., in East Grand Forks, Minn., 
a town of 3500, is typical of the 
thousands of hardware firms that 
are faced with the problem of con- 
tinuing business at a profit despite 
the limitations which have been 
or will be imposed by Government 
priority and allocations rulings. 
The store has found a partial solu- 
tion to the problem with the in- 
stallation of a smooth surface floor 
covering department. 


A Hardware Store Line 


In commenting on his new de- 
partment and the reasons for its 
inception, H. G. Giese says, “My 
volume started to drop, and pos- 
sibly would have continued to do 
so had we not anticipated a de- 
mand for smooth surface covering. 
I find that I can handle floor cov- 
ering easily and profitably and 
without any major investment. We 
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front of the Giese Hardware Co. 


have already done a very fine job 
of selling and installing this mer- 
chandise. I am firmly convinced 
that smooth surface floor covering 
is a hardware store line.” 


Investment Under $600.00 


With an investment of less than 
$650.00 in a stock of linoleum 
and the lower priced qualities of 
smooth surface floor covering, the 
store now has a complete line. 
The line covers the field from the 
lower priced print enamel floor 
covering (frequently called felt 
base) to the best grade of inlaid 
linoleum. The addition of these 
lines is filling a void occasioned 
by Government priority rulings 
and is also serving to round out 
the store’s offerings to attract 
greater store traffic. 


Here’s the space before it was 
converted into a floor covering 
department—a section for stor- 
age and workshop purposes. 
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Mr. Giese points out that a 
limited space can be effectively 
used for displaying these lines. 
Part of the display is as shown 
upon page 50. Rolls and rugs are 
also displayed on end to the left of 
the rolls illustrated. The space 
used for this department was for- 
merly a combination — storage 
space, showroom and_ workshop. 
Under the new setup, its merchan- 
dising possibilities are being used 
to their utmost. And, as a result. 
this section is returning a very 
good profit on the investment 
made. With this new department. 
the store is accepting the challenge 
of modern conditions and is capi- 
talizing on its merchandising ex- 
perience to increase volume and 
bolster profits. 


illed the Gap Made hy Priorities 


How the Giese Hardware 
Co. found a solution to 
a present day problem 




















April—Display Wheeled Goods 





and Drapery Hardware Items 





HARDWARE AGE Original Window Display IDEAS 








LET THEM 


“HAVE FUN 
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WHEELED GOODS WINDOW 


MERCHANDISE: Bicycles in two styles and colors, bike tires, tricycles, scooters, roller 
skates, flashlights, batteries, bicycle repairs of all kinds, pedals, handlebar grips, tool kit 
bag, hub spindles, chain, repair links, bells, pants guard, bike pump, rim cement, tire 
repair kits, paint and enamel. 


BACKGROUND: 


Kur your windows 


sparkling! Your glass should be 
kept clean at all times and this can 
be done only by washing it reg- 
ularly. Either make someone in 
the store responsible for seeing 
that this job is done or hire a 
window cleaning service to do the 
work for you. 


Push Wheeled Goods 


Grownups, in all prebability, 
will be just as interested in certain 
kinds of wheeled goods this year 
Many 


as will the young folks. 
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families will be enjoying simpler 
pleasures and this will undoubt- 
edly mean more business in the 
field of wheeled goods. Bicycles 
are featured in the accompanying 
suggested window display. Repair 
parts should be played up in this 
display for business of this type 
will be bound to improve. Make 
your store headquarters for bike 
repairs and you won't be sorry. 


Volume From Rentals 


A number of dealers have done 
splendid work in renting bicycles. 
This has served to increase cash 
sales and has also provided their 





All panels covered with light green corrugated board or painted a 
light green. Cut-out letters on center panel of bright red material. 


stores with used bicycles for re- 
sale. These bicycles are sold be- 
low regular list prices after they 
have produced a certain amount 
of rental income. They serve as 
competitive bikes and help draw 
customers from the lower income 
groups to the store. 


Installment Selling 


If a dealer wants to assure him- 
self of real bicycle volume he must 
be prepared to offer installment 
terms. These terms must conform 
to the provisions of Regulation W 
on Consumer Credit which became 
effective on October 1,1941. Week- 


HARDWARE AGE 





ist 


, e888 











=) DEALER ©2222 LETTER [= 


What kind of 
animal makes tracks 
tke a ? 


Right hind foot Right fore foot 


ANSWER: A woodchuck, some- 
times known as “pasture 
pig,” “ground-hog,” “whistle 
pig,” etc. While serving as 
a den-digger for cottontail 
rabbits, this animal is con- 
sidered a nuisance in a lot of 
localities, because of the holes 
it digs in farmer’s fields. It’s 
a wary quarry for shooters, 
and provides real sport. 


What’s the best .22 
ammunition for 
shooting them? 
ANSWER: “Kleanbore Hi- 


Speed” .22’s. That’s because 
these cartridges have the 





( Advertisement) 














THE SPORTSMAN’S—AND 
THE DEALER’S—FRIEND... 


. The farmer. For it is mostly through 
his cooperation and good will that hunt- 
ing is possible for a large number of 
people. This is especially true for those 
living in towns and thickly settled areas. 
His granting hunters the privilege of 
tramping over his fields with dogs and 
guns helps the dealer, too, for it enables 
him to sell guns, ammunition, and hunt- 
ing accessories to many who could not af- 
ford to take long hunting trips. Thus the 
farmer helps make hunting practical for 
just about everybody. 

The farmer does far more than that. 
He’s a big factor in the conservation and 
protection of wild life. In the past, game 
actually increased around frontier settle- 
ments. Because crops were not thor- 
oughly harvested, feed for wild animals 
and birds was left behind. Today, with 
clean farming methods, millions of farm- 
ers leave a few rows of grain standing 
to sustain game through the winter. 
Farmers destroy pests that prey on game. 





power to give accurate shots 
at long ranges. They deliver 
real wallop and smash... For 
informal target shooting and 
plinking, the medium-speed 
New and Improved Klean- 
bore should be recommended. 








They work with conservation experts to 
increase the game supply ... Yes sir, the 
farmer is the hunter’s—and indirectly 
the dealer’s—best friend. 








THAT HOUN DOG 


SURE COMES A-SAILIN‘ 


FoR HIS GRUB! 





YEAH-IF HE WENT 
THAT FAST ALL THE 
TIME (D CALL ‘IM 
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* “‘Kleanbore’’ and Hi-Speed are reg. U 


MERCHANDISING 
MIKE SAYS: 


“Here’s a 
way you 
can be of: 
real help” 





“There’s a real necessity to- 
day to make things last 
longer. People are going to 
have to mend and repair and 
get along with a lot of items 
they might otherwise have 
replaced with new merchan- 
dise. Hardware dealers can 
help a lot in this respect. It’s 
a fine idea to do as several 
progressive hardware dealers 
have already done; that is 
to feature patching cements, 
paints, various repair items, 
tools, and maintenance goods 
— machine oils, waxes, pol- 
ishes, and the like. Use a 
separate window or counter 
for such merchandise. A lot 
of people need to be reminded 
that these materials are on 
the market, that they can get 
good results with them.” 


S. Pat. Off. by Remington Arms Co., Inc 





_A hand trap means 


a lot of 
inexpensive 







oy 
The Remington Automatic 
Hand Trap provides a lot of 
fun—at an extremely low 
cost. It’s perfect for trying 
the new gun when game sea- 
sons are closed, for teaching 
the beginner, and for help- 
ing the expert brush up on 
his shooting. Targets can be 
thrown as hard or as easy as 
desired. Simple in operation, 
rugged, easy to carry and 
easy to use because the spring 
does the work. It’s just about 
perfect for the country and 
the seashore, camps and 
schools. It’s low-price makes 
it a fine seller everywhere it’s 
displayed. 











ly payments are the most satis- 
factory. They are convenient for 
the youngsters who are buying 
their bicycles out of their earn- 
ings. Many parents, who could 
well afford to pay cash, prefer to 
let their youngsters purchase their 
own bicycles, feeling that it is 
valuable training for the children. 
This is an important talking point 
to stress in selling talks. 

Dealers who have sold bicycles 
in this manner are agreed that this 
type of installment credit is a first 
class risk. Even financing organ- 
izations will accept good bicycle 
installment paper for refinancing 
without recourse to the dealer. 


Store Display Important 

Place your display of bicycles 
in a prominent place in the store 

-and do it now! A _ platform 
with three lengthwise steps will 
show five bikes with each on a 
different level. These steps should 
be from 8 to 10 in. in height. 
Cover the fixture with grass mats 
in order to give the display the 
outdoor touch. A platform 5 by 7 


putt- OuT 


cuntain ROOFS 


ft. in size is necessary for a dis- 
play of this type. 

Bicycles can also be shown in 
a group on the floor. If too many 
are shown in this manner, how- 
ever, it is difficult for the customer 
to examine the individual num- 
bers. 


Windows for the Home 


Show the people who are pass- 
ing your store how to make their 
homes more attractive and mod- 
ern. When you modernize the 
windows of a home you have per- 
formed a major job of face lifting. 
Every housewife will be interested 
in your message and in the mer- 
chandise used in portraying it. 

Materials needed in moderniz- 
ing the windows of the home are 
featured in the suggested window 
display of drapery hardware on 
this page. You can obtain the cur- 
tains and drapes from your local 
department store. They will be 
glad to cooperate and you can re- 
pay this courtesy by placing a 
small card in the window giving 
them credit, or you can buy 


GLAMOROUS-MODERN 


WINDOWS 
FOR YOUR HOME 
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. FINEST QUALITY WINDOW SHADES 





DRAPERY HARDWARE WINDOW 


the curtains outright and use them 
in future displays of this nature. 
Venetian and the ordinary type 
of blinds for the average home 
can amount to a major sale. Most 
of these sales are special orders 
and the merchandise has to be 
made to fit for each individual 
dwelling. This means that a handy 
man who can specialize in this 
type of work must be available. 
However, the size of the sales in- 
volved really justifies this special- 
ization by someone in the store. 
Many sales of the ordinary roll 
blind can be made over the counter 
directly to the customer and stand- 
ard size blinds can be supplied. 


Feature as a Department 


For best results, plan to show 
drapery hardware and blinds as a 
department in the store. All of 
this merchandise is related and a 
sale of one item will often lead to 
sales of others. Show rods, blinds 
and brackets so that they can be 
demonstrated. This will help the 
customer visualize how the device 


should be installed. 


DRAPERY 


ba — — a) 
CRanes 
eee Shae, 


on 


SON HE i Senn.'* Backs 
, _ 


MERCHANDISE: Venetian blinds, curtain rods of all kinds, drapery rods and cranes of 
all kinds, window shades, tie backs, window hardware—sash locks, and sash lifts, pull 
cord rods, shade pulls, shade roller sets, wood curtain pole, metal curtain rod, pole sockets, 
window cleaners, sponges, chamois, forked dusters, dust cloths, furniture polish. 

BACKGROUND: All panels covered with light green corrugated board or painted a 
light green. Cut-out letters on center panel of bright red material. 
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= March 5 1942 way discounts were somewhat re- 
nd- — 
Plumbing economy urged 
Advances Conservation of new plumbing fixtures 
through the use of repaired units 
_ _ Some food choppers. Shellac. wherever possible would be a distinct 
sa One line mouse, rat traps. oo 
Some roofing products. Cotton rope. contribution te the war effort, accord- 
of Some hickory tool handles. ing to the W.P.B. Their plumbing 
la Portable blacksmith forges. and heating branch’s appeal to plumb- 
to Lawn mower repair parts. Sisal rope. ing contractors points out that the de- 
ids Certain insecticide isl ab mand for plumbing equipment far ex- 
Some soap dispensers. Decoy anchors. “ 
be Lead traps and bends. Fish line sinkers. ceeds tha available supply, and that 
he Some paint brushes. Skis. Low priced luggage. civilian demands must be diminished. 
a Some steel fishing rods. Sponges. Lacquer. oe 


Seine twine. Trot line. Staging. 
Some paper hangers’, painters’ tools. 








Food choppers — Some price 
increases reported recently on one line 
of food choppers have ranged from 18 
to 23 per cent. 


. . 7 


Mouse and rat traps—One 
line was advanced 10 to 15 per cent, 
effective Jan. 21. 


+. * + 


Forges and blowers—FEflec- 
tive Feb. 15, new prices were issued on 
one line of portable blacksmith forges, 
with advances of about 5 per cent. 

* oe & 

Hickory handles—Some mak- 
ers of hickory tool handles advanced 
their prices about 5 per cent, effective 
Feb. 16. Hammer, hatchet, axe, pick 
and sledge handles, ete., are all af- 
fected. 

* ye te 

Snow tools — Some manufac- 
turers of snow shovels and pushers are 
accepting orders for delivery after 
July 1, with no change in prices. There 
is a considerable shortage, however, of 
the grade of spring steel required for 
these tools, which may make it neces- 
sary to withdraw prices after a brief 
preliminary selling. 

t a ba 

Grass catchers, mower ac- 

cessories—The manufacturers of grass 
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catchers report difficulty in securing 
sufficient materials to complete orders 
already booked, and there may be short- 
ages during the season. No further price 
advances have been made. Metal-bottom 
catchers have been eliminated, and can- 
vas-bottom catchers substituted at ap- 
proximately the metal-bottom _ prices. 
Effective Feb. 6, one maker advanced 
prices on all lawn mower repair parts 
approximately 10 per cent, making one 
discount regardless of quantity. 





Advances Expected 


Some ice skates. 





Hose nozzles—There is a de- 
cided shortage of brass hose nozzles 
due to difficulty in securing materials, 
and most manufacturers have been un- 
able to complete delivery of their 
orders. W.P.B. has also restricted their 
distribution to 70 per cent of their 1940 
output. Some plastic numbers are 
available. 

cd u % 

Sprayers—-On Feb. 2, Stanco 
Distributors, Inc., issued a price list, 
including some advances on sprayers, 
but no mark-ups to dealers on Flit, nor 
on powder or livestock spray. Whole- 


Plumbing simplification 
W.P.B. has ordered the plumbing and 
heating industries to simplify manufac- 
ture of iron, brass and bronze valves to 
conserve critical materials, and dispose 
of slow-moving stocks. Simplification of 
all types of plumbers’ brass goods has 
been discussed by W.P.B. with an in- 
dustry meeting. Items included in the 
proposed program are bathtub, shower- 
stall, lavatory, and water closet fittings, 
kitchen sinks and laundry tray equip- 
ment. 

+ a & 


*Price changes — plumbing— 
Increased demand for cast soil pipe and 
fittings in defense housing and factory 
construction, caused the issuance of 
Price Schedule No. 100, on Feb. 9, by 
O.P.A., to be effective Feb. 20, 1942. 
The schedule establishes maximum 
prices for most items of pipe and fit- 
tings, reduced from those recently pre- 
vailing. It governs all sales of these 
products by manufacturers and dis- 
tributors. Also by OPA request, prices 
on water heaters were revised down- 
ward about 10 per cent, effective 
Feb. 10. Effective Feb. 15, lead traps 
and bends were advanced about 62/3 
per cent. Also effective Feb. 15, soap 





Declines 


Some water heaters. 
Some pipe, fittings. 
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dispensers were advanced about 15 per 
cent by leading makers. 
. * * 

Toys and wheel goods—man- 
ufacturers and jobbers report a large 
amount of very early buying of toys, 
games and wheel goods against 1942 
Christmas needs. One authority says 
such buying in January was 48 per cent 
ahead of last January. Not all manu- 
facturers are accepting this forward 
business. Others are accepting with 
prices to be determined later, and with 
shipments subject to their ability to 
get and use materials. The situation 
on wheel goods is becoming increas- 
ingly serious, with deliveries already 
behind three months, due to the fac- 
tories’ inability to get raw materials. 
It is reported that it will take some of 
the important makers the first half of 
the year to complete their orders which 
call for shipment in the first quarter. 
Prices in effect at time of,shipment will 
govern, when and if shipment can be 
made at all. 

7 * am 

Other outdoor items—Some 
makers of folding lawn and beach fur- 
niture have withdrawn all prices on 
canvas goods, and are declining to ac- 
cept additional orders, being fully 
booked. One manufacturer of fish line 
sinkers and decoy anchors raised prices 
Feb. 1 to about 15 per cent over the 
preceding (Sept., 1941) basis. One 
maker who has not yet announced new 
jobbers’ prices on its line of ice skate-, 
has advised that advances of 10 to 20 
per cent will be in effect. The company 
has withdrawn from the market its 
low-priced models. Low-priced luggage 
is 15 per cent higher than July, 1941, 
prices, and scarcity of low-priced locks 
and hardware is causing some makers 
to drop their lowest priced luggage 


items. Seine twine, trot line and stag- 
ing were advanced 2 cents per pound, 
effective Feb. 11. Some ski manufac- 
turers are accepting orders for delivery 
during the summer months. This year’s 
opening prices, including tax, are about 
25 per cent higher than a year ago. 
Kapok shipments from India are not 
available and the Government has 
“frozen” all the kapok in this country 
for use in life preservers, etc. South 
American kapok, may be substituted 
for some domestic uses. Softball manu- 
facturers will be affected, but while the 
quality will undoubtedly be “off,” prices 
are expected to remain the same. Fish 
nets and minnow seines are very scarce 
due to the needs of the Government 
for all heavy netting materials. One 
maker of steel fishing rods has made 
a recent 10 per cent price increase. 





Prices Withdrawn 


Some canvas outdoor furniture. 
Some paint brushes. 





Paints and accessories—Two 
February increases on shellac have 
been made, one of 15 cents and an- 
other of 5 cents per gallon. Supplies 
are scarce and the market is very 
strong. Several brush makers have 
withdrawn all prices, and are putting 
out varied small advances. Some are 
accepting business with prices pro- 
tected only if shipments can be com- 
pleted within 30 days of receipt of the 
order. One maker of lacquers has ad- 
vanced prices, Feb. 16, as follows: 
clear lacquers, 10 cents per gallon; lac- 
quer sealers, 10 cents per gallon; pig- 
mented lacquers, 15 cents per gallon—- 


The Hardware Age Blackboard 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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Lines Discontinued 
Some low priced luggage. 
Metal bottom grass catchers. 





“due to the fact that the constituent 
materials have been advanced very ma- 
terially.” A general increase has been 
made on the Ridgely Trimmer Co.’s line 
of painters’ and paperhangers’ tools, 
approximately 7% per cent. 


* ae 


Asphalt “ceiling” raised— 
Increased prices on various types and 
grades of asphalt over those at which 
they have been frozen since December 
are permitted in a formal price sched- 
ule issued by O.P.A. on Feb. 10. 
Broadly, increases in the basic grade, 
roofing flux, are 75 cents per ton over 
the previous price-freezing level (con- 
tract prices of Jan. 1, 1941), east of 
the Rocky Mountains, and $1 per ton 
west of the Rockies. The maximum 
prices, effective immediately, are con- 
tained in an amendment to the schedule 
88 covering petroleum prices. Roofing 
asphalt differentials are required to be 
no greater than those in effect Jan. 1, 
1941. 


Sponges scarce—Painting con- 
tractors preparing for the spring season 
which starts soon, report that prices of 
sponges used in washing walls have 
risen sharply since last year, along with 
the rises in paints and brushe:. A 
blight which for several seasons rav- 
aged some of the beds of the south At- 
lantic will make sponges especially 
high. Before the blight struck sponge 
beds in the Bahamas three years ago, 
good quality sponges were quoted 
around $6 a pound. As the blight spread 
to Cuba and Florida the gathering of 
suitable sponges has become more dif- 
ficult. Now, large painters’ sponges, 
known in the trade as Rock Island wool 
sponges, are selling at retail for $5 or 
$6 each, or about $17 or $18 a pound. 
compared with approximately $3 to $4 
each, or $10 to $12 a pound a year ago. 
The-e are top quality sponges obtained 
off the Florida coast. 


ae * * 


Cordage changes—FEffective Feb. 
12, both grades of sisal rope were ad- 
vanced in list prices by leading makers 
1% cents per pound on diameters 
7/16 inch and larger, and 2 cents on 
diameters *%& inch and smaller. Zone 2 
(central) base lists (% inch and 
larger) —subject to the retailers’ 10 per 
cent discount—are 20 cents on first 
quality oiled sisal rope, and 19 cents 
on second quality. W.P.B. has further 
(Continued on page 106) 
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This huge spread of canvas measures ap proxi- 
mately 3,500 sq. ft. It was so badly faded, the 
owner faced the necessity of replacing it with 
a new awning. But a single coat of Setfast 
Awning Paint made the old awning look 
“even better than new’’, (see letter above) 


The letter reproduced above is typical of the reports we are getting on Setfast Awning Paint. 

It shows why this NEW Nationally Advertised product makes a hit with property 
owners — who in face of the present shortage of canvas and duck — welcome the oppor- 
tunity Setfast offers to make old faded awnings and other canvas equipment look like 
new again and give years of extra service. 

Act promptly. Be the first to introduce Setfast in your community, Here’s a product 
that’s NEWS — for there's no other paint like it, and once your customers start painting 
their awnings, your store will get a lot of free advertising and a lot of new orders and 
repeat business on Setfast Awning Paint. 

Ask your Paine or Hardware Jobber or write direct for Prices and Full Details. 


DOES NOT STIFFEN AWNING * WILL NOT CRACK « EASY TO APPLY 
DRIES QUICKLY * BRUSH OR SPRAY IT ON * SUN RESISTANT 
WATER REPELLENT * RETARDS ROT AND MILDEW « NINE COLORS 
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ARIDYE CORPORATION FAIR LAWN,N. J 
A SUBSIDIARY OF INTERCHEMICAL CORPORATION 
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Name 


Street 


Enthusiastic Users Show Why this New 
Product will bring Customers to Your Store 
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Fair Lawn, New Jersey 


Send me prices, Swatch Folder and complete 


~ 
s 
Aripye Corporation, Dept. G-32 t 
details on Setfast Awning Paint. g 
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Razor Blade Promotion—Pictured at the left 
is the multi-colored window display which 
has been produced by American Safety Razor 
Corp., Brooklyn, N. Y., for the new “Star” 
double edge razor blades. The little men are 
engaged in describing the 6NX process used 
in making the blades. This is a full window 
display. Sectional displays, counter displays 
and posters are also available. 
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Helps Sell Fertilizer — Shown at 
the right is some of the display 
material suitable both for the 
store windows and interiors which 
has been designed by the Ameri- 
can Agricultural Chemical Co. of 
New York City. These are acces- 
sories to the company’s sales pro- 
motion plan intended to aid hard- 
ware dealers in replacing war 
time losses in volume occasion- 
ed by priorities and shortages 














Helps Sell Ironers—By designing this new dis- 
play so that the central feminine figure rests 
on a Simplex Ironer, The American Ironing 
Machine Co., Algonquin, Ill., has achieved a 
full-height, life-size effect all packed within 
the limits of a 22 by 3l-in. carton. The two 
side pieces describe the operations of the 
ironer. The display is in yellow, black, white 
and red and is of an eye-catching nature 











British Trade Relations 






With America 


An interview with Sir Kenneth Lee, representative of 
the Industrial and Export Council of the British Board 
of Trade, 587 Fifth Avenue, New York City 


:- interview is 


not about politics, nor directly 
about the war, but about the trade 
relations between this country and 
Great Britain during and espe- 
cially following the end of the war. 
It is the trade story of England 
from a British business man to 
American business men. 

From this interview you will 
gather what the English merchant 
has had to “take.” From this story 
we can all learn valuable lessons, 
a story that Sir Kenneth said with- 
out complaint or recriminations. 
“Here, simply, are the facts.” 

My reaction to this interview is 
that now and after the war, the 
business men of our two countries 
as well as statesmen must have a 
large influence in 
working out plans that will facili- 
tate the exchange of goods between 
the nations. Selfish barriers must 
be broken down. Those who have 
must share with the have-nots on 
a fair and equitable trade basis. 

Before meeting Sir Kenneth, I 
looked him up and found that he 
is one of the partners of the Tootal 
Broadhurst Lee Co., Ltd., Man- 
chester, one of the most important 
manufacturers of fabrics in the 
United Kingdom. He belongs to 
the modern class of business men 
who believe in scientific research 
of facts and conditions as a basis 
of planning business effort, pres- 
ent and future. This was borne 
out by his answer to my question, 
“Do you believe in the trial and 
error method of doing business?” 


measure of 
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SIR KENNETH LEE 


“Certainly not,” he said. “I be- 
lieve in getting the actual facis, 
arranging these facts and then 
working out just what these facts 
mean.” 

Sir Kenneth spent five months 
in South America, meeting mer- 
chants in all lines; studying con- 
ditions that may lead to holding 
present business, when the goods 
can be supplied; and laying a 
solid foundation for future Brit- 
ish selling. He has visited the 
United States many times in the 
past and is unusually well in- 
formed on our business customs, 
tariffs, and industrial statistics. On 
his present mission he visited 30 
of our leading cities and has met 
many of our leading business men. 
He is gathering information about 
British and American business. He 





By SAUNDERS NORVELL 


is not buying, nor is he selling 
merchandise—just seeking facts. 

It may not be out of place for 
me to inject here that in looking 
up English war selling and adver- 
tising I found that the leading 
British concerns were continuing 
their advertising in the British 
papers with a foreign circulation. 
Those advertisements depicted 
their goods, but in many instances 
stated frankly, “We are all out of 
civilian goods. We can’t fill or- 
ders—but we are still in business 
and we are coming back after the 
war is over.” Some of our Ameri- 
can manufacturers could steal a 
page out of the book of our Brit- 
ish friends—ancient trade names 
and well known brands should not 
be forgotten for the “duration.” 

In these days of big business 
and huge corporations, I was sur- 
prised that while Sir Kenneth 
spoke in millions, and even in bil- 
lions of dollars, he showed a very 
definite and clear knowledge of the 
problems of the retail dealer— 
the small man of business. 

Most significant was Sir Ken- 
neth’s illustration of why England 
in September, 1939, was_bother- 
ing about her export trade, a time 
when she should have been think- 
ing only about total war. I quote 
him: 

“It was not merely advisable, 
but it was essential that we should 
strain every effort at the begin- 
ning of the war to increase our 
exports to the United States, pro- 
vided that those exports did not 
use up war material or labor 
which could immediately be turned 
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HOW TO BUILD ROOFING BUSINESS TODAY! 


The tremendous impact of America’s all out Victory 
program has given Americans more money to spend 
and less opportunity to spend it...for hundreds of items 
that normally take their share of the consumer’s dollar. 

But home-owners can still spend money on their 
homes — for modernization, repairs, and other im- 
provements that enhance the long term value of their 
investments. Re-roofing, for instance — 

Not in years has there been an equal opportunity to 
sell re-roofing. Here are three ways to make the most 


* of it: 


1. Carry acomplete line of Barrett Roofing and Build- 
ing Products— Asphalt Shingles and Sidings, Asbestos 
Sidings, Roll Roofings, Rock Wool Insulation, Build- 
ing Papers, Barrett Paints and Roof Repair Materials. 
They're all backed by “the greatest name in roofing.” 
Be ready to cash in on the available business, wher- 
ever it develops. 

2. Make use of Barrett’s 1942 promotion material — 
mail campaigns, direct selling aids, job signs, product 
literature ... 

3. Make your dealer-contractor partnerships count. 
Work together to help each other do more business 
and make more money. 

Your Barrett salesman will gladly help you. Orwrite us. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 





40 RECTOR STREET, NEW YORK 


2800 So. Sacramento Ave., Chicago Birmingham, Ala. 


SHINGLES AND SIDINGS...ROLL ROOFINGS...ROCK WOOL INSULATION... PAINTS AND CEMENTS 
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over to war preduction. The 
United States was the potential ar- 
senal without which we could not 
attain victory ... we could not get 
a gun or an aeroplane or a bomb 
out of the United States without 
paying cash on the barrel head. 
We even had to provide cash to 
expand many of your factories for 
the purpose of turning out war 
material for us. Where were we 
to find the cash?” 


Assets Converted 


Then he answered his own ques- 
tion. They found it by promptly 
moving to get every British citizen 
who owned assets here to turn 
them over to the British Govern- 
ment immediately con- 
verted those assets into dollars by 
selling them. (It was calculated 
that British assets in this country 
in the hands of private individuals, 
in 1939, amounted to four and a 
half billion dollars.) First the 
marketable securities were sold. 
and the marketable direct invest- 
ments; and then $700,000,000 of 
assets were put up to back up a 
loan of $425,000,000 from the 
R.F.C. Thus by the end of Sep- 
tember, 1941, the British had ac- 
tually paid over $4,000,000,000 
in cash for American goods, 
war goods, which had been ship- 
ped to the British Empire and 
Egypt. He pointed out that of 
these four billion worth of ex- 
than $300,000,000 


which 


change. less 


were provided by British exports 
into this country. 

It must be realized, in view of 
their commitments, that it was 
imperative for the British to 
squeeze out every dollar’s worth of 
exchange by selling goods here. 
As Sir Kenneth put it. “We were 
literally exchanging British cloth, 
British sweaters, and Scotch whis- 
key for steel plates and aeroplanes. 
The ancient homes and mansions 
of England were being combed for 
old furniture, old China, old sil- 
ver, and old masters in order that 
we might buy bombers from the 
United States.” 

. in order to be able to send 
cloth, linen, and sweaters to this 
country, we had to reduce dras- 
tically the consumption in Eng- 
land . . . various kinds of food 
have been rationed and during the 
middle of last year the Govern- 
ment issued an order instituting 
the rationing of clothing.” 


Interesting Parallel 


Here an interesting parallel ap- 
peared, one that is rapidly becom- 
ing familiar to American business 
men and American consumers. 
Thus I feel Sir Kenneth’s next re- 
mark demands close attention. 
“For a long time British manufac- 
turers have only been allowed to 
sell in the home market a percent- 
age of what they supplied in 1939. 
The original orders were based 
upon cutting off the supply at the 





Springtime Colors Aid Effective Display 


E'S 
PLUMBING 


This attractive window display helped sell lawn mowers and many other 
garden goods for Ebersole’s Heating & Plumbing of Hutchinson, Kans. The 
attention-getting background was made of corrugated display board in 
spring colors. The posts at the end were painted green and crepe paper 
in seasonal shades was drawn from them to the sides of the window to 
complete the background. Manager C. C. Barritt developed this display. 
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source, and, by doing so, to reduce 
the amount of goods in circulation. 
The principle on which these or- 
ders were based took no account 
of the buying capacity of the pub- 
lic, and had no regard as to 
whether some people got all they 
wanted, and others were unable to 
buy at all. 


Clothes Rationing 


“The clothes rationing order 
puts rationing at the proper point 
—that is, at the point of consump- 
tion—in that in the scheme ( which 
is a coupon scheme) every person 
has an annual allowance of 66 
coupons. They can spend these 
coupons wherever they lke, on 
whatever kinds of clothing or ma- 
terial they wish. The coupons 
have no monetary value as such. 
As an example, the same number 
of coupons is required for any 
type of overcoat or raincoat, no 
matter what its quality.” 

Sir Kenneth’s observations on 
Lend-Lease were particularly en- 
lightening. He remarked, “Fortu- 
nately for us, the Lend-Lease bill 
was passed in the early part of 
last year. Otherwise Great Britain 
would not have been able to order 
more planes, or more tanks, or 
more tons of steel in this country. 
It may be thought that once the 
Lend-Lease law, with its generous 
provisions, went into effect Brit- 
ain’s troubles were over and she 
would not have to worry any more 
about her exports to the United 
States. But that is not true. There 
are still many categories of goods, 
which for administrative and other 
reasons, we buy and must buy in 
this country, which are not in- 
cluded in Lend-Lease. Since our 
assets are gone, we can only buy 
those things by sending goods in 
exchange. Another factor which 
must not be forgotten is that war 
requirements are increasing, and 
limiting still further, the scope of 
our exports. So where in 1939 it 
was our duty to push trade with 
the United States to the utmost, in 
1941 it became a limited and care- 
fully selected trade, but still neces- 
sary. 

“Now, since December 7, the 
picture has changed again. With 
the treacherous attack of Japan 
and the entry of the United States 
into the war, the need -of shipping 
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NOW MORE THAN EVER YOUR 
“FRIEND IN NEED” 


Along the seaboards now —per- 
haps across the inlands soon— 
BLACKOUTS! Then your flashlight is “a 
friend in need—a friend indeed.” 
Insure your safety by protecting 
that friend with Ray-O-Vac pat- 
ented LEAKPROOF batteries—armor- 
clad so they can’t corrode, stick 
or swell—GUARANTEED not to dam- 
age your flashlight in any way— 
A NEW FLASHLIGHT FREE if they do. 
10c—no more than ordinary 
batteries —and in addition to their 
LEAKPROOF feature THEY LAST LONGER! 
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“TORCHIE’.. . s alles 
power Pocket F 


Throughout Europe and the Orient, thes 
flashlight or ‘‘Torch”’ is the universal favo i 
in blackouts and all emergencies. “— 
Ray-O-Vac’s adaptation of this powerful litt 
—called ‘‘Torchie’’—is featured now to fill a vital 
time need for dependable portable light. ¥ 
Small in size—even smaller than the Junior or Baby 
size flashlight—yet it gives full flashlight power. Fits 
easily into pocket or purse—handy for bedside. 
Durable—and inexpensive—it seems destined to be- 
come America’s “leading light” for pocket use—not only 
for blackouts now—but for general use at any time. 


CONCERNING FLASHLIGHT STOCKS 


The unprecedented increase in civilian demand 
for flashlights in coastal areas, plus important 
military needs, have heavily taxed the manufac- 
turing facilities of all flashlight makers. Ray-O- 
Vac’s aim is to handle customer requirements by 
allocating its production fairly to all on the basis 
of present needs. We ask your indulgence if de- 
liveries are temporarily delayed. 


Bi 
s 


RAY-O-VAC 


MADISON ° 


2 cell Torch 1 

all Torchies. 6 int 
age—from your {gm 
@ X-21-T begins 4 
12 in display box. Boxed 
individually. 

@ L-22-T 

6 on display card. Boxed 
individually. 

@ B-22-T 

Boxed individually. 


COMPANY 


WISCONSIN 





THE RAY-0-VAC COMPANY, MADISON, WISCONSIN 
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for war use has enormously in- 
creased. On the other hand, the 
necessity of our exporting goods 
from the United Kingdom has 
been intensified, because we will 
not now be receiving nearly as 
many dollars from exports or 
commodities like tin and rubber 
from Malaya; and we still have 
very large recurrent obligations to 
meet for goods we are receiving 
from the United States, which do 
not come under Lend-Lease.” 

Then turning to the future, Sir 
Kenneth expressed himself sin- 
cerely that he hoped we would still 
have a system of free enterprise; 
that the United States and the 
United Kingdom would be inter- 
changing goods in accelerated vol- 
ume. 


Balance of Commerce 


Dwelling upon the balance of 
actual commerce against Britain, 
Sir Kenneth pointed to the fact 
that England has had its shipping 
services, insurance business, tour- 
ist trade, and the income from all 
its investments abroad to make up 
the difference. “For years,” he 
said, “we have been receiving pay- 
ment in the shape of goods. But 
now our investments are gone, or 
going. Never again in our lifetime 
will England be able to import 
such a flood of goods and pay 
for them with the income from her 
foreign investments. In the future 
we will have to trade the hard way. 
Britain will only be able to im- 
port what she can pay for with the 
sweat of her brow—in other words, 
with exports of her own manufac- 
ture.” 

Most interesting was Sir Ken- 
neth’s observation that since the 
invention of the internal combus- 
tion engine the world has been 
able to produce far more goods 
than it has been able to distribute 


needy with some of the means of 
livelihood, at no great expense. 
For it only means that the surplus 
products which cannot be paid for 
anyhow and might be left uncol- 
lected on the ground are used for 
a good purpose. Two important 
ends are achieved—the needy are 
fed, and production goes on. Un- 
der our present general system 
when danger threatens industry 
with loss of sales, production stops. 
and so, far from the needy being 
fed, the number of the needy are 
rapidly increased.” 


Solving the Problem 


This plan, he thought, might 
point the way, and if applied more 
widely may help solve the problem 
of distribution. “The Old World 
needs to learn, and I believe will 
learn from the New, if the New 
will only give the lead. When 
this war is over, the United States 
and the British Empire, and per- 
haps other producing countries, 
may have to feed-and provide raw 
materials and other things for 
starving countries, and do it not 
with their paid crops, but with 
surpluses, which will never be paid 
for in cash, but will be amply paid 
for in human prosperity.” 


So ended my interview. My 
reaction to this interview is that 
now and after the war, business 
men as well as statesmen must 
have a large measure of influence 
in working out plans that will fa- 
cilitate the exchange of goods be- 
tween nations. 


Foundation for Future 


Therefore, it seems to me that 
the preliminary work, done by out- 
standing business men such as Sir 
Kenneth is now doing, will be in- 
valuable in laying down the rules 
upon which the future business of 
the world shall be done. 

It has been the policy of the 
United States to send politicians 
and diplomats to foreign nations. 
No doubt, in, their sphere their 
work is necessary and useful. But 
as the exchange of merchandise 
and raw materials on a fair and 
equitable basis is so important in 
developing good will and friend- 
ship between nations, the United 
States might send abroad business 
men of the caliber of Sir Kenneth 
Lee to other countries, to make 
personal contacts with their mer- 
chants and to prepare the way. 
After all, the basis of satisfactory 
trade is good will and friendship. 





and, therefore, production has 
often been curtailed because of 
lack of distribution facilities. We 
Americans may take pride in that 
perhaps we are shedding some 
light on this problem of distribu- 
tion, for Sir Kenneth told me that, 
“Your government has devised a 
means of distributing some of the 
surplus agricultural commodities 
to the needy. It is a small, un- 
trumpeted effort which supplies the 


( Photo—Courtesy National Enomeling and Stamping Co., Milwaukee, Wis.) 


THREE DIMENSION DISPLAY FOR ENAMELED WARE:—Gives a house- 
wares or enameled ware promotion a new display angle. The inclined posi- 
tion of the “stage” gives a third dimension perspective to the merchandise, 
emphasizing the matched design of the individual pieces for top of the stove 
cookery. Careful placement of the items on the background also forcefully 
shows up the available sizes of each utensil. Feature cards play up the 
individual characteristic of the line. 

The display is inexpensive being made of reinforced one-quarter inch 
plywood covered with plaid patterned oil cloth. Center panel holds white with 
black trim utensils on a background of white and red, while the side panels 
hold white and red utensils on a white and blue background. Utensils are 
attached to background with doublefaced “Scotch” tape. 
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“THAT FELLOW 
ALWAYS HANDLES 
GOOD 
MERCHANDISE!” 
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N backyard conferences on Saturday afternoons many a sale is made or 
lost for you. So it pays to handle merchandise that has a reputation 
or high quality. 

Take burner baskets, for instance. Cyclone Baskets are all made of good, 
strong wire—brightly painted. They’re sturdy—anyone can see that they 
are well-made. And yet the best way to call a customer’s attention to the 
quality of these baskets is to point to the Cyclone “Red Tag.” 

Why? This tag carries the name “Cyclone”—a name that has stood for 
good hardware products for more than fifty vears. And the tag bears the 
widely-advertised U-S-S trade-mark, too. Thousands upon thousands of 


CYCLONE magazine readers have learned that it appears only on products made of 


BASKETS 


Approx, 
Capacity 


good steel. Show the “Red Tag” whenever you sell burner baskets—or any 
other U-S:S Cyclone Hardware Products. It helps keep customers satisfied. 

Get ready now for spring burner basket business. Very soon people will 
be raking leaves in the annual clean-up. Choose your assortment of baskets 


for this spring business from the table at the left. 


CYCLONE FENCE DIVISION 
“Catch-All Basket =a (AMERICAN STEEL & WIRE COMPANY) 
(Galvanized) Waukegan, Illinois 
' Branches in Principal Cities , 
United States Steel Export Company, New York 





CATCH-ALL BASKET BURNER BASKET FLEX-TOP BASKET 
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POINT TO THIS TAG 
It says “It’s Cyclone” 
and it helps make sales. 
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UNITED STATES STEEL 
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Presenting Our Guest Editor 


M. MARK SULKES 


Assistant Sales Promotion Manager, 


Congoleum-Nairn, Inc., 


Kearny, N 


J 


Whose Subject Is 


Floor Coverings Provide Profitable 


Volume Opportunities— 


and Are Not on the Critical List 


‘s every change 


comes opportunity. War produc- 
tion has changed the hardware 
store picture. Priorities have cur- 
tailed stocks—and yet there is still 
opportunity for the enterprising 
hardware dealer presented in these 
changing times. For instance, a 
recent news item read: 

“While cork is a desirable in- 
gredient of battleship and jaspe 
linoleum, present manufacturing 
methods do not require cork in 
the production of a first-class 
linoleum for residential and 
commercial use. For many 
years, the finest quality of in- 
laid linoleum for household and 
commercial areas has _ been 
manufactured with wood flour, 
(i.e., very finely ground wood), 
instead of cork. This fibrous, 


66 


tough ingredient has all of the 
reinforcing values of cork and, 
in addition, makes possible the 
bright shades of inoleum which 
are so popular today, and which 
could not be obtained if cork 
were used. 

“Included in the long list of 
household and commercial lin- 
oleums which are not dependent 
upon cork for their manufacture 
is the all-over marbleized type 
which has become the most 
popular linoleum for residential 
and commercial use in recent 
years. This product, from the 
standard gage for household 
use to the thickest gage for 
commercial areas, is being man- 
ufactured in ever increasing 
quantities, unaffected by the pri- 
ority orders controlling cork. 

“In addition to the all-over 
marbleized linoleum, all straight 
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line inlaid geometric patterns. 
all standard and medium gage 
plains. and all wall linoleums 
are manufactured using pure 
white wood flour, and the Gov- 
ernment’s cork decree has no 
effect on their production.” 

What, you may ask, has this 
to do with the hardware dealer? 
Just this: 

Most of the hardware dealers 
throughout the United States now 
feel the pinch of priorities to some 
degree, and according to all of- 
ficial news-gathering agencies the 
pinch will get worse. The hard- 
ware dealer will find it tougher 
to get certain merchandise. 

What will happen to his 
volume? How is he to counteract 
that and stay in business? 

Undoubtedly substitutes _ will 


take the place of some merchan- 
dise on the priorities list. But 
other merchandise will not stand 
substitutes. There will be voids 
in his regular line of merchan- 
dise. The progressive dealer must 
find suitable lines which he is 
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To Build a Loyal, Profitable Trade 
WINCHESTER .22s 


Give You Everything 





HETHER your small-bore customers are game shooters ...or enjoy vaga- 

bondish plinking ... match competition... or use their .22s for the serious 
business of getting rid of destructive pests, you can satisfy their needs with an 
ammunition that will build them into loyal, steady customers with the ever pop- 
ular Winchester line of .22s. 

For top performance in .22 speed and power there are the famous Winchester 
Super Speeds—with maximum smash, velocity and flatter trajectory—made in 
.22 Short, .22 Long, .22 Long Rifle and .22 W.R.F. 

If they want high accuracy, flat trajectory and fine uniformity for plinking, 
target practice and competition at a standard price, Leader smokeless .22s with 
their intermediate velocity fill the bill to the sportsman’s taste. Made in Short, 
Long and Long Rifle. 

And for supreme match shooting —for the utmost that rifle and shooter's skill 
can command—you can earn the lasting loyalty of your trade with EZXS. 
.22 Long Rifle only....Tie to the magic selling power of the name Winchester — 
a preference built on satisfaction to generations of shooters—tie them to your store 
as sportsmen’s headquarters.... Winchester .22 rifles and cartridges are backed 
by the accumulated Winchester “knowing how” for 75 years. 

Ask your jobber now about Winchester .22s. Of course production and deliv- 
eries will be seriously affected by defense demands. Consistent with its duty to 
the national cause, Winchester is striving to make its products available to its 
customers this Spring on as fair a basis of distribution as is possible. 





WINCHESTER REPEATING ARMS COMPANY, NEW HAVEN, CONN., U.S.A. 


Division of Western Cartridge Company 
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well equipped to handle and which 
are not on the priorities list to 
fill those vacancies. He must keep 
up his volume at all costs—in fact. 
he must increase his volume be- 
cause of higher taxes, rising living 
expenses and resultant rise in 
overhead. 

The hardware dealer is unusu- 
ally well equipped to handle floor 
coverings and this is one of the 
opportunities offered in these 
changing times. Proof of the suit- 
ability of floor coverings as an 
allied hardware line is the fact 
that many thousands of hardware 
dealers do handle them now, and 
profitably! As a matter of fact, 
in many instances, it is one of the 
highest volume and profit pro- 
ducing departments. This is an 
opportunity for hardware dealers 
to get in on the ground floor with 
merchandise that has shown a con- 
tinuous profit to everyone han- 
dling it, year after year, peace or 
war-—a basic commodity that will 
take care now of the lost volume 
in those priority lines, and one 
that will add to your volume when 
this war is over. Floor coverings 
provide a means of expansion al 
little expense—bread and butter 
now that will prove a tempting 
morsel later on. 

There is no question that busi- 
ness in the United States will go 
on regardless of priorities. Amer- 
ican genius has proven that new 
discoveries will make substitutes 
just as good or better. No war, 
no matter how big, can kill the 
American way of life. People will 
keep on building homes, buying 
furniture, buying clothes, buying 
floor coverings. The result is that 

there is no shortage in floor cov- 
erings now nor is a shortage an- 
ticipated in the immediate future. 

To help set up the hardware 
dealer in the floor covering busi- 
ness, our company is operating a 
school for layer mechanics at 
Kearny, N. J., and also several 
travelling schools in the field to 
help train mechanics for the 
dealer. This is without cost to the 
dealer. 

The hardware dealer can have 
no better advice than to fill up 
those empty shelves now and to 
turn this space into profits. Put 
floor coverings in your store as 
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one of the major lines, and see 
your volume and profits swell. 
This is your opportunity provided 


by the change occasioned by pres- 
ent international circumstances— 
make the best of it! 


Lists Air Raid Precautions 


RAFF BROS., INC., Pitts- 

burgh, Pa., used a small ad- 
vertisement in the East Liberty 
Shopping News which gave helpful 
information to customers on what 
to do in case of air raids and also 
established the store as a source of 
supply for blackout needs. 


so that readers could cut it out and 
save it for future use. It listed six 
points for civilians to follow. At 
the bottom of the advertisement 
were listed the blackout needs car- 
ried by the store. A _ distinctive 
black checkered border was used 
around the advertisement to secure 


The advertisement was designed 


attention. 


BEB CLIP and SAVE w 8G 


AIR RAID 
PRECAUTIONS! 


iliam defense 
Howin ecautions recommended by cwilian 
teen sen snould be observed by everyone during air raid 
alarms. The common good demands full 00-operation. 


WHAT TO DO; 


Take shelter—stay off the street. 

. Turn out all lights, immediately on the — < 
blackout signal, unless your windows have Pp 

blacked out. , 

8 Ir you are in an automobile, — — 
turn out the lights an e » 

4 While you are in the “SS h all cigarettes, 
do not use matches or 

5 Do not use the telephone, leave the lines free for civil 

mili authorities. 

6. pode pooh Raid Warden for your home who will 

responsible for: 

Equipping a properly blacked out —_ in which 

you can take shelter during 2 blacko' 

Providing a First-Aid Kit and Flashlights. ‘ 

Having connected to faucets all water hoses, 

equipped with a fine spray nozzle. 

Providing containers of DRY sand. 

Providing long-hafdled shovel. ba 

Checking to see that passageway to 

unobstructed. 

g- Filling adequate water receptacles for water stor- 
age in the event of disruption of —> _. rom 

h. Locate your nearest fire alarm box NOW - 
it to notify the fire department, if necessary, 
stead of telephoning. 


ts you 
ll, be calm! Stay homé! The enemy wan 
reyes a panic and rush into the streets and -—¥o 
Don’t do it! Safety lies in taking proper shelter 
combatting incendiary bombs correctly. 


We Carry a Full Line of 


BLACKOUT NEEDS 


GLOVES, 
LONG-HANDLE SHOVELS, DRY SAND, 

FLASHLIGHTS, LANTERNS, CANDLES, GALVANIZED 
PAILS, BLACKOUT PAINT, WATER HOSE, ETC. 


GRAFF BROS., Inc. 


5912 PENN AVE. Pho 
One of East Liberty's Most Interesting Stores! — Free Parking! 


nop OF PF 


This ad, two columns wide by 7% in. deep, listed important air 


raid information. 
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Readers were urged to clip it and save it. 
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Here’s the book of the year. It’s written to appeal to women. 
Every lively, timely page is packed full of urgently needed 
advice emphasizing three major points: 


FIRST—How to use each and every appliance most 
effectively and economically. 


SECOND— How to take care of appliances so they’Il 
last longer. 


THIRD— The things to look for when buying new 
appliances. 


In addition, this new booklet endorses the Westinghouse dealer 
as a source of dependable service—as headquarters for the 
finest electric home appliances. 

Backing up this timely project is a striking series of maga- 
zine advertisements (like the one at the right) which spotlights 
the book and urges readers to get a copy from their Westing- 
house dealer. 

All the ‘Action Ammunition” you need to take advantage 
of this promotion is ready: newspaper ads, window banners 
and display cards. Everything is tied up in a plan that’s tuned 
to the times. Ask your distributor about it. 
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Westinghouse national advertising is 
appearing regularly in leading national 
magazines. Every advertisement fea- 
tures Thrifty Electrical Living and 
urges readers to go to the Westing- 
house Dealer for service, for new appli- 
ances, and for a free copy of the book. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


MERCHANDISING DIVISION . 


MANSFIELD, OHIO 


ELECTRIC 
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THE SECOND WAR POWER 
BILL, passed by the Senate, gives the 
right to the President to condemn and 
dispose of any real or personal property 
considered necessary for war purposes. 
This means that Mr. Roosevelt now has 
the power to take over industries, and 
productive equipment and operate it. 
It is conceivable another clause may be 
used to effect compulsory pooling of 
facilities. 


2 2 @ 
OF COURSE, compensation is to 


be given, but there is no doubt that 
this bill would provide ample authority 
for the President to oust the “parasites” 
from Washington dwellings to quarter 
the colossal army of government work- 
ers now en route to the capital, many 
of whom, in the estimation of home 
owners, are the real “parasites.” 

It is slightly inconsistent for the Fed- 
eral Government to recognize exemp- 
tions so far as past issues of govern- 
ment securities are concerned, and on 
the other hand to make the taxation of 
state bonds retroactive. 


x * * 


CHIEF JUSTICE JOHN MAR- 
SHALL’S statement that the “power 
to tax is the power to destroy” which 
he enunciated in the landmark case of 
McCullough v. Maryland, denying the 
right of Maryland to tax a federal in- 
strumentality, seems to be in the dis- 
card. New Deal lawyers say that this 
is no infringement of states’ rights be- 
cause the tax burden will be indirect. 


x *k * 
THE OPA will soon fix builders’ 


hardware prices, item by item, by a re- 
vision of Price Schedule No. 40. Re- 
cently the schedule, which is merely a 
“freeze” order, was amended to change 
the “freeze” period from the 30-day 
period preceding Oct. 20 to the 15 days 
preceding Oct. 15. This action was 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 


* 


taken to make the schedule more closely 
conform to the provisions of the price 
control act. 


x* 


THE AMENDMENT also clarifies 
the schedule by providing that persons 
subject thereto, who may make some 
retail sales, need not keep a record of 
such sales. 

x kek 


THE WPB has wired 24 cordage 
and twine manufacturers, 19 brokers 
and importers of hard fibers, eight state 
prisons, and 62 manufacturers of mat- 
tresses and studio couches to cease 
further purchase and sale of sisal and 
henequen fibers until General Prefer- 
ence Order M-48 becomes effective. 
Sisal from Mexico, and henequen from 
Mexico and Cuba, have come into much 
demand since further supplies of Manila 
fiber from the Philippines and _ sisal 
from Java have been cut off by the war 
in the Pacific. The fibers are used as 








Eliminate “Japanned” 


66 N some articles which are fin- 
ished with black enamel it 
always says ‘Black Japanned.’ I say, 
why not take the ‘japanned’ out and 
just say ‘black finished’.” 
Why use the name of our enemy 
on American-made articles? 
A. ANDREWS, 
Melrose Park, Ill. 





padding upholstery, rope and linden 
twine. As a result, present buying re- 
sulting in a shortage of sisal and hene- 
quen, WPB says, was endangering sup- 
plies for essential military and civilian 
uses, 


2 


IMMEDIATE CANCELLATION 
of recent price increases in wholesale 
and retail prices of radio receiving sets 
and radio phonographs has been re- 
quested by OPA. The price advances 
which followed official indication by © 
WPB that most civilian radio produc- 
tion would soon be discontinued were 
characterized by OPA a; “inflationary 
and unfair because maximum manu- 
facturer’s prices were set by this office 
on Feb. 9.” 

x * * 


NOW THAT MANDATORY 
CONVERSION is getting under way. 
hardware dealers may expect greater 
and greater scarcity of many items. 
Since even juke box manufacturers are 
making range finding instruments. 
manufacturers of hardware may expect 
to be hit by the hammer of mandatory 
conversion to military production. 


x kk 


LEND-LEASE REQUIRE- 
MENTS, together with the fact that 
all American republics have been put 
on an equal footing with the United 
States so far as priorities are concerned 
are factors contributing to the lessening 
supply of hardware for domestic 
markets. 

xk * 


THE INDUSTRIAL PROJECTS 
UNIT of the Division of Industrial 
Economy, Commerce Department, is 
preparing a list of items which may be 
required by friendly nations, and it is 
understood that hardware will take its 
place on this list. 
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Record Chick Orders | 
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& KEYSTONE 


POULTRY NETTING 


The baby chick has become a business giant. More 
chicks have already been started this year, more orders 
await filling — than ever before in a similar period. 


This, together with the generous salability of Keystone 
Netting means good netting business, lively turnover. 
For, in Keystone netting you sell premium quality — at 
regular prices. Its weave is uniform, it unrolls flat like 
a rug, handles and stretches easily. It’s a product of 
53 years’ fence-making experience. ; 


Keystone is making every effort to supp!y enough of this 
popular netting to take care of the demand. 


And for customers who want more permanent poultry fences 
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CHIC MESH 


A closely woven wire fence with stay 
wires only 2 inches apart. Line wires 
spaces 1” apart at bottom graduated 
to 4” apart at top. Line and stay wires, 
18 gauge; top and bottom wires, 151, 
gauge. 


BLUE RIBBON 


A closely spaced regular poultry fence, 
built just like Keystone field fence. 
Filler, 17 gauge, copper-bearing steel 
wire. Very popular also is SQUARE 
DEAL poultry fence— heavier, more 
durable fabrics (1514 to 1214 gauge). 


KEYSTONE STEEL & WIRE CO., Dept.S-7, Peoria, Illinois 
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RETAILERS OFFER VOLUNTARY 
PRICE CONTROL PLAN TO OPA 


COST BASIS WOULD BE FACTOR 


Plan offered as substitute for government control 


by I] 


nati 


onal retail groups. 


Official ceilings 


favored in exceptional cases only on specific items 


\ plan for voluntary price con- 
trol, rather than governmental 
control, has been submitted to 
the OPA by 11 trade groups in | 
retail field, it was made 
known recently by the National 
Retail Dry Goods Association. 
The plan is designed to encour- 
age retailers to continue marking 
ind averaging their prices on the 
of rather than re- 
placement. While stressing vol- 
untary control, the proposal also 
suggested a “most equitable” ap- 
plication of legal price control if 
the latter becomes necessary. 

In addition to the N.R.D.G.A., 
the organizations sponsoring the 
voluntary policy comprise the 
National Retail Hardware Asso- 
ciation, Retailers Advisory Com- 
National Shoe Retailers 
Association, Mail Order Associa- 
tion of America, American Re- 
tail Federation, National Retail | 
Furniture Association, American | 
National Retail Jewelers’ Asso- | 
ciation, National Association of | 
Retail Druggists and the Na- | 
tional Association Food | 
Chains. 

It was stated the proposal has 
been discussed at length by a 
committee representing the re- 
tail groups with Dr. J. Kenneth 
Galbraith, assistant administrator 
ind director of the Price Divi- 
sion of the OPA, and that “it 
was apparently received with a 
great deal of interest.” 

It was the considered opinion 
ef the retailers that, “while 
doubtless some exceptional in- 
stances to the contrary may arise | 
which may call for swift govern- 
mental action, the best results 
will be had if the Price Adminis- 
trator relies upon the voluntary 
cooperation of the retailers and 
their organizations.” In support 
of this, the following contentions 
were cited: 


the 


basis cost 


mittee, 


of 
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“Retailers know that in a ris- 
ing market the active competi- 
tion of stores of their own type 
gives strong incentive to pricing 
their goods cost 


on average 


| rather than replacement. 


of this 
of the dangers of a rapidly ris- 


“Because recognition 
ing price level, representative re- 
tailers and their trade associa- 
tions for more than two years 
have been exerting all possible 
influence to prevent a too-sharp 
rise in the prices of consumer 
goods. 

“This voluntary effort by re- 
tailers was conducted chiefly 
during a period when the na- 
tion was not at war and when 
there was no price control act. 
It must in fairness be assumed, 
now that the chief task of the 


entire nation is to promote the | 


war effort, retailers will even 


more earnestly endeavor to pre- | 


vent unjustifiable price increase 


by voluntary cooperation with 
the Price Administrator.” 
In citing a major difficulty 


which government price control 
will encounter, the retailers de- 
clared that, because of the wide 
variation in operating costs of 
the 1,700,000 retailers in the 
United States, “it is difficult to 
adopt any system of government 
price control under which prices 
or margins, either in dollars and 
cents or percentages, could be 
flatly fixed or frozen for all 
stores or a particular item of 
merchandise. Any such attempt 
would result inevitably in a too 
liberal arrangement for the type 
of stores having lower operating 
costs and in substantial capital 
losses to the type having higher 
operating costs.” 


The following suggestions 
were made to handle cases 
where, “despite earnest volun- 








tary effort of retailers, plus the 
force of competition, it may be- 
come necessary for government 
to intervene with some form of 
retail price control: 

“There should be no over-all 
price ceilings at the retail level, 
but such ceilings should be fixed 
only on specific items at prices 
prevailing in the various stores 
when a shortage is so acute as 
to constitute an emergency and 
on particular items when there 
is general evidence of unjustified 
price increases on such items. 

“Except in an unanticipated 
emergency, no retail price ceil- 
ings should be established unless 
ceilings for the retailers’ mer- 
chandise cost shall have been 





fixed as of a previous date, the | 


fixing of ceilings should be lim- 


ited to items of popular neces- 
sity or wide usage.” 

When in the judgment of the 
Price Administrator, it may be 
necessary to fix ceilings for re- 
tail prices on certain selected 
items, it was proposed that the 
following steps should be taken: 

“1. The price at which each 
individual store may be selling 
such selected items should be 
fixed as a ceiling as of a stipu- 
lated period. 

“2. Where increases in the cost 


| of merchandise to retailers have 


been made during the retailers’ 
period of price lag, the retailer 
should be permitted to increase 
his price at retail by the addi- 
tion of the same percentage of 
increase which has occurred in 
the retailer’s new merchandise 
cost. 

“3. In the case of an unan- 
ticipated emergency, where the 
Price Administrator finds it’s 
necessary immediately to place a 
ceiling on the prices at all levels, 
the ceiling order should require 
the fixing of the retailer’s mer- 
chandise cost as of a prior date 
sufficiently early to allow for the 
customary lag between the re- 
tailer’s purchase price and his 
selling price, or make compen- 
satory adjustments in the retail 


| price.” 





OPA SETS PRICES FOR ~ 
NICOTINE SULPHATE 


(Washington Bureau 
of HARDWARE AGE) 


OPA requested producers, dis- 
tributors and dealers of nicotine 


sulphate, an insecticide, commer- | 


cially known as “Black Leaf 40,” 
on Feb. 13 to observe the follow- 
ing pricing practices: 

Producers are not to sell dur- 
ing 1942, 40 per cent nicotine 
sulphate, for agricultural uses in 
50-lb. drums in prices in excess 
of 80 cents per lb. or 10-lb. con- 
tainers in excess of 90 cents per 
lb., delivered to distributors. 

Distributors and dealers of the 
chemical are not to make charges 
for handling in excess of the fol- 
lowing: 


Distributors Dealers 
50 Ib. drum ..... 50 $3.75 
10 Ib. container.. 1.15 1.50 





Producers are requested to sub- 
mit 1942 prices to be quoted to 
OPA, in advance of publication. 


FARRELL CHEEK STEEL 
EXECUTIVE NAMED TO 
ADVISORY COMMITTEE 


Herbert Farrell, Jr., vice-presi- 
dent of the Farrell Cheek Steel 
Co., Sandusky, Ohio, is one of 11 
men invited to sit on the steel 
castings industry advisory com- 
mittee, which is under the super- 
vision of C. E. Adams, chief of 
the iron and steel branch of 
WPB. Mr. Farrell is the young- 
est executive on the committee, 
being but 27 years old. 
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FARM IMPLEMENT DEALERS EXEMPTED 
FROM WAGE-HOUR LAW PROVISIONS 


Sale of farm implements to a farmer and general 


merchandise 
to be retail sales. 


to private consumers 


considered 
Firms selling large, heavy 


trucks or road building equipment not exempted. 


The employees of the typical | 


dealer in farm implements are 
exempt from the 40-hour a week 
«nd minimum wage provisions of 
the Wage and Hour Law under 
an interpretation recently issued 
by Thomas W. Holland, Admin- 
istrator of the Wage and Hour 
Division. However, Mr. Holland 
warned that the division may not 
consider sales of large heavy 
trucks of the type not purchased 
by the ordinary farmer or sales 
of road building equipment as 
retail sales. 

In revising its Interpretative 
Bulletin No. 6 on the scope of 
the exemption of retail establish- 
ments in June, 1941, the divi- 
sion announced that there would 
be further study of the business 
of farm implement dealers before 
a position was taken with respect 
to this trade. The Administra- 
tor’s statement follows: 

“The typical farm implement 
dealer’s establishment maintains 
on hand a stock of goods for sale 
to the farmer customer. Sales 
are made by sales clerks in the 
establishment and also by outside 
salesmen. In addition to selling 
(and servicing, farm implements 
and parts for farm implements, 
some farm implement establish- 
ments may also sell electrical ap- 
pliances, hardware, feed, grain. 
seed, coal, gasoline, oil, and other 
miscellaneous articles. 

“The principal customer of the 
typical farm implement dealer, is 
of course, the farmer, although 
some sales are made to private 
consumers, to retailers for pur- 
poses of resale, and to business 
other than farmers. 
sale of a farm implement to a 
farmer and the sale of general 
merchandise to private consumers 
are considered by the Wage and 
Hour Division to be retail sales. 
On the other hand, sales for pur- 


users 


MARCH 5, 1942 





| 


poses of resale are not retail sales | 


and in many instances sales to 
business users would also not be 
retail. The semi-annual dollar 
volume represented by the last 
two named types of sales, how- 
ever, would ordinarily be only 
from 5 to 10 per cent of the 
semi-annual dollar volume of the 
establishment’s total sales. 

“Sales of farm implements are 
based on list prices, although a 
cash discount is customarily al- 
lowed. The ordinary farm imple- 
ment dealer does not usually al- 
low discounts for ‘quantity’ 
purchases, but quantity purchases 
are themselves unusual. 

“Based upon these facts, the 
division has expressed the opin- 





| electrical appliances. 


ion that in the ordinary case the 
farm implement dealer’s estab- 
lishment will qualify as a retail 
establishment under the exemp- 
tion provided by Section 13(a) 
(2) of the Fair Labor Standards 
Act. Any establishment to be 
exempt under this section must 
derive more than 50 per cent of 
its total dollar volume from sales 
in intrastate commerce. 

“In the case of some farm im- 
plement establishments, however, 
it appears that they derive a sub- 
stantial percentage of their total 
gross receipts from the sale of 
items other than farm implements 
and general merchandise such as 
For exam- 
ple, some such esablishments do 


MORE RESTRICTIONS 


ON MANILA CORDAGE 


| Amount of Manila fiber to be put in process and 
quantity of cordage to be sold in any month reduced 


by Amendment No. 3 to Order M-36 


The | 


(Washington Bureau 
of HARDWARE AGE) 


With all imports of Manila 
fiber cut off, WPB has further 
restricted the processing of 
Manila fiber and the sale and de- 
livery of Manila cordage. 

General Preference Order M-36 
and two amendments, previously 
issued, restricted delivery of 
Manila fiber to the Navy, the 
Defense Supplies Corp., and lim- 
ited processors. Processing of the 
fiber and sale and delivery of 
Manila cordage were also re- 
stricted to military and essential 
civilian uses. 

Amendment No. 3, issued and 


| 





effective Feb. 20, places still 
tighter control around both the 
fiber and the cordage. It re- 
duces the quantity of Manila 
fiber to be put into process and 
reduces the amount of cordage 
to be sold in any one month, both 
being based on a “basic monthly 
poundage” set out in the amend- 
ment. 

Under this reduction, proces- 
sors of Manila fiber are permitted 
to process and sell every month 
approximately 70 per cent of the 
average number of pounds per 
month of Manila cordage sold by 
him during 1939, thus reducing 
the rate at which this scarce ma- 
terial will be processed. 


| a large business consisting of the 
| sale of large heavy trucks of a 
type not purchased by the ordi- 
nary farmer, or they may do a 
large business in the sale of road 
building equipment, etc. These 
establishments may not qualify 
for the exemption. 

“It is suggested that each farm 
| implement dealer who may be 
in doubt as to his status under 
the Wage-Hour Law, study care- 
fully the contents of our Intes 
pretative Bulletin No. 6, dealing 
generally with the Section 13(a) 
(2) exemption. If thereafter he 
is still in doubt as to whether the 
exemption applies in his case, he 
may deem it desirable to com- 
municate with the Wage and 
Hour Division, present all the 
facts covering his operations, and 
request an opinion.” 





HOUGH HEADS SALES 
FOR COLLINS CO. 


Leonard B. Hough has been ap 
pointed vice-president in charge 
of all sales for The Collins Co.. 
Collinsville, Conn. Mr. Hough ha- 
been associated with the Collins 
organization for the past 20 years, 
joining the company shortly after 
his collegiate career. His first 
position was in the domestic sales 
department. In 1929 he was ad- 
vanced to the position of assis 
tant export sales manager and 
in 1931 he was made export sales 
manager. He assumed his new 
position of vice-president in 
charge of all sales in January of 
this year. 


BELKNAP V.-PRES. 
WITH OPA 


Lewis Herndon has been ap 
pointed consultant on hardware 
problems in the industrial coun- 
cil of the Office of Price Admin- 
istration. Mr. Herndon who pre 
viously was a vice-president of 
the Belknap Hdwe. & Mfg. Co.. 
Louisville, Conn., in his new po- 
sition is serving in an advisory 
capacity to Leon Henderson and 
other OPA officials on problems 
relating to the hardware industry. 
He has served the Belknap or- 
ganization since 1904 as sales- 
man, cutlery buyer, divisional 
sales director, assistant treasurer, 
and since 1934, as vice-president. 
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PRICE CONTROL ACT 


COVERS EXPORT SALES 


All existing price schedules issued since 


April 11, 


( Washington 
of HARDWARE 


Bureau 
AGE) 
Maximum price schedules cov- 
ering export as well as domestic 
sales, OPA made it clear Feb. 13, 
apply to all 
alter 


and 
the date specified in the 


deliveries on 


-chedule whether a shipment has 
been licensed for export or not. 
\ttention was called to the fact 
that the Price Control Act gives 
the Price Administrator the pow- 
er to set prices for export as well 
as for domestic sales, and export 
regulations will be 
forced. 

At the same time, Leon Hen- 
derson, OPA Price Chief, warned 
that all existent price schedules 
issued since April 11, 1941, will 
remain in effect under the terms 
of the new act, and must be con- 
tinued to be observed. He re- 
marked that the only change in | 
the price situation brought on by 
the passage of the Price Control 


strictly en- 


1941, will remain in force 


Act was a means of enforcing the 
schedules. 
The 


sued have been reveiwed by the 


schedules previously is- 


| OPA and brought into conform- 


ance with the Requirements of 
the Act. All price ceilings in- 
cluding amendments, will be re- 
published in the Federal Regis- 
ter, thus providing business men 
with an up-to-date review of all 
price schedules now in effect. 


Henceforth, price control or- 
ders issued by the OPA will 
either be (a) maximum price 
regulations, or (b) temporary 


maximum price regulations. 
Following existing procedure, 
which is also required under the 
act, the Administrator must as- 
certain and consider the prices 
prevailing for the commodity in 
question between Oct. 1-15, sub- 
ject to adjustments for relevant 
factors as he determines to be of 


| general applicability. 








A. J. SCHELLY HEADS 
C. Y. SCHELLY CO. 


The board of directors of C. ¥ 
Schelly and Bro., Inc., wholesale 
hardware firm of Allentown, Pa., 
recently elected A. J. Schelly 
president of the company. Mr. 
Schelly has been identified with 
the hardware business since 1909, 
when he entered the employ of 


the Schelly company which was 
founded by his uncle, the late 
C. Y. Schelly, 58 years ago. In 
the course of his business career, 


he has also been associated with 
the T. B. Rayl Co., Detroit, | 
Mich.; represented the Russell | 
& Erwin Mfg. Co.. and Pratt & | 






A. J. SCHELLY 


| leaving that company to 
the Schelly firm some years ago. 


| of the 


Lambert, Inc., Buffalo, N.  Y., 


Mr. Schelly succeeds the late 
W. J. C. Troxell. Other officers 
company elected at the 
board’s annual meeting are: vice- 
president, F. J. Troxell: trea- 
surer, M. L. Fetterman, and sec- 
retary, E. H. Haberman. 


RADIO PRICE RISES LABEL- 
ED UNFAIR BY HENDERSON 


Immediate cancellation of re- 
cent substantial increases in 
and retail 
radio receiving sets and radio- 
phonographs was requested by 
Price Administrator Henderson 
in a sharply worded telegram di- 
rected to all wholesale and re- 
tail outlets. 


wholesale prices of 


The price advances which fol- | 


lowed official indication by the 
WPB that most civilian radio 
production would be discontin- 
ued, were characterized in Mr. 
Henderson’s wire as “inflationary 
and unfair because maximum 
manufacturers’ prices were set 
by this office on Feb. 9.” 

“I am_ requesting,” the 
ministrator added, “the 
diate withdrawal of any retail 
or wholesale increases on your 
radio receivers and phonographs 
which have been made since 
Feb. 10 and the immediate re- 


Ad- 


imme- 


| ciations 


| 3618 W. 


| . 
| creased production. 





Applicants for priority as- | 
sistance who use Form PD-1A 
| were warned Feb. 18 by the 


rejoin | 





establishment of retail and whole- | 


sale prices and discounts in ef- 
fect Feb. 10, 1942.” 

Copies of the telegram were 
sent to all radio and phonograph 
manufacturers and most of the 
wholesale and retail trade asso- 
for dissemination to 
wholesalers and retailers. Those 
receiving the telegram were asked 
to air mail to OPA copies of the 
communications they for- 
warding to their customers and 
members. 


were 


GENERAL HARDWARE 
EXPANDS PLANT 

General Hardware 
Pierce St., Milwaukee, 
Wis., has expanded its plant. 
tripling its space, and has in- 
stalled new, modern manufactur- 
ing equipment, scientifically ar- 
ranged to provide for vastly in- 
A railroad 
siding facilitates handling of in- 


The 


Co.. 


coming raw materials and _ ship- 
ments of finished products. The 
company makes hand and power 
tool grinders, grinding wheels, 
sharpening stones, abrasive files, 
vises, skate sharpeners, etc., lawn 
rakes, grass and weed cutters and 
hose reels. 


HOW TO SIGN PD-1A 


Director of Industry Operations | 


that applications cannot be con- 


sidered unless they are properly | 


signed at the bottom of the first 


page of the copy marked “Du- | 


plicate,” and not in the space 
marked “Certification” on the 
back of the sheet. Some confu- 
sion has arisen because the Gen- 
eral Instructions which accompany 
the form instruct applicants to 
“execute the Certification on the 
duplicate copy.” 


H. C. WHEELER ELECTED 
| ACME SHEAR PRESIDENT 


Henry C. Wheeler, newly 
elected president of the Acme 
Shear Co., Bridgeport, Conn., is 
the third generation of the fam- 





HENRY C. WHEELER 


ily responsible for the growth 
and progress of the company. 
The company was founded in 
1876 and incorporated in 1882. 
The following year the business 
was acquired by two brothers, 
Dwight Wheeler, who served as 
president of the company for 45 
years until his death in 1928, and 
David C. Wheeler, who acted as 
| treasurer for 46 years, to the time 
| of his death in 1929. Both of 
| the brothers aided in erecting 
shafting in the building and did 
hard labor in the early years. 

Both Dwight and David C. 
Wheeler retired from active man- 
| agement on Jan. 12, 1895, and 
the new management was taken 
over by Hobart E. French. In 
1906 he was succeeded by Dwight 
C. Wheeler as general manager. 
| who upon his death last year 
| was succeeded by his son, Henry 
C. Wheeler, now president. 








SIMPLIFICATION of BRASS, 
IRON, BRONZE VALVES 


To save critical materials and 
dispose of slow moving inven- 


tories, WPB on Feb. 12 ordered 


the plumbing and heating indus- | 


try to simplify the manufacture 


of brass, iron and bronze valves. | 


The order, L-42, will be followed 
by a series of amendments re- 
quiring simplification of many 
other items manufactured by the 
plumbing and heating industry. 
Specifications for these products 
were worked out by the Plumb- 
ing and Heating Branch after a 
long study with industry repre- 
sentatives, and with the Bureau 





of Standards, and other interested 
government agencies. The relief 
of production lines from the bur- 
den of items that are not used 
generally and to concentrate on 
items that are in general de- 
| mand, are’ said to be the prin- 
cipal purposes of the order. The 
program will result in elimina- 
tion of non-essential sizes, types, 
forms and_ specifications. For 
some time, the Bureau of Stand- 
| ards has been recommending sim- 
| plified procedures to various 
manufacturers, but there has 
been no mandatory control. 
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HIGHLIGHTS OF PRICE 


| 


| 


| 


CONTROL ACT. 


(Washington Bureau 


or use, commodities, in order to 
of HARDWARE AGE) 


influence prices. 
The Price Administrator 
power to inspect inventories, rec 


Since it is rumored in Wash- 
ington that price ceilings may be 


applied to the retail sales soon, | yrds, reports and other docu- 
ithe Emergency Price Control Act, | ments. Persons charged more 


-igned by the President Jan. 30, 
is highlighted for Harpware AGE | triple damages or $50 whichevet 
readers as follows: is higher. 
Granting of power to the Price In the 
\dministrator to order maximum 
price ceilings for a long list of 
products and commodities needed 
for war or civilian use. These | 
generally are to be fixed at the 
levels of Oct. 1 to Oct. 15, 1941, 
and preferably after consultation 
with the industry involved. 
Businesses affected by the price 
orders may be licensed and this 


than price ceilings may sue for 


OPA learns of 
persons engaged in or about to 
engage in acts or practices which 
will constitute a violation of the 
price law (regardless of con- 
tracts or other obligations en- 


event 


an injunction. 

The law provides that within 
60 days after the effective date of 
price schedules, affected persons 
may file a protest. In 30 to 90 
days OPA shall rule on the pro- 
test. If the protest is denied or 
partially denied, an appeal may 
be filed with the newly created 
| Emergency Court of Appeals, and 
eventually the case may be car- 
ried to the Supreme Court. 


license taken away in court for a 


second offense after warning for 
the first offense. 
Violations of price ceilings and | 


regulations may bring penalty up 

to $5,000 and two years in jail. 
Power is given the Price Ad- 

ministrator to buy or sell, store 








Flashlight Committee 
To Work With WPB 


A Flashlight Case and Battery |O-Vac Co., Madison, Wis.; John 
Industry Advisory Committee has | W. Wharton, vice-president, Delta 
been formed by the Bureau of | Electric Co., Marion, Ind.; R. 
Industry Advisory Committees of | Williams, president, Fulton Mfg. 
the WPB. | Corp., Wauseon, Ohio; F. J. 

Jesse L. Maury, chief of Elec- | Wisinger, General Dry Batteries. 
trical Appliances and Consumers’ | Inc., Cleveland, Ohio. 

Durable Government <¥ 
presiding officer of the committee. 
lhe committee members are: 

Abraham I. Barash, Bright Star 
Co., Clifton, New Jersey; R. M. 
Eaton, president, Niagara Search- | Calif., announces the acquire- 
light Co., Niagara Falls, N. Y.; | ment as of Feb. 1, 1942, of Micro- 
I. L. Ferris, president, Bridgeport | Westco, Inc., Bettendorf, Iowa. 
Metal Mfg. 1200 | Plant equipment and _ personnel 
Cherry Street, Bridgeport, Conn.; | will be transferred to Pomona’s 
Albert Gelardin, president, Mi-| No. 2 plant at St. Louts, Mo., 
cro-Lite Co., New York, N. Y.; | where the manufacture of the en- 
D. W. Hirtle, president, Burgess | tire line of Westco pumps will be 


Goods, is 


POMONA PUMP CO. 
ACQUIRES WESTCO 


Goods Co., 








tered into OPA may apply for | 





Pomona Pump Co., Pomona, 


Battery Co., Freeport, Ill.; Henry | continued and distribution made | 


Hyman, president, U. S. Electric | through the same national organ- 
Mfg. Corp., 222 W. 14th Street, | ization which has carefully been 
New York, 'N. Y.; H. C. Mehl, | built up by Micro-Westco during 


National Carbon Co., 30 East | the past 20 years. 
12nd St., New York, N. Y.; Mr.| Leon F. Wernentin, former 
Schraeger, Edward Katzinger Co., |manager, and Ivor G. Morgan, 


Chicago, Tll.; I. Schub, president, | former sales manager, of Micro- 
\cme Battery Corp., 50 Pearl St..| Westco continue in the same 
Brooklyn, N. Y.; R. C. Swanton, | capacities with the new Pomona 
Winchester Repeating Arms Co.,| Pump Co.—Westco Division at 
New Haven, Conn.; Norman D. oni South Spring Avenue, St. 
Louis, Mo. 


Vea, general sales manager. Ray- 
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These machines are repr tati ples of the 


wide variety of applications of Briggs & Stratton motors 
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FLEXIBLE SHAFT 
GRINDERS 


CREAM 
SEPARATORS 





INDUSTRIAL TRUCKS 



















Foaead wspectors KNOW— 


- 





“It's Powered Right 
When it’s Powered 
by Briggs & Stratton’’ 















In the plants of hun- 
dreds of manufacturers where gasoline- 
powered machines, tools, and appliances 
are manufactured, the highly trained and 
skilled inspectors who put their “OK” on 
completed products readily grant their ap- 
proval of the power unit when they see it’s 
a Briggs & Stratton gasoline motor. 

Briggs & Stratton precision manufacture — 
tested quality and proven performance are 


well known and accepted wherever gasoline- 
powered equipment is manufactured. 
















BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S. A. 


















You'll have little selling to do and you can 
be sure that even the most particular 
customer will be satisfied with the quality 
and dependable long life of Greenlee 
Tools. Just hand your customer a Greenlee 
Tool and he'll be quick to see its ad- 
vantages. These easy-selling tools, pro- 
duced by Greenlee skilled craftsman, are 
made of the highest grade materials, prop- 
erly heat-treated, and carefully finished. 
The Greenlee Line of Tools for the home 
craftsman and the professional wood- 
worker, electrician, and plumber includes 
a complete selection of auger bits, chisels, 
gouges, turning tools, draw knives, ex- 
pansive bits, spiral screw drivers, and push 
drills. These tools can mean extra sales 
for you. Call on your jobber for details or 
write to us for Catalog 33. 


GREENLEE TOO! CO. 


1803 Herbert Avenue 
ROCKFORD, ILLINOIS, U.S.A. 






































(Washington Bureau 
of HARDWARE AGE) 


Radio Industry Must Convert 
_ To War Or Other Production 


| other products for which there is 


Radio manufacturers who are | 


already producing only 40 per 
cent capacity for civilian con- 
sumption were told to convert 
their industry to the production 
of radio, signal corps, detection 
and similar equipment, as rapid- 
ly as technically possible. This 
was announced by R. R. Guth- 
rie, assistant chief of the Bureau 
of Industry Branches, on Feb. 13. 


Mr. Guthrie told members of | 


the industry whose facilities 


a need quite unrelated. 

A gloomy prospect faces radio 
manufacturers and all industry if 
WPB follows the policy ex 
pressed by Mr. Guthrie when he 
said: 

“Tt would be a frightful loss. 
a great cost to the nation, if it 
does not prove feasible to con 
vert the industry. We should then 
have to take steps to break down 
the organization of the uncon 
verted plants, and shift thei: 
labor to other parts of the econ 


might not be suitable for conver- | omy where they could be mobil- 


sion that they must find some 


ized for war production.” 


Use Of Forms PD-25C 
And PD-25D Withdrawn 


Withdrawal of reporting forms 
PD-25C and PD-25D from use 
has been announced by the Di- 
rector of Industry Operations. 

These forms were used in con- 
nection with the Defense Sup- 


total sales which went to fill de- 
fense orders. The information 
reported on the two forms was 
needed because at that time the 


der the Defense Supplies Rating 
Plan depended upon the appli- 
cant’s percentage of defense or- 


| ders. 


Use of Forms PD-25C and 


: . : | PD-25D is no longer necessary 
plies Rating Plan to assist firms | . 


| operating under that plan to as- 
| certain the percentage of their 


since the Defense Supplies Rat 
ing Plan has been superseded bv 
the Production Requirements 
Plan, and most of the types of 
preference ratings are now ex- 


tendable. Use of Form PD-25D 


extension of preference ratings | is to be discontinued immediate- 
under Preference Rating Certifi- | ly, and no report should be sub- 


| erally permitted, and ratings un- 


RETIRES AFTER 58 


| YEARS A HARDWAREMAN | 


John H. Hanna, senior partner | 


of The Hanna Hardware Co., 
Mankato, Kan., and last of the 
active original organizers of the 


Western Retail Implement & | 


Hardware Association, has retired 
from the hardware business after 


58% years of active duty. Mr. | 


| Hanna is 87 years of age. He is 


a member of the Harpware AcE 
Fifty-Year Club. 


‘ ‘ | 
Mr. Hanna started in business 


in 1883 when the firm of R. 
Hanna & Sons was organized by 
his father, Robert Hanna, and 
himself. In 1884 his brother 
James B. Hanna entered the 
business. Robert Hanna passed 
away in 1903 but the sons con- 
tinued the firm until 1938 when 
James B. Hanna retired because 





| cates and Orders was not gen- | mitted on Form PD-25C for any 


month later than January, 1942. 





JOHN H. HANNA 


of illness. In 1920, R. J. Hanna, 
a son of John H. entered the 
business. 
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R. L. FLETT HEADS Cleveland, Ohio, and its deal- 


AMERICAN PRODUCTS CoO. | €rs. 


Entitled “Bill Newcomb Did 
Raymond L. Flett, formerly It,” the movie dramatizes the 


vice-president and general man- . . 
; revolution that has come about in 
ager of The American Products . 
| the color styling of homes due to 


advances in color photography 
which enable laymen to visualize 
room colors in advance. The se- 
quence on color coordination is 
designed to provide untrained 
laymen as well as painters with 
a method of preventing clashes 





a 


between the colors used in ad- 
joining rooms and is done in a 
completely non-technical manner. | 
It is said that by the use of this | 
method harmonizing color | 
schemes can be planned for liv- 
ing room-dining room-hall com- 
binations without recourse to 
color harmony charts or other | 
technical devices. The movie will | 
be anounced locally through 
newspapers and direct mail. 








L. E. DU BOIS LEAVES 
MAYHEW STEEL PROD. 


Co., Cincinnati, Ohio, has been| L. E. DuBois has resigned as | 
elected president of that firm,| secretary and a director of May- | 
succeeding Edgar J. Mills, who| hew Steel Products, Inc., Shel. | 
has been named chairman of the| burne Falls, Mass., to become | 
board: Mr. Flett has been with] purchasing agent with the | 
the company for 23 years. Chandler-Evans Corp., Meriden, | 
Officers reelected were Ralph} Conn., manufacturer of aircraft 
L. Lippert, vice-president and | carburetors and pumps. 
general sales manager, and Har- | 
old E. Hoskins, secretary-trea- 
surer. 


R. L. FLETT 


SHERWIN-WILLIAMS CO. 
SHOWS NEW PAINT MOVIE | 


New methods of paint mer- 
chandising and color styling as 
well as a non-technical demon- 
stration of room color coordina- 
tion are features of a new tech- 
nicolor sound movie being shown 
this month throughout the United 
States to decorators and painting 
contractors. The half-hour movie, 
which was produced in Holly- 
wood, is being exhibited at din- 
ner meetings jointly sponsored by 
The Sherwin-Williams Company, 








L. E. DU BOIS | 


To Order Repair Supplies _ 


When ordering repair, maintenance and operating supplies as 
defined in order P-100 on your purchase order to your supplier 
put the following statement and manually sign it: 

“Material for Maintenance, Repair or Operating Supplies 
—Rating A-10 under Preference Rating Order P-100, with 
the terms of which I am familiar.” 

This constitutes legal use of the rating. Any order so rated 
must be accepted by the supplier in accordance with the terms 
of Priorities Regulation No. 1. If you receive an order for re- 
pair, maintenance and operating supplies, you may extend the 
rating in the same manner, if necessary to obtain materials going 
into the order. 

Full details of Order P-100 were published in the January 8 
issue of HARDWARE AGE on page 29. 
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Moto MNowez 


MONEY MAKERS for 
HARDWARE DEALERS 


The 
LAWN-ACE 


18-INCH CUT 


Priced with the lowest 
but of typical MOTO- 
MOWER quality 

throughout. 














MOTO-BOY 


I9-INCH CUT 


Sturdy and rugged. Malleable 
and steel construction— 
abundant power— 
reasonably priced. 























ONE OF AMERICA'S 
MOST POPULAR LAWN-MOWERS 


Pescout 


21-INCH CUT 


Designed and built for 
*efficient, economical, 
trouble-free mowing. 





FACTORY 





A QUALITY MOWER— 
MALLEABLE AND STEEL CONSTRUCTION 


Write today for dealer proposition and details on these pop- 
ular lower-priced MOTO-MOWERS. They're quick sellers, 
quick money-makers and have a good reputation for quality 
and efficiency throughout the country. Send for catalog today. 


THE MOTO-MOWER CO. 


4605 WOODWARD AVE. ° DETROIT, MICH. 
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Hold Flashlight Prices | 
To Feb. 1 Levels—OPA 


A request not to raise prices | prices as well. 
1 and | 
made | 


above the levels of Feb. 
to cancel any 
since that date is contained in 
letters sent out by Price Admin- 
istrator Leon Henderson to all 
manufacturers of dry batteries, 
flashlights, and flashlight bulbs. 
The administrator made it clear 
that his request applied not only 
to net prices charged by manu- 
facturers to distributors and deal- 
ers, but to suggested retail list 


increases 


Further studies 
will be made of the dry battery 
industry, according to the letter, 


ee 2 : 
| with a view to formulating a defi- 





nite price program. 

Flashlight, radio, ignition, and 
lantern dry batteries are covered 
by the letter, but dry cells de- 
signed for use in hearing aids are 
excluded, since OPA previously 
asked that these batteries be not 
raised in price over the levels of 
Oct. 15, 1941. 








Temporary Price Control Set 


For Retail Fertilizer Sales | 


Price control action designed 
to aid the American farmer in 
his all-out food production cam- 


paign was taken recently in the | 


form of a “freeze” of fertilizer 
prices, a major item of cost to 


farmers—on the eve of Spring 
planting. By Leon Henderson’s 
order, Temporary Maximum 


Price Regulation No. 1. forbids 
the retail sale of mixed fertilizer, 
superphosphate, and potash on 
and after Feb. 27 at prices above 
those at which any seller of fer- 
tilizer did business during the 
five-day period from Feb. 16-20. 
inclusive. This temporary regu- 


lation has a life of 60 days from | 
its effective date, but on or be- | 
fore its expiration will be sup- | 
plemented by a permanent regu 
lation. 

In announcing the ceiling, Mr. 
Henderson disclosed that action 





| to bring about stable prices for 


} 
| 


| 


nitrate of soda, sulphate of am- 
monia, and cyanamid, and other | 
leading fertilizers, will be taken | 
within the next few days. This 


: P | 
will be done by setting seasonal | Brownell, 


ceilings on seller’s margins in a 

permanent price regulation. 
The temporary order covers 

fertilizer sales down to a mini- 


| mum of 250 pounds. 
| scrutinize all such small lot sales 





| has 


OPA will 


with extreme care for possible 
evasions. 


BUILDERS HARDWARE 
CLUB ELECTS 


At the annual election of offi- 
cers of the Twin Cities Builders 
Hardware Club, Minneapolis and 
St. Paul, Minn., Roland H. 


Gedatus, Raymer Hdwe. Co., St. 


Paul, was elected president and 


Carl L. Simmons of the same 
company, was elected vice-presi- 
dent. Other officers elected 


were: treasurer, William J. Fish, 
Leitz Hdwe. Co., Minneapolis; 
secretary, Harold M. Miller, War- 
ner Hdwe. Co., Minneapolis. 
The newly elected board of 
directors is composed of Ben D. 
Straughan, Straughan Hdwe. Co.. 
Minneapolis; Karl F. Bielenberg, 
Warner Hdwe. Co., Minneapolis; 
Richard G. Balch, manufacturers 
representative; P. D. Shirley, 
Norton Door Closer Co.: Ray W. 


| Ohlson, Warner Hdwe. Co., Min- 


neapolis, and Clarence P. Schulz, 
Sargent & Co. 

During the past year The Twin 
Cities Builders Hardware Club 
been studying the book, 
“Taking The Mystery Out Of 


Builders’ Hardware,” by Adon H. 


and_ published _ by 
Harpware Ace. The procedure 
has been to read a chapter of the 
book at each meeting and then 
have open discussion on it. 


| American 


AMERICAN CHAIN 
PROMOTES PUCKETT 
C. A. Puckett, who for several 
| years has been associated with 
| the American Chain Division, 








C. A. PUCKETT 


Chain & Cable Co., 
Inc., at York, Pa., was recently 
appointed sales manager of the 
weldless chain department. 


LEE J. GRATTAN 
JOINS RAWLPLUG 


The Rawlplug Milwaukee Co., 
647 West Virginia, Milwaukee, 
Wis., a division of The Rawlplug 
Company, Inc., 98 Lafayette 
Street, New York City, has ap- 
pointed Lee J. Grattan as man- 





ager. 











NORTHERN WHOLESALE HARDWARE CO. drew more than 300 hardware dealers to its 24th annual convention 


and merchandise show staged Feb. | to 3 in the Masonic Temple, Portland, Ore., headquarters city of the firm. 


400 manufacturers were represented in the exhibit room. 
The convention was opened with an address by President Thos. L. Willis, welcoming the guests and outlining the pur- 


poses of the meetings. 


More than 


Other speakers on the program were Marshall N. Dana, editor, Oregon Daily Journal, who spoke on 


“Doing a One Hundred Per Cent Job as Americans”; J. Fred Bergesch, WPB, who discussed priorities and the hardware 
dealer; Dr. N. H. Comish, profesor, Business Administration, University of Oregon, who spoke on “How to Make Special 


Sales Effective.” 


The Remington film, “Opportunity Unlimited’, proved of extreme interest to all present. The banquet was 


followed by the stockholders’ meeting which included a review of operations for the year and a discussion of buying prob- 
lems by Manager G. A. Hafertepe on hardware, Jack Curtis on housewares, and Art Bolster on sporting goods. 
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BOOKLET ON HOW TO GET 


WAR CONTRACTS 
AVAILABLE 
“How Small Industries Can Go 
After War Work” is the title of 
an illustrated booklet published 


by the Copper & Brass Research | 


Association. The purpose of the 
booklet is to show small com- 
panies how to go after contracts 


or subcontracts through the Con- | 


tract Distribution Branch, Pro- 
duction Division, WPB, Washing- 
ton, D. C., or through its regional 
offices in many cities in each 
state. 

The booklet contains informa- 
tion on how industry can secure 
loans for equipment to make war 
armament, how small companies 
can form pools to obtain con- 
tracts, and other helpful data. A 
list of Regional Offices and ad- 
dresses, the names of officers and 
telephone numbers are included. 

A copy of the book can be ob- 
tained without charge by writing 
to the Association at 420 Lexing- 
ton Avenue, New York, N. Y. 





LOWE BROS. CO. HONORS | 


25-YEAR EMPLOYEES 


The Lowe Brothers Co., paint 
and varnish manufacturer, Day- 
ton. Ohio, paid special honor to 
its 44 employees with 25 or more 
vears of service at a Service 
Award Dinner held Feb. 3 in the 
Hotel Biltmore, attended by 400 
employees. 

President D. A. Kohr presented 
gold watches to the honored em- 
plovees in recognition of their 
quarter-century and more of ser- 
vice. Climax of the program was 
the presentation of a watch to 
Mr. Kohr by Frank V. Bedrow- 
sky, paint mill superintendent, 
just beginning his 51st year of 
service with the company. 


Pins engraved on different met- 
als in the form of the “High 
Standard” can, labeled either as 
“>” “Ta” “1S” of Sa, were 
also awarded to employees with 
service records of five years and 
more. ; 


| PLUMBING SUPPLY HOUSES 
NOT LIMITED TO CAR- 
LOAD LEAD SALES 


Misunderstandings arising from 
the wording of the provisions of 
Price Schedule Nos. 69 and 70, 
primary and secondary lead, were 
clarified by amendments to the 
two schedules on Feb. 13. The 
amendments make it clear that 
plumbing supply houses are not 
limited to carload lot sales of 
lead, but may sell less than car- 
load lots as well. The fact that 
plumbing supply houses are re- 
quired to use the carload lot 
prices for lead, established by 
OPA as bases in the determina- 
tion of their own ceiling prices, 
is the source of the difficulty. 








HITLER SUB SINKS 
LADDER SHIPMENT 


A shipment of ladders pur- 
chased by the Pearlstine Hard- 
ware Co., St. Mathews, S. C., 
from the Moulton Ladder Co., 
Sommerville, Mass., found its 
way to the bottom of the sea in- 
stead when the S.S. City of At- 
|lanta was recently sunk by a 
German submarine. The Moul- 
ton company advised the hard- 
ware firm as follows: 

“We enclose credit memoran- 
dum for this shipment and wish 
to advise that we are absorbing 
the loss on this shipment and 
have entered your order for a 
duplicate shipment which will go 
forward in a day or two.” 











Rising Far Prices Seen Aid To Trap Sales 


Rising fur prices will be a 
windfall for the hardware dealer. 
With muskrat, skin, fox, raccoon 
and some good mink available, fur 
prospects for a good fur season 
are bright and many adult farm- 
ers as well as boys will be trap 
prospects. The rural population 
of one state alone averages $1,- 
000,000 a year from trapping. 

The biggest source of farm fur 
income is the common muskrat. 
He is found along marshes, 
ponds, and stream banks. The 
approved methods of taking this 
fur bearer are to set the traps 
inside muskrat dens or at the 
foot of the small paths and 
slides the animals make on leav- 
ing and entering the water. 
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Traps should be so placed that 
the muskrat drowns. 

The skunk is another abun- 
dant fur bearer and the value of 
his pelt is high. He frequents 
pastures and open ground near 
the borders of woodlots and 
thickets. The skunk is most suc- 
cessfully caught by setting the 
trap inside a “cubby”—a small, 
hollow structure built of stones 
or wood. 

A complete guide to the trap 
ping of all common fur bearers 
“Your Extra Money Crop 
| Fur” is published by the Animal 
| Trap Co. of America, Lititz, Pa.. 
| which has been offered free in 
| advertisements in leading sports 

and farm magazines. 
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Now when the pressure is on—when a tougher, more 
durable and better paint film must be produced— 
Pol-mer-ik’s extra values assume a greater importance 
than ever before. 


Emergency conditions and restricted construction 
demands that existing housing — farm buildings, stores 
and industrial structures— be protected and preserved. 
Only paint can do this job. 


Pol-mer-ik Linseed Oil has the necessary extra values 
— it brushes out and levels better —it gives a finer 
appearance and its tougher, more elastic, more durable 
film gives better and longer-lived protection than 
ordinary linseed oil. . . . Protect the Paint Job with 
Pol-mer-ik’s extra values. 





Increase Your Profits with Pol-mer-ik in Cans 
Beat the drum — with its mess and losses due to drips, 
foots, leaks and over-measures. Pol-mer-ik in cans is 
clean, attractive and time-saving. You buy a can — you 
sell a can — your profit is sure and certain. 


POL MER‘IK 
LINSEED OIL % Care 


Pol-mer-ik is the extra value oil at no extra cost 















Pol-mer-ik Linseed Oil is 1OO% linseed oil, 1O% of which 
has been polymerized. The polymerized oil adds definite 
qualities which make the paint brush out and level better 
so as to produce a better gloss —better appearance and a 


more durable, longer-lasting film. 









ARCHER-DANIELS-MIDLAND COMPANY HA42B ° 
Roanoke Building, Minneapolis, Minn. * 
Please send me the story of Pol-mer-ik Linseed Oil @ 
in Cans. I want more profits in my linseed oil selling. * 
Name Me 
Address bd 
‘ ae 

Cit tot 
ity ‘ate e 
@eeeaeeaeeoeeae@0ed@eedeoedeeee0e0e0e2008080680 
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HeErReE'S THE NEW 











“eenaete’s GENUINE 
€ TREMAYNE’S 


NATURAL SPONGE 





Soon your customers will be reading about 
Handy Maid in widely-read national maga- 
zines. They’ll want it for washing windows, 
woodwork and windshields . . . automobiles, 
wash bowls and stoves... refrigerators, cab- 
inets, sinks, bathtubs and tile... for dozens 
of other cleaning jobs. 


You'll want to display and recommend 
Handy Maid, because it’s easily the biggest 
GENUINE NATURAL SPONGE value 
you’ve ever been able to offer at anywhere 
near its low price. It is best quality Natural 
Sponge enclosed in soft, absorbent cotton 
to assure plenty of strength, friction and de- 
sired shape. It’s soft and pliable when wet... 
holds plenty of water... will not drip. 


The 5x6%-inch size retails for 35¢, costs 
you only $2.10 for a carton of 10, pays you 
a profit of $1.40. 


Order from your wholesaler NOW! If 
he cannot supply you, write us. 


SCHROEDER «2 TREMAYNE, Inc. 
1711 Delmar Blivd., St. Louis, Mo. 


NEW YORK, N. Y., 291 Church St. e MONTREAL, CANADA, 455 St. Sulpice 


Cans For 


Deliveries of tin cans for home 
or institutional canning purposes 
are not barred by provisions of 
General Preference Order M-81, 
according to a statement issued 
by the WPB Containers Branch 
in answer to numerous questions 
on this point. 

Manufacturers are permitted to 
sell home-canning type cans to 
hardware stores and other dis- 
tributors buying for resale to 
home or institutional canners, the 
Branch said. 

Restrictions in the order on 
purchases by commercial canners 
are inapplicable to home canner, 


Thirty-three manufacturers of 
vitreous china and enameled cast 
iron plumbing fixtures and 23 
manufacturers of cast iren boilers 
and radiators have been asked by 
Leon Henderson, OPA Adminis- 
trator, to maintain present prices 
and to withhold threatened in- 
creases pending recent meetings. 





| Prices of both types of prod- 
ucts h have increased sporadically 
| within the last three months, 
|}some manufacturers reportedly 
| agreeing to a general 15 per 
| cent price increase. 


WISCO CAPITALIZATION 
S TO $365,000 


| Stockholders of the Wisco 
| Hardware Co., Madison, Wis., 
dealer-owned wholesale house, 
voted to increase the capitaliza- 
tion of the company to $365,000 
at a special meeting held in 
| Madison on Dec. 1, 1941. Changes 
}in the capitalization are an in- 
crease in the number of shares 
of preferred stock to 2250 from 
500 shares and an increase in 
common stock shares to 1400 
from 750 shares. 





MANN EDGE TOOL CO. 
REACHES 50TH YEAR 
The Mann Edge Tool Co., 


Lewiston, Penna., is celebrating 
its Golden Anniversary.  Al- 
though the company has been in 
business for 50 years, “Mann” 
axes have been manufactured 
for 150 years. Prior to 1800 
| they were made by hand and 

















Hardware Stores Can Get 


Home Canning 


it was pointed out, since the or- 
der classifies “canners” as those 
packing for resale. 

An increase in home canning 
this year is desirable in order to 
lift some of the pressure on com- 
mercial canners, the branch 
added. The Department of Agri- 
culture hopes to raise home can- 
ning to a level about 100 per cent 
above 1941. The number of cans 
required for home and _institu- 
tional purposes this season is not 
likely to exceed 50,000,000. Manu- 
facture of this amount will re- 
quire about 100 tons of tin, it 
was estimated. 


Certain Plumbing Fixture Producers 
Asked To Maintain Present Prices 


As a result of these reports 
OPA started studies of both 
these branches of the plumbing 
supply industry. These studies 
indicated that the proposed in- 
creases, if permitted, would have 
a chaotic effect upon the building 
industry. 

Mr. Henderson warned that if 
these requests were not observed 
by members of the industry, OPA 
would issue a temporary price 
schedule, freezing present prices 
until completion of the industry 
study. 


since 1825 have been made by 
machinery. In celebration of the 
anniversary, the company has is- 
sued a new, illustrated catalog. 





ANDERSON HEADS 
FARWELL, OZMUN, KIRK 


At the annual board of direc- 
tors meeting of Farwell, Ozmun. 
Kirk & Co., St. Paul, Minn., I 
W. Anderson was elected presi- 
dent to succeed C. H. Bigelow, 
who has retired. 

Mr. Anderson started with the 
company as office boy in 1902. He 
then served as order clerk. claim 
boy, traveling salesman, district 
manager, and in other capacities 
until 1927 when he became sales 
manager. He has since served 
as both secretary and treasure: 
of the company. 

Mr. Bigelow, retiring presi 
dent, retains his place on th: 
board of directors. He has served 
the company since 1888, becom- 
ing president in 1915. 
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OBITUARIES 





ROBERT S. KUYKENDALL | Disston company for 25 years. 


Robert S. Kuykendall, 59, During this association he be- 
hardware merchant of Moore-|¢#me well known in the hard- 
field, W. Va., and former presi- | ¥@T® industry. Mr. Nelson is 


dent of the West Virginia Hard- | S¥tvived by his widow and two | 


| daughters. 


JAMES H. WILLIAMS 


| James H. Williams, president 
|of J. H. Williams & Co., New 
| York City and Buffalo, N. Y., 
|and a founder of the American 
| Drop Forging Institute, passed 
| recently, following an operation 
|in a New York hospital. Mr. 
Williams was also president of 
| the Brooklyn Chamber of Com- 
|merce in 1921 and 1922. 





R. S. KUYKENDALL 


SAMUEL C. DINKINS 
ware Association, passed away| Samuel C. Dinkins, 77, presi- 
recently of a heart attack. Mr.| dent and founder of Dinkins- 
Kuykendall’s entire business | Davidson Hardware Company, 
career was spent in the hardware | Atlanta wholesalers and one of 
business. He formed his own | Georgia’s oldest hardware firms, 
company in 1909 and opened the | died in Atlanta recently after 
first exclusively retail hardware | three weeks illness. 
business in the South Branch A native of Pike County, Ala- 





Valley. He retired from business | bama, Mr. Dinkins established | 


in 1936. His widow, and two] the business in Gainesville, Ga., 

sons and a daughter survive. in 1892 and moved it to Atlanta 

——- | in 1900. 

EDWARD T. GRIMES | Besides Mrs. Dinkins, surviv- 
| 


Edward T. Grimes, 58, sales 
representative for the American 
Chain & Cable Co. for more than | 
25 years passed away recently 
of a heart attack. Mr. Grimes 
represented the company in the 
Metropolitan New York area. 





B. FRANK ANTRIM 


B. Frank Antrim, 63, president 
of the Antrim Hdwe. Co., Cam- 
| den, N. J., passed away Feb. 17. 
ot ae | A former president of the Penn- 
LOTT L. NELSON | sylvania and Atlantic Seaboard 
Lott L. Nelson, 63, sales rep- | Hardware Association, Mr. An- 
resentative for Henry Disston &| trim had been president of his 
Sons, Inc., Philadelphia, Pa.,| company since 1928 and _affili- 
died Feb. 1, 1942, at Pittsburgh, | ated with it since 1902. The 
Pa. Mr. Nelson’s home was in| business was founded in 1889 by 
Parkersburg, W. Va. Mr. Nel-| Elwood Antrim. His widow and 
son has been connected. with the | a son, B. Frank, Jr., survive. 














Meaning of Contract 


OURTS are too dignified to say, “A contract means 

what it says and not what you’d like it to say, and 

once you sign it, you’re stuck with it.” They try hard 

and often to put the idea across, nevertheless. For in- 

stance, here’s this pronouncement by the Supreme Court 
of Vermont in a recent case: 

“To give force or effect to the defendant’s contention 
in this case is contrary to the clearly expressed intention 
of the parties as set forth in the agreement and requires 
reading into the contract something foreign to it. To so 
limit the plaintiffs’ rights would be to give a meaning 
tc the language used in the agreement of which it is not 
fairly capable and to substitute another and different 
contract. This is never permissible.” 
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ors include a daughter, two sons | 
who are carrying on the business. 
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No.915 MATCHED DRIPLESS SERVER SET 


A fine eye-appeal number. Consists of matched dripless 
servers — 48-ounce and 11l-ounce sizes. Tissue packed in 
smart set-up gift box. Tops and slides are Tenite plastic 
in choice of colors. Containers are clear glass. See your 


jobber . . 


. plan your promotion immediately ! 










SMARTLY PACKAGED IN cir] 
BOX * FOR YEAR-ROUND 
SELLING © IDEAL GIFT FOR 
MOTHER'S DAY * SHOWERS 
ANNIVERSARIES © BRIDGE 
PARTIES © BIRTHDAYS, ete. | 


Nationally Advertised 


in aprit issue of LADIES’ HOME JOURNAL 
more THAN 4,000,000 circuration... 


(Retail prices slightly higher west of Mississippi) 
STEP UP SALES...SELL COMPLETE SETS 











NEW YORK OFFICE — 200 FIFTH AVENUE 
WESTERN OFFICE — TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


LEAVITT ST., CHICAGO, ILLINOIS 


400 N. 





$1 











THEY WILL—IF THEY USE 
THE COMPLETE PLANT FOOD 


VIGORO 


Supplies ALL the 
food elements needed 
from the soil for 
tastier mineral-rich 
vegetables! 


rom VIGORO 
» VIGORO TABLETS 


(For wall and window boxes, potted plants) 


PRODUCTS OF SWIFT & COMPANY 


82 








FRANKLIN G. SMITH, 
president of The Osborn Man- 
ufacturing Company, Cleve- 
land, Ohio, makers of indus- 
trial and household brushes, 
molding machines and con- 
veyor systems, is 74 years of 
age and has been identified 
with the hardware and related 
industries for well over half a 
century, 50 years of which 
have been spent as head of the 
Osborn organization. Mr. 
Smith was born in Bellevue, 
Ohio, on October 23, 1867 and 
in 1887 entered the employ of 
a hardware firm in Cleveland. 
On February 2, 1892, he pur- 
chased the Osborn company. 
At that time the company staff consisted of one foreman, 
two men, two girls and three boys while the factory con- 
tained one machine, a cam-operated wire-cutter. Today 
the company’s payroll comprises 768 persons and its prod- 
ucts are shipped to practically every country in the world. 
Mr. Smith credits much of the growth of the company to 
able and cooperative associates. His own qualities of 
leadership have been demonstrated not only by the prog 
ress of the Osborn company but by the growth of the 
Ohio Rubber Company, Willoughby, Ohio, of which he is 


also president. In commemoration of his 50 years as presi- 





FRANKLIN G. SMITH 
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dent of tne Usborn organization, two perpetual Franklin G. 
Smith scholarships have been established in the School of 
Engineering of Fenn College, Cleveland. Mr. Smith has 
been a member of the board of trustees of Denison Uni- 
versity and has served on the building and grounds com- 
mittee of the university since 1925, having been chairman 
of that committee for many years. He has been active in 
Cleveland Community Chest drives and has worked in its 
campaigns for 21 years. He has also been a generous con- 
tributor to educational movements and various charities. 


W. R. VOORHEES, owner 
of W. R. Voorhees & Co., San 
Francisco, Calif., manufactur- 
ers’ agents, is 65 years of age 
and reached the half century 
mark in the hardware busi- 
ness in October. Mr. Voor- 
hees was born February 17. 
1876, entered the hardware 
field on October 12, 1891. His 
first business connection was 
with Walter T. Johnson & Co. 
of Newark, N. J., and he re- 
mained with that organization 
until April 20, 1895, when he 
became identified with the 
Russell & Erwin Mfg. Co., 

W. R. VOORHEES New York and New Britain, 
Conn., remaining with that 
firm for a quarter of a century until December 31, 1920. 
Since that time he has been engaged in his present busi- 
ness of representing factories and hardware lines. Mr. 
Voorhees has not been identified with activities outside 
of business. One couldn’t have much spare time to de- 
vote to outside interests when he has a hobby like Mr. 
Voorhees’. He says it’s selling. 





GOTTLIEB J. WEHRLE, of 
the Wehrle Hardware Co., Cleve- 
land, Ohio, is 79 years of age and 
has been connected with the hard- 
ware business for the past 59 years. 
Born Jan. 12, 1862, Mr. Wehrle 
started in the hardware business in 
1882, at the age of 20 when he en- 
tered the tinning and plumbing busi- 
ness with George H. Heningshaw. G. J. WEHRLE 
Mr. Heningshaw died in 1890 and 
his wife and son took Mr. Wehrle into the firm as a 
partner. In 1896 Mrs. Heningshaw retired from the busi- 
ness and the firm continued as the Heningshaw Co. until 
1916 when he formed the firm of Wehrle & Schmid Co. 
For the past 23 years the firm has been in the hardware, 
plumbing and sheet metal business at 14142 Euclid Ave., 
Cleveland. In 1913, Mr. Wehrle served as president of 
the Cleveland Master Plumbers Association. In 1920 he 
was the president of the East Cleveland Chamber of 
Commerce. He is a member of the Masonic Order and 
of the Odd Fellows and is also a member of the East 
Cleveland Kiwanis Club. He has now retired and has 
spent his past eight winters in St. Petersburg, Fla. His 
son, C. J. Wehrle, is now managing the business with 
which he hag been identified for over 20 years. Mr. 
Wehrle’s principal hobbies are fishing, shuffleboard and 
cards. 
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Tuey’re well-known, established, nationally 
advertised, hence preferred. For 20 years, your customers 
have seen Toro mowers doing a beautiful job on cham- 
pionship golf courses and big estates. Now they'll be 
further influenced this spring by Toro ads in American 


Home, House and Garden, House 
Beautiful and Sunset magazines. 


















Stock Toro, cash in on its fine 
reputation, benefit from its adver- 
tising campaign, make the sale. 
Write today for our catalog and 
dealer proposition. 


THE HOMELAWN 


Built in 18-inch and 21-inch sizes 
for lawns % acre to 2 acres—quick 
starting 4-cycle engine—strong 
pressed steel construction— makes 
quick, easy work of terraces—does 
a beautiful job of cutting—low 
priced. $83 up F.O.B. Minneapolis. 






THE STARLAWN 


A medium priced mower built 
in 24, 27 and 30-inch sizes for 
lawns 3% to 5% acres— quick 
starting 4-cycle engine—all 
steel construction—easy to 
handle around shrubs, trees, 
flower beds, etc.—built to give 
mm years of trouble-free service. 
Me $188 up F.O.B. Minneapolis. 


TO ee © MANUFACTURING 
CORPORATION 


Mowing Machinery Specialists For Over 20 Years 
MINNEAPOLIS, MINNESOTA 
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Engaged Couples 


The amount of merchandise 
which engaged couples buy each 
year is estimated at over one bil- 
lion dollars. One merchant goes 





Aa 4) 
“ONE MORE ENGAGEMENT AND I'LL HAVE MY 
KITCHEN COMPLETE” 


after this business by offering a 
free gift to every engaged couple. 
No purchases are necessary. The 
couple must come to the store to 
get the gift. A direct mail cam- 
paign is an important part of this 


program. 
* * tb 


Church Club Business 


One store stages an annual $300 
cash prize contest for church clubs. 
Each woman who buys in the store, 
registers the name of her church 
and the church which has the larg- 
est amount of sales wins the con- 
test. This has helped many 
churches increase their church 
treasury. 

* of * 


Improve Pastures 


The soil improvement and con- 
servation program instituted by 
the Federal government has paved 
the way for some very much ap- 
preciated local projects. The Cedar 
Rapids, Iowa, Chamber of Com- 
merce cooperated with the soil im- 
provement associations of the four 
surrounding counties and put on a 
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TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
E SALES 


pasture improvement contest. Fol- 
lowing this, they found the in- 
terest so widespread that they 
sponsored a four-county pasture 
clinic. The farmers appreciate 
this chance to find out the solu- 
tion to their own particular prob- 
lems. 
* * * 


Better Shipping 


The Altoona, Pa., Chamber of 


Commerce found it advisable to 
get behind a campaign for better 
packing and handling of merchan- 
dise, by putting on “Perfect Ship- 
ping Month.” They found that 
freight loss and damage could be 
greatly reduced in this way. 


* * . 


County-wide Program 

A county-wide cooperative ad- 
vertising program was planned by 
the merchants of Imperial County, 
Cal. They arranged for a 13-week 
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travel program to be broadcast 
over a Los Angeles radio station. 
Broadcasts were made once each 
week. The scripts were carefully 
prepared and covered all of the 
important historical incidents 
which have occurred in Imperial 
Valley, in regular sequence. This 
was an excellent*manner in which 
to advertise the valley as an in- 
teresting place in which to live, 
to visit and to shop. 


Show for Farm Women 


Farm women wield a great deal 
of influence in the business life of 
a community and an occasional 
cooperative promotion for their 











benefit is a good idea. The Sa- 
pulpa, Okla., Chamber of Com- 
merce recognized their importance 
by putting on a Flower and Vege- 
table Show, strictly for the farm 
women of the county. About fifty 
women participated in the show. 
The women were then entertained 
at a fried chicken luncheon. 


* * + 


Community Party 


Habit has a way of governing 
the actions of the buying public 
and every business man should see 
to it that the people of his com- 
munity get the habit of coming to 
his town. Northwood, Iowa, keeps 
the people coming during the sum- 
mer by a series of band concerts, 
and one big Community Party. At 
this Community Party, they had 
two bands, speeches and dancing 
on an open air platform. At each 
band concert, they presented the 
girls who were competing for the 
title of Miss Minniowa — “Miss 
Minnesota-Iowa.” At the last 
band concert of the season, the 
queen was crowned and given a 
wrist watch. The runners-up were 
given cameras and all the rest of 
the girls were given compacts. 
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Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Every dollar that you give now to your Red 
Cross marches into the thick of things where humani- 
tarian help is needed most—up to the fronts and battle 
stations where the fighting is heaviest. And throughout 
our broad land to train and equip volunteers to meet 
any emergency that may strike. 


How this War Fund is Used 


SERVICE TO THE ARMED FORCES $25,000,000 


Provides for the care of the Army and Navy, in- 
cluding services to men in hospitals and during 
convalescence. ® Provides an important link 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - $10,000,000 


Supplies emergency needs for food, clothing, 
shelter and medical attention for disaster vic- 
tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 
mum reserves of essential relief supplies to pre- 
vent unnecessary delays. 


CIVILIAN DEFENSE SERVICES - $ 5,000,000 
Trains volunteers for home nursing and nurses’ 

aides. ® Trains nurses, men and women, for ac- 

tive duty with the Army and Navy. ® Trains 

volunteers in First Aid and accident prevention, 

in Motor Corps, Canteen and Production. ® 

Organizes for evacuation of children and their 

families from stricken areas. ® Assists Red Cross 

Chapters in establishing effective coordination 

of emergency relief. 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS . - $ 4,000,000 


Gives assistance and service to the 3,740 Red 
Cross Chapters with their 6,131 Branches respon- 
sible for local Red Cross activities. 


OTHER A€#¥FVITIES AND 
CONTINGENCIES - - - - $ 6,000,000 


New activities made necessary by unexpected 
developments. 


TOTAL - + ++: + + + + $50,000,000 


THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this page to inform 
contributors how their donations are being expended. 
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HELP FARMS RAISE 
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YOU nin rue wae 


Rural America needs help! Drained of man power, 
agriculture is called upon to produce a record breaking 
volume of food. The only answer is MORE labor-saving 
equipment for farms! 


Running Water is a big labor-saver. Furthermore, run- 
ning water increases food output. 


Deming—like all water system manufacturers—is faced 
with the double-duty of producing war products simul- 
taneously with new farm water systems. The unavoidable 
result is that deliveries of new systems are slowed up. 


But, pending deliveries, YOU can help existing owners 
get the most service from their old equipment by selling 
Deming Repair Parts which are available NOW for 
immediate use. That’s how YOU can help to win the war! 


Write for complete details about Deming Repair Parts 
Assortments. 


THE DEMING COMPANY - SALEM, OHIO 
WE ORR RK ok BR DS 


5 


FARM WATER SYSTEMS 
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For Your Service Department 


—Awning Paint 


A new product makes its bow 
now when new awnings are 
no longer available and when 
old ones must be made to last. 


N EW awnings now will 


be as scarce as new tires, for the 
War Production Board has ordered 
the cotton-duck industry to devote its 
entire production capacity to mili- 
tary use. This confronts home own- 
ers with the problem of how to make 
their old awnings last. 

Offered as a solution to this prob- 
lem is a new kind of preservative 
paint, a pigmented solution, not a 
dye, designed especially for canvas 
awnings. Named “Setfast” awning 
paint and produced by the Aridye 
Corp., Fair Lawn, N. J., it is a prod- 
uct that fits into the hardware store’s 
service or paint department. 

Certain features are claimed for 
this product. It is said not to stiffen 
fabric; not to crack, and to be sun- 
resistant and water-repellant. More- 
over, it is said to retard mildew and 
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rot, through the action of a mildew- 
killing agent. Thus this paint acts 
as a preservative as well as to re- 
furbish old and faded awnings. 

Another feature claimed for “Set- 
fast” is its ease of application. For 
example, an ordinary store awning. 
it is said, can be finished before 
opening time if the work is started 
three hours previous. The paint is 
applied when the awning is in a 
vertical position against the store 
window but for finishing accessories 
such as flaps, etc., the awning should 
be in its normal position. Once the 
application has been made, it is 
stated, that rain will not hurt the 
paint and that under good weather 
conditions, the awning will dry 
thoroughly in a day. 

The manufacturer of “Setfast” 
tells of tests to which it was sub- 
jected before being offered to con- 
sumers. Canvas treated with this 





Railey-Milam, Inc., Miami. Fla., hardware store, tells the story of awning paint this way. The window was a tie-in 
in newspaper advertising copy and the special attention given this product by the firm’s outside salesmen. 





Showing how the job is done. 


product was placed in a “Fadeo- 
meter,” a machine used to test tex- 
tiles for wearing apparel. After 
1,000 hours in the “Fadeometer,” no 
appreciable color let-down was 
indicated. 

Another test was in a “Weather- 
ometer,” a device which accelerates 
the effects of outdoor tests. Two 
hours in this device are said to 
equal one day in the climate of 
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DEPENDABLE TOOLS 


steeled to the extta strains 


of sustained hard usage 


Quality, measured in terms of ‘physical fitness” for steady, trouble- 
free service, is first in the minds of tool buyers today. The trend 
is to tools that offer a long future of usefulness, predictable from 
known records of past performance. You'll find that Union Hard- 
ware Chisels and “Champion” Screwdrivers—standbys for three- 
quarters of a century—sell easily and profitably because they fill 
precisely every requirement of the quality-minded customer. 


The chisels are made of special-alloy, rust-resistant steel expertly tempered 
to hold an edge longer and to respond to repeated sharpenings. Available in 
standard blade widths, plain or bevel edge, plain or leather tipped hickory 
handles in the following patterns: Socket Firmer, Cabinet, Pocket, Butt and 
Framer. 


“Champion” Screwdrivers have long been recognized for their exceptional 
strength which results from an exclusive construction feature that positively 
prevents the blade from twisting loose in the handle. Offered in five styles 
(Regular, Cabinet, Machinist, Electrician and Special) and 25 blade lengths 
from the 144” Special to the 30” Machinist. 


Call on your jobber for full details and prompt, accommodating 
service. 








HARDWARE COMPANY 
mre ate 
TORRINGTON, CONN. 


NEW YORF OFFICE ISI CHAMGERS STREET 
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 LINCULN 


GREASE GUNS and FITTINGS 


Machines in factories, and tractors and imple- 
ments on the farm have bearings which must be 
properly lubricated so as to keep the equipment 
running. This is no time for machines to fail—so, 
a big market is open to you. Now, more than ever 
before, dependable lu- 
bricating equipment 
is required to dis- 
pense grease to bear- 
ings—and the Lincoln 
line puts you in a 
position to supply the 
proper lubricating 
equipment. 





Lincoln manu- 
facturesKleen- 
seal Fittings, 





Lincoln Grease Guns 
are available in either 
push-type or lever- 
type, in capacities 
from 3 to 18 ounces. 





Pin-Type Fit- 
tings and But- 
ton Head Fit- 
tings ina full 
range of sizes. 








Catalog No. 71, just off the press, covers the 
great line of Lincoln KLEENSEAL Grease Guns 
and Fittings. This up-to-the-minute catalog makes 
it easier than ever for hardware dealers and im- 
plement dealers to sell Lincoln Standard Type 
“K” Grease Guns, High Pressure and Volume 
Bucket Pumps, Transfer Pumps, etc. This catalog 
also covers a full range of all types and sizes of 
grease fittings. 


Consult nearest Lincoln 
jobber, or write us for 
details on this great line. 


GET FREE COPY of 
CATALOG No. 71 





LINCOLN ENGINEERING CO. 


Pioneer Builders of Lubricating Equipment 
ST. LOUIS, MO. 
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PRIORITY QUIZ 


0 HOW CAN I MAKE UP 
“ FOR LOST BUSINESS? 


A. SELL BETTER GOODS 





AT A BETTER PROFIT. 
x 








TRADE UP 


WITH BASSICKS! 
RING UP MORE PROFITS 












call 


DIAMOND-ARROW 

-Unique two-level 
ball race construction 
makes this the finest 
all-purpose caster... 
for office chairs, heavy 
beds and other aren | 
laneous equipment. 
For lighter use, on 
household furniture, 
there’s no better caster 
than DIAMOND- 
DART. These two 
“full floating” swivel 
Bassicks are tops for 
smoother, quieter per- 
formance. 








Specify these casters when you re-order 





WHEN YOU SELL YOUR 
CUSTOMER 


A BASSICK *‘DIAMOND- 
DART" 

WE WILL GET SUCH 
SATISFACTION 


WE'LL CALL YOU A MER- 
CHANT SMART 





> 
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CASTERS 


The Bassick Company, Bridgeport, Conn. 
The World's Lorgest Manufacturer of Casters 














Repainting an old awning to last “for the duration” at Walter A. Hoblin’s 
hardware store, Garth Road, Scarsdale, N. Y. A fresh, one-color effect was 
achieved by selecting awning paint to cover darkest tones of stripes. 


Washington, D. C., and after 600 
hours, the awning-painted canvas 
again indicated no appreciable dif- 
ference in color from the original 
sample. 

“Setfast” is available in seven 
colors in addition to black and white, 
the latter being specially recom- 
mended for lettering. Though the 
paint is of the proper consistency 


for brushing or spraying on, it may 
be thinned with naphtha, benzine, 
or mineral spirits. The colors are 
also designed to combine well, so 
that a number of desired shades or 
colors may be obtained by proper 
mixing. Sold in quarts to retail at 
$1.40 and in gallons to retail at 
$5.00, the dealer is given a 40 per 
cent margin. 


Hack Saw Blades in 1942 


{[FFICULT as it is to comment 

on the outlook for 1942 as it 
will affect a hardware manufacturer 
and a hardware distributor, never- 
theless, certain aspects appear to me 
quite hopeful in maintaining our re- 
spective places. 

The Office of Production Manage- 
ment has supplied the vehicle 
through the various ‘priority forms 
that should permit both the hard- 
ware manufacturer and the hard- 
ware distributor to ride over fairly 
smooth roads. 

Some of the traveling may be a 
bit rocky at times, but, as it refers 
to the industry with which I am 
associated, namely the manufacture 
of hack saw blades, the outlook is 
satisfactory for two reasons namely: 

1—A hack saw is an essential tool 
necessary to defense and war pur- 
poses therefore its manufacture in 
large quantities is assured. 

2—Government Offices, O.P.M., 
etc., are interested in assuring an 
uninterrupted supply. 

There are innumerable items of 
hardware in the same category as 
hack saws, that is, vitally necessary 
to defense and war purpeses. Hard- 
ware manufacturers will be taxed to 






their plant capacity, likewise dis- 
tributors of hardware items will be 
employed in getting the hardware 
items to the needed source through 
their known ability to perform that 
function, with the greatest speed and 
least cost. 
—Ww. E. Cross, Vice-president. 
Clemson Bros., Inc., 


Middletown, N. Y. 











CURTAILMENT 
(CONSUMERS’ DURABLE GOODS) 


Materials 


for 


WAR 
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Showing war's inroads on produc- 
tion of consumers’ durable goods. 
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LIFES LITTLE UPSETS 


by HaeniPsen 


...they’re BOUND to occur, so 
you’re BOUND fo sell ‘’BISSELLS”! | 








AND WROUCHT STEEL 


HARDWARE 
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or The clean rug gets the shavings, and another “Bissell” 
“= ad gets a big audience! 

it Women are amused at seeing these rug-littering epi- 
- sodes ... these familiar little upsets which happen so 


frequently in every home. That’s why ‘‘Bissell’’ adver- 
tisements feature one well-known “accident” after 
another. 

During 1942, there will be 120,557,925 of these 
sales-compelling messages in 21 national magazines. 
Remember...time and again, surveys prove that 
“Bissell” ads are read by 3 to 5 times more people than 
read other ads of the same size in the same publication! 
The result is greater consumer-acceptance and de- 
mand for ‘Bissell’... which means bigger volume, 
bigger sales for you. Especially if you feature Bissell 
Carpet Sweepers in your own ads and store-displays. 


“BISSELL’’ POINTS POINT TO MORE SALES! 





























EXCLUSIVE! The famous Hi- 





NQ.1735 NO.1925 
Wrought Steel Seseer Door Sets Wrought Stee! Goroge Hardware 


Quality Products Manufactured Since 1899 





| Manufacturing Company 


ERIE. PENNSYLVANIA 


AT 









% WEW YORK: 45 St. BOSTON: 100 Purchase 
CHICAGO: 162 HN. Clinton St. 
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lo Brush Control adjusts it- 
self at once to nap-length of 
any rug. 


IMPORTANT! The Sta-up 
Handle stands by itself when- 
ever the user wants it to. 

















BIG POINT! Just a pressure 
of the thumb is needed for 
Bissell’s easy-emptying, 
quick-emptying feature. 











BIG SALES! Bissell Sweepers 
outsell all other makes com- 
bined. For “Bissells” can’t be 
beat when it comes to grand 
and thorough clean-ups, keep- 
ing rugs spic and span. 


PUSH ‘'BISSELL’’ PLENTY 
FOR PLENTY ‘‘BISSELL’’ SALES 


BISSELL CARPET SWEEPER COMPANY 


GRAND RAPIDS, MICHIGAN 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Screw Vise 


Has movable front, precisely guided 
(air tight) in main body and securely 
enclosed so that no chips can reach 
spindle and nut. Maker states vibration 





is eliminated and has no dead motion 
no side twist, no parts to wear out. 
Interchangeable jaws. Jaws of special 
high quality steel with fine surfaced 
serration are standard equipment. Spe- 
sial jaws with smooth surface in steel, 
brass or copper available at small addi- 
tional cost. Vise opens to 5% in. for 
actual use. May be used with or with- 
out swivel base. Wilton Tool Corp., 936 
Wrightwood Avenue, Chicabo, III. 


Oil And Vinegar Set 


No. 46l—tray and server tops of 
Tenite plastic; slides and springs of 
stainless steel. Ribbed clear-glass con- 
tainers are of 7-0z. capacity. Can also 





be used as a server set for cream and 
sugar. Set retails complete at $1. 
(Slightly higher west of the Missis- 
sippi.) Federal Tool Corp., 412 N. 
Leavitt Street, Chicago, III. 


Fence Controller 


“Shox-Stok”—Model PH, an all-elec- 
tric unit. Has no moving parts, oper- 
ates in any position, no tubes to re- 
place, no service or attention needed, 
built-in lightning arrester, tamperproof 
and weatherproof heavy steel case, com- 
pletely riveted. Pilot light indicates 
shorts. Suggested retail selling price, 





$13.95; 110-volt A.C., five-year guaran- 
tee. Also available in a battery model 
which retails for $9.95 less battery. 
Guaranteed Products Corp., Wellington, 
Ohio. 


Shower Curtain Hooks 


The new set of 12 plastic shower cur- 
tain hooks recently introduced by the 
Emeloid Co., Arlington, N. J., are sim- 
ple to attach but won't slip off the 
shower rod, nor can the curtain be- 
come loose. Available in white, black 
and crystal. Retail at 25 cents per 
dozen, mounted on an attractive card. 





Congoleum Pattern 


No. 335—a Pennsylvania Dutch ef- 
fect being introduced in the “Gold Seal 
Congoleum Superwear” rug line of Con- 
goleum-Nairn, Inc., Kearny, N. J. The 





light tan damask background with its 
outline floral bouquet is accented with 
red, pink and blue flowers. Floral 
border is of the same coloring as the 
bouquets with an outside tan strip. 


“Quad” Waffle Iron 
The “K-M Quad” waffle iron bakes 


four waffles at once, browned to the 
shade selected on the automatic control. 
Fully automatic, the “Quad” has a signal 
light which indicates when to pour in 
the batter and when to remove the fin- 
ished waffles. A dual hinge permits 
opening both grids on one unit at the 
same time. Finished with chrome and 
genuine walnut handles. Complete with 
Undewriters’ Laboratories Labeled cord 
set. 1400 Watts; 110 to 120 Volts; AC 
only. List, $16.95. Knapp-Monarch Co., 
St. Louis, Mo. 
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Window Trims—New Packages—New Colors—Catalogs 


Plug-In Home 
Water Systems 


Come complete, ready to plug-in, as 
a package unit. Only installation re- 
quired is to make pipe connection from 





pump to well and from well to outlets. 
Special wiring and electrical equipment 
not necessary to get the system in oper- 
ation. Ordinary plug-in outlet will 
handle the load. Fairbanks, Morse & 
Co., 600 S. Michigan Ave., Chicago, III. 


Glass Encased 
Alarm Clock 


“Crystalarms” utilizes non-critical ma- 
terials without lessening value of fin- 
ished product. Case design is of clear 
glass with harmonizing gold colored 
trim, decorated dial and convex crystal. 
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Has guaranteed 40-hr. spring movement 
with concealed alarm. Height of clock 
is 5 in.; width, 6 in. The William L. 
Gilbert Clock Corp., Winsted, Conn. 


New Soap-Saver 


New plastic soap-saver, made by the 
Emeloid Co., Arlington, N. J., said to 
prevent soap from dissolving in the 
water which usually accumulates in the 
bottom of the ordinary soap dish. De- 
vice consists of numerous rows of plas- 
tic cones, about * in. high, upon which 
the cake of soap rests. Size approxi- 
mately 2% by 4% in. will fit any soap 
dish. Assorted marbleized colors. Re- 
tails for 10 cents. 


Wall Paper Cleaner 


“Magic”—removes_ grease and oil 
spots without injuring paper, color, or 
pattern, maker states. May also be used 
on upholstered furniture and carpets. 





Comes in 4-pint cans, 12 to a counte1 
display carton. Lists at 25 cents each. 
Magic Iron Cement Co., 2164 DeForest 
Rd., Cleveland, Ohio. 


Hose Reel 


“Ace”—made_ with channel _ steel 
frame and wheels. Has heavy gage 
drum. Hose capacity is 100 ft. finished 
in duo-tone red and green baked 
enamel. Overall height, 33 in.; width, 
15 in. The channel steel welded wheels 
have welded cross arms and drum 
flange. General Hardware Co., Milwau- 
kee, Wis. 






























Removable Casing For 
Console Heaters 


The Cole Hot Blast Mfg. Co., 3108 
W. 5lst Street, Chicago, IIl., offers a line 
of console design oil and gas heaters 





which features a casing that may be re- 
moved from the heating unit whether or 
not attached to flue. No tools are re- 
quired. This makes it possible to keep 
a space heater clean inside as well as 
out and also by- keeping the heater 
clean, to prevent dust which ordinarily 
collects from depositing itself on walls 
and ceiling. Casing may be removed 
while heater is in operation. 


Blackout Paint 


The development of a complete line 
of “blackout and camouflage” paints to 
meet the current war emergency has 
been announced by the Paint Division 
of the Pittsburgh Plate Glass Co., Pitts- 
burgh, Pa. The paints are designed for 
domestic and commercial use in areas 
subject to possible air raids. They ob- 
scure interior illumination when applied 
to windows, skylights, and other glazed 
openings. The blackout and camouflage 
paints have been developed in four prin- 
cipal colors, black, smoke gray, earth 
drab, and neutral brick. 
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Glue Display 


The Franklin Glue Co., Columbus, 
Ohio, offers a special counter display 





to hold 12 quarter-pint cans of its 
product. Glue is applied and has no 
objectionable odor. 


Blackout Material 


A new type of blackout material, 
called ‘Black Beauty Corrugated,” is 
manufactured with one smooth side of 
heavy black paper, while the other side 
is corrugated from heavy ivory-colored 





WHATS NEW 





paper. In use, the smooth black sur- 
face faces outward, while the ivory side 
forms an attractive and cheerful inte- 
rior in keeping with all room color 
schemes. The black outer surface ab- 
sorbs any possible light leaks at window 
edges, and the double material is so 
opaque that the strongest room lights 
will not penetrate, maker states. Three 
principal methods of use have been de- 
veloped for this blackout corrugated. 
The simplest requires only adhesive 
tape to secure the material to the win- 
dow frame. The other two methods use 
thin slats fastened to the top and _bot- 
tom of window size sheets. When not 
in use, this type of blackout shade is 
concealed at the top of the window, un- 
der curtains, draperies or cornice board, 
the rolled shade tied by a cord. Pulling 
the cord releases the shade and allows 
it to drop into place. Sherman Paper 
Products Corp., Newton Upper Falls, 
Mass., and Los Angeles, Cal. The ma- 
terial can be purchased as corrugated, 
as complete shades or in ‘make-your- 
own” kits, containing complete materi-’ 
als for making shades. 


el fot of Bed 


Don't let your “all-out” service of supply be 
stalled by “all out of threaded fasteners’ 





CHECK WITH TRIPLEX . . . With time 


the important 


element in production everywhere, it behooves all suppliers §& 
to “see ahead” as far as possible in obtaining correctly §& 
made materials and parts. Controlled production helps you §& 
get deliveries from TRIPLEX on schedule—protects qual- §& 


ity and workmanship. Write for samples and prices. The 


Triplex Screw Co., 5317 Grant Ave., Clevela 


nd, Ohio. : 


“BOLTS «NUTS AND RIVETS 


MILLIONS 


RS ee 





Westinghouse 
Refrigerator 


The 1942 line has been confined to 
six models, four of 7 cu. ft. size and two 
of 9 cu. ft. size. The wide range “Tru- 
Temp” control system has ben extended 





to the entire line; full size evaporators 
are provided for all models; the meat 
keeper and crisper compartments are 
retained, and a new storage bin which 
opens outward without the necessity of 
opening the refrigerator door has been 
introduced. The evaporator door is now 
of porcelain enamel with ornamental 
facing instead of aluminum. Sixteen 
possible shelf arrangements are possible 
in the new models. A hinged shelf to 
permit storage of milk bottles or other 
large containers in the lower section, is 
introduced. “Dolly Madison” seven, is 
illustrated. Westinghouse Electric & 
Wig. Co., Mansfield, Ohio. 





Arbogast Catalog 


This is an interesting new catalog 
that is novel in its presentation of baits. 
Pictures of these are used to illustrate 
letters from fishermen telling of their 
experiences in using Arbogast baits. 
Copies available from Fred Arbogast, 
313 W. North Street, Akron, Ohio. 


Pet Supplies 


J. C. Decker, Inc., Montgomery, Pa., 
has issued a new catalog, No. 42, illus- 
trating dog collars, harness, leather 
leashes, chains, accessories, etc. In- 
cludes a collar and harness chart for 
different breeds of dogs. 
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Battery Displays 


The Winchester Repeating Arms Co. 
and Bond Electric Corp., Division of 
Western Cartridge Co., New Haven, 


+ 
WINCHESTER 


mREiEeS 


BATTS 





Conn., are offering dealers battery dis- 
plays as illustrated. The displays pro- 
vide protection against pilferage yet 
give full view of the contents. The Win- 
chester cabinet is in brilliant red, yel- 
low and blue, and holds 36 No. 1511 
“Hi-Power” batteries. The Bond cabi- 
net, in the same colors, holds 36 No. 
102 “Super Power” batteries. Cabinets 
are 15% in. high, 9 in. wide and 8 in. 
deep. Each is available with an assort- 
ment of merchandise. 


Power Flour Mills 


No. 9084, illustrated—equipped with 
a V-belt pulley and also a handle for 
manual operation. No. 9082 has a flat 
pulley. Motor of 1/3 h.p. recommended 





for power operation. By turning adjust- 
ment screw, any degree of uniform fine- 
ness or coarseness of grind can be ob- 
tained. Arcade Mfg. Co., Freeport, Ill. 


Bathroom Cabinets 


“Glorifying the American Bathroom” 
is the theme of the 1942 catalog of the 
Viami Cabinet Div., The Philip Carey 
Ufg. Co., Middletown, Ohio. The cata- 


log shows how beauty and convenience 
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may be byilt into the bathroom by the 
use of newly designed fluorescent and 
tubular lights. A section illustrates at- 
tractive cabinet ensembles for homes of 
every size. Complete layouts are sug- 
gested for the guest bathroom, master 
bathroom, small and large family 
homes, and suitable selections of equip- 
ment for low cost homes. Also shown 
in the catalog are the company’s elec- 
tric heaters. 


Sewing Chest 


For Mother’s Day and other gift pro- 
motions, a lustrous walnut burl and 
English oak, grdined wood sewing chest 
is suggested by the Pilliod Cabinet Co., 
Swanton, Ohio. Contains a_ mirror, 
handy roll-tape-measure, thimble, small 
scissors, and pin cushions. Chest is 11 
in. long, 7 in. wide, and 5 in. high, 
overall. 


Floor Finish 


O’Brien Varnish Co., South Bend, 
Ind., offers a new “alternate” floor fin- 
ishing product which is said to combine 
the sealing qualities of shellac and the 
filling properties of paste filler. Called 
“Adamantean Filler and Surfacer” it 
can be applied to any new or resanded 
floor and is said to impart no color and 
to serve equally well as a base for a 
gloss varnish, dull varni-h, or wax finish 
coat. 


Crippled Shad 


The ‘True Temper” Crippled Shad 
is a floating bait with wounded minnow 
action. In every respect these baits are 





dead ringers for this natural fish food, 
maker states. Iridescent enamel finish. 
In six finishes only which to meet 98 
per cent of all bait casting require- 
ments. Rock and stump jumper—pat- 
ent applied for—prevents the bait from 
snagging. Body length, 2%4 in.; weight, 
* oz.: $1.10 each. The American 
Fork & Hoe Co., Sporting Goods Divi- 
sion, Geneva, Ohio. 


Sash Cord | 


“Zip-In”’—a replacement for broken 
sash cord or chain in any window. Slips 
in without difficulty. Requires only 
simplest household tool for installation. 
J. M. Bruce Mfg. Co., Chicago, Ml. 


Tool and die workers, maintenance men, repair crews, makers 
of experimental parts, must have quick service today. When 
a small spring breaks, when wire forming is needed, when 
a new design is required, they can perform the job quickly 
by using the correct size of XLO music wire. There is a con- 
stant demand for XLO music wire. 


XLO comes to you in attractive packages in red and silver for 
all standard sizes of music wire in units of '/4 |b., '/2 Ib., | Ib., 
and also special 5 Ib. packages. Wire sizes from .003 to .200. 
Johnson Steel & Wire has enlisted a heavy ‘production of 
music wire for the war. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 


* MASSACHUSETTS 





NEW YORK - AKRON - DETROIT - CHICAGO - LOS ANGELES - TORONTO 
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Lavatory Brush 


No. 90 “New Art”—made of a “drip- 
less” Latex sponge with self-wringing 
construction. Loosens and absorbs dirt, 
releasing it to be flushed away by pres- 
sure of brush against inside of bowl. 





Suggested selling price, 89 cents; deal- 
er’s cost, $6.84 per dozen. Display stand, 
holding three brushes, available. Art- 
moore Co., 108 N. Water Street, Mil- 
waukee, Wis. 


Beaver Pipe Tools 


A new 28-page 1942 catalog and four- 
page condensed catalog are announced 
by Beaver Pipe Tools, Inc., Warren, 
Ohio. The general catalog covers the 
complete line of portable pipe and bolt 
cutting and threading machines; port- 
able pipe and bolt cutting and thread- 
ing power drives and power units; pipe 
cutting and threading tools, % to 12 
in.; pipe reamers, vises, sawing vises, 
grooving and beveling tools and thread- 
ing oil. The condensed catalog is a 
quick reference book, of special interest 
to wholesalers’ salesmen. 


Dog Repellents 


“Chaperone” in powder and liquid 
form. Former for indoor use, keeping 
dogs off furniture, etc., and also to pro- 
tect female dogs. Liquid form is for 
outdoor use in garden. Liquid “Chape- 
rone” retails in a 50-cent and $1 size; 
powder Chaperone in a $1 cone and 
25-cent sprinkler can. Also cat repellent, 
“Pussy Scat,” retailing at $1 for a 
cone and 25 cents for sprinkler can. 
Sudbury Laboratory, South Sudbury, 
Mass. 


Hardware Catalog 
The Jackson Hdwe. Co., Aberdeen, 


S. D., has issued a new general catalog 
illustrating the lines it distributes: me- 
chanics’ tools, farming tools, pipe, valves 
and fittings; nails and wire; builders’ 
hardware; cutlery; stoves and ranges; 
household equipment; arms and am- 
munition; sporting goods; fishing 
tackle; electrical appliances and sup- 
plies; radios and equipment. 
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Victor Fan Catalog 


The new green and black eight-page 
catalog, approximately 8% in. by 11 in. 
in size, shows the complete line of Vic- 
tor “In-Bilts.” The new catalog is 
designed for serving both as a presen- 
tation booklet and as a manual for Vic- 
tor salesmen and jobbers. A complete 
page is devoted to illustrating “In-Bilt” 
construction features and design advan- 
tages. Specifications for each model are 
conveniently listed for quick reference. 
To secure a copy, write Victor Electric 
Products, Inc., 2950 Robertson Road, 


Cincinnati, Ohio. 


Floor Treatment 


“Color-Flex-Plus” — a complete unit 
consisting of a cleaner and dye-like 
coloring. Cleaner removes dirt, grime, 
and grease—and neutralizes excess al- 
kalinity in concrete—to enable the dye- 
like coloring to form a perfect affinity 
with the floor, maker states. Said to 
eliminate need for scoring and etching 
floors and bleaching and sanding of 
wood floors. Complete information 
available from Flexrock Co., 2301 Man- 
ning St., Philadelphia, Pa. 


Worthington Catalog 


The Geo. Worthington Co., 802-803 
St. Clair Ave., N. W., Cleveland, Ohio, 
has issued a 1942 catalog which it terms 
its “consumerized” catalog. This newly- 
styled catalog is attractive with easy- 
to-read typography. Suggested retail 
prices are given on all items. 


Fuse Display Box 


Shows at the glance the features of 
“Royal” crystal glass top fuses. Dis- 





play box is less than 6 in. wide. Royal 
Electric Co., Pawtucket, R. I. 


Hotpoint Range 


Hotpoint’s “Masterpiece” range is fin- 
ished in gleaming white porcelain. Two 
venetia-type lamps and twin condiment 














jars add beauty and utility to the mas- 
sive backsplasher. Has _ illuminated 
switch dials of clear plastic. Metal unit 
locators are mounted above each switch. 
This range has one giant and two util- 
ity-size Hi-Speed Calrod units with five 
measured heats, for all types of surface 
cooking. The seven-quart porcelain 
enamel thrift cooker. has a metal alloy 
lid. Has over-size “Flavor-Seal” oven. 
In the range oven, heat is balanced and 
distributed from all directions within 
the oven, according to the oven heat 
selected for a particular operation. A 
white combination roasting and broiling 
pan and aa adjustable meat rack are 
standard equipment in this range. Two 
utility drawers, one with a built-in warm- 
ing unit for keeping plates or food at 
serving temperatures. This drawer con-* 
tains a removable plate rack which al- 
lows air to circulate around the plates, 
warming them more rapidly. Also stand- 
ard are the built-in “Timemaster” and 
“Timemeasure.” Evison General Elec- 
tric Appliance Co., 600 W. Taylor St., 
Chicago, Ill. 


Camouflage Paints 


Camouflage paints have been an- 
nounced by the Sherwin-Williams Co., 
Cleveland, Ohio. Made in such colors 
as field drab, earth brown, and dark 
green according to color standards. The 
new paints are designed for spreading 
over roofs, buildings, streets and other 
structures, 


Tackle Catalog 


Percy Tackle Co., Portland, Me., has 
issued a new catalog on light trolling 
lures and tackle. Listed are a series of 
counter assortments. 
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Machine Tool Cabinets 


A handy work bench-cabinet which 
features security and all-around useful- 
ness. Heavy gage working surface ideal 





for small vises and grinders. Twelve 
square feet of enclosed storage area are 
protected by full swinging triple latch 
doors equipped with padlock hasp or 
built-in flat key lock. Center shelf is 
adjustable on 1% in. centers. Finished 
in durable green baked enamel. Lyon 
Vetal Products, Inc., Aurora, Ill. 


Gloves From 
Reclaimed Rubber 


Successful manufacture of rubber 
gloves from reclaimed rubber is an- 
nounced by The Pioneer Rubber Co., 
Willard, Ohio. Company states that 
these new gloves are almost as good as 
the former type. Satisfactorily elastic, 
and though slightly lower in tensile 
strength, the quality is claimed to be 
adequate and with a little care to give 
as good service and protection as the 
former household gloves. 


Universal Tire Lock 


“Ivano Tirelox”—an easy to install 
sturdy tire and wheel lock. No extra 
bolts, nuts, or tools required. Locking 
unit is a tumbler cylinder. Knurled 
bracket, illustrated, is placed under lug- 
nut. Lock slips over bracket, fastening 


rigidly in place. Said not to rattle or 
swing from side to side. Lists at $6.00 
per set of four; $7.50 per set of five. 
All sets keyed alike. Two keys with 
each set. Locks registered so that new 
keys are obtainable. Ivano, Inc., 123 E. 
21st St. Chicago, Tl. 





Air Conditioning 
During Blackout 


“Blackout Plesantaire” is a machine 
which brings in filtered fresh air, cleans 
room air and exhausts stale air simul- 
taneously if desired, maker states. Does 
not act as a room cooler but it is 
housed in a cabinet to which refriger- 
ation equipment will be added when 
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materials are available. Fits in the 
window with plywood wings, filling in 
additional space on either side of the 
unit. Machine is 28 in. wide, 14% in. 
deep. Covered in simulated leather. 
Plesantaire Corp., Washington, D. C. 


Shelf-Heavy Hardware 


General catalog No. 42 has been 
issued by the Keith-Simmons Co., Inc., 
Nashville, Tenn., illustrating and describ- 
ing its lines of industrial hardware; 
paints, and oils; electric refrigeration; 
electrical supplies; radios and radio 
tubes; guns and ammunition; fishing 
tackle; sporting goods; builders’ hard- 
ware; building materials; housewares; 
automotive supplies; garage equipment; 
cutlery, pipe fittings, and farm tools. 


Rat Killer 

“Quick-Death”—kills rats and mice 
only. Put up in moisture-proof contain- 
ers that retail for 15 cents each. Dis- 





& 


played on card. Also available in '4-lb. 
cans. Ohio Products Co.. North Madi- 
son, Ohio. 


Barbed Wire Types 
Simplified 

In the interests of conservation of 
materials and simplification of product, 
American Steel & Wire Co., Cleveland, 
Ohio, has revised its galvanized barbed 
wire types. In the future all two-point 
barbed wire is to have a uniform spac- 
ing of 4 in. between barbs and all four- 
point barbed wire a uniform spacing of 
5 in. between barbs. After present stocks 
are sold out there will, therefore, be no 
differentiation between the former “hog” 
and “cattle” wire, and only one style 
spacing instead of two in each brand or 
style will be available. Company states 
that the revised spacing of barbs will 
serve satisfactorily all purposes for which 
barbed wire is designed and at the same 
time reduce the number of styles of 
barbed wire jobbers and dealers must 
stock to serve their trade properly. Six 
styles will now be produced instead of 
twelve. Under the new standards 
American Glidden, Baker Perfect, Wau- 
kegan two-point and American Special 
are the two-point styles available with 
4-in. spacing only. Lyman four-point 
and Waukegan four-point are made 
with 5-in. spacing only. 
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Rubbing bricks, with or without handles, bring concrete 
contractprs into your store to buy. 





assortments on your counter sell quickly . . 
repeat often. 











The Berea Catalog and Merchandiser 
No. 22 is @ salesbuilding book you 
will enjoy reading. Send for it to- 
day . . no obligation! 


BEREA ABRASIVES 
1126 Deilders Gachooge Bid 
LEVELAND, OHIO 


‘ ps | 
SANG 


CLEVELAND 


ABRASIVES 












” For Your Profits Sake!” 














National Hardware Week 


April 16-25, 1942 


What Some Manufacturers 
Are Doing 


Union Steel Products Co., 
Albion, Mich. 


Suggests its “Hi-Lo” picnic stoves 
for National Hardware Week. 
With these stoves the company is 
offering a three-color counter dis- 





play card, free to dealers. Also 
available are window posters and 


advertising cuts and mats. 


Cory Glass Coffee Brewer Co., 
Chicago, Il. 

Offers a special Hardware Week 
assortment plus a four-color window 
or counter display, a rod display 



















card, window streamer, two news- 
paper ad mats, 100 envelope stuffers, 
a national advertising broadside. 
“Cory” catalog and one authorized 
“Cory” dealership “Decal.” The 
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merchandise assortment is com- 
posed of 10 “Cory” brewers, 12 glass 
rods; 8 pieces of properly assorted 
replacement glass, and a repair kit. 
The total retail value of the assort- 
ment is $68.75; dealer’s cost, $35.07. 
The repair kit is offered at $5.00 
with the assortment and has a regu- 
lar retail value of $9.30. It includes 
an assortment of 19 different re- 
placement parts. 


The Franklin Glue Co., 
Columbus, Ohio 


For National Hardware Week is 
making a special introductory offer 
of 50 per cent discount for all 
dealers on their first order of Frank- 
lin Glue. This glue is said to be a 
genuine hide glue. It comes in 
liquid form and is applied right out 
of the can. Special counter display 
to hold 12 regular quarter-pint cans 
is available free. 


Landon P. Smith, Inc., 
Irvington, N. J. 


Is repeating for the 1942 National 
Hardware Week, its colorful “Values 
Galore” button, offered last year. 
Six of the 144-in. buttons can be 
obtained free by writing the com- 
pany’s dealer service department. 


Flexible Steel Lacing Co., 
Chicago, Ill. 


Suggests its “Economy” package. 
featured in previous Hardware Week 
events. This package contains one 
set of “Alligator” steel belt lacing 
complete with hinge pins for a 12 in. 
belt which can also be broken to 
length for the narrower belts. 
These packages are put up in a 
display unit. 











Federal Tool Co., 
Chicago, Ill. 

Is offering No. 915 matched drip- 
less server set as a National Hard. 
ware Week special. This set con 


sists of two dripless servers in 48-02 








and 1l-oz. sizes, tissue packed in a 
set-up gift box. Servers have 
“Tenite” plastic tops and _ slides; 
ribbed, clear glass containers. Sets 
are specially priced for this event 
only and come packed 1/3 doz. to 
a carton in two assortments: No. 
915—all with red tops; No. 915-A 
-assorted, one each ivory, blue, 
yellow. and green tops. 


Seymour Smith & Sons, Inc., 
Oakville, Conn. 

Offers two National Hardware 
Week deals. No. HS-8 includes a 
complete minimum stock of eight 
hedge shears in price ranges to suit 
Besides the “Multi- 


every customer. 
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PONY 


Salid Shank 


FEATHERWEIGHT 


Shovels 


PERFECT 
BALANCE 


A new redesigned socket 
gives to the PONY Solid 
Shank Shovel the perfect 
balance which no other 


solid shank shovel has. 


Equipped with 
i} LOL 4 
BAND 


The famous ABW Shock 
Band gives to the shovel 
greater handle strength. 
This is a patented feature of 
PONY Solid Shank Shovels. 


Ath Your Jobber 


C ») 


~ AMES 


aa 
¥ 1774 ) 


AMES BALDWIN WYOMING CO. 


Parkersburg, W. Va North Easton, Mass. 


ABW PRODUCTS 
SHOVELS FORKS 
SPADES HOES 
SCOOPS RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 
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Min 3-IN-ONE 
INTO DOLLARS 











THIS NATIONALLY ADVERTISED 
OIL IS IN STEADY DEMAND — 
GIVES YOU STEADY PROFIT 


Get big-selling 3-IN-ONE Oil on display! A steady 
stream of advertising in 45 magazines plus coast-to- 
coast Radio over Columbia network is telling your 
customers about 3-IN-ONE and its many uses. This 
makes it easier for you to sell—easier to get more of 
the good profit on every can! Stock both the Regular 
and Heavy Body types. Suggest 3-IN-ONE with every 
item sold that requires lubrication. You’ll find it’s easy 
to turn 3-IN-ONE into dollars! 


THE A. S. BOYLE COMPANY 
Distributors 
Jersey City, N. J. 


“3-IN-ONE” OIL 
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why you have a business- 
building “‘natural’’ today in the 


PRIME 


Electric Fence Controller 


Short-handed, busy farmers want its 
* great savings of time and work. 


2 Uncle Sam wants the vital steel it 
* saves. 


3. It’s the trouble-free line. 

4. Prime helps you by providing top- 
grade merchandise backed by pro- 
ductive advertising. . 

Elmer over there at 
the left is the star 
of Prime’s big ad- 
vertising show in 
the farm papers. 

The World’s Only 

Bulhorg (strong as 

a bull, big as a horse, 

slippery as a hog), 

he shows how Prime 
holds all livestock, 

‘all the time, all 

over the farm. 





© 1942—Prime Mfg. Co. 


Your selling job is easy. The handsome new 
cabinet gets the eye — the Underwriters’ seal 
on AC units answers safety questions—Prime’s 
reputation for quality and nine-year record of 
success help close the deal. 


Elmer is about to make his bow in the farm 
papers. Let him go to work for you and cash 
in on his efforts. Ask your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee * Wisconsin 






lh 3 kj 
(Sp | SSF 
¥ ii The Prime seal, your 
assurance of depend 
ability 





& 


The Underwriters’ Seal 
(on AC units) your 
assurance of safety. 








Power” model the deal includes two 
popular priced numbers. New 
colorful counter display. Folders 
and other selling helps included. 
No. GS-12 deal provides a minimum 
assortment of 12 grass shears priced 
for the various price levels. In ad- 
dition to the “De Lux’ Ezy-Cut” 
model, two other popular types have 
been specially included. Counter 
display, circulars, and window 
streamers available. 


What Some Wholesalers 
Are Doing 


Shapleigh Hdwe. Co., 
St. Louis, Mo. 


Is cooperating in National Hard- 
ware Week by offering a retail sales 
plan to dealer built around a four- 
page advertising circular, designed 
to enable dealers to tie-up with the 
event and to be used effectively with 
the official display kit. These circu- 
lars contain timely merchandise 
selected on the basis of traffic-build- 
ing potentialities. 


The Geo. Worthington Co., 
Cleveland, Ohio 


Is offering its dealers a special 
National Hardware Week, four-page 
broadside for distribution to their 
customers. This broadside is 
printed in red, white and blue, and 
features merchandise at prices de- 
signed to attract consumers. Special 
newspaper mats and price cards will 
also be available. 


Hall Hdwe. Co., 
Minneapolis, Minn. 


Is cooperating by featuring Na- 
tional Hardware Week items on a 
special double page spread in its 
spring consumer catalog which will 
be issued April 1. 


Walter H. Allen Co., Inc., 
Dallas, Tex. 

Is featuring National Hardware 
Week merchandise on a_ center 
spread of its spring catalog and is 
also cooperating by helping its 
dealers plan their window and store 
displays. 


Buhl Sons Co., 
Detroit, Mich. 


Is offering dealers a National 
Hardware Week circular as part of 












































a complete program for this event. 
Cost to the dealer of this circular 
which is printed in three colors, red, 
blue, and black, on white paper, is 
$6.25 per thousand in any quantity. 





Baby Department 
Wins Friends 
(Continued from page 49) 


rack of custard cups for preparing 
baby’s food and for custards; 
small hot plate for nursery; elec- 
tric automatic bottle warmers; 
warming plate to keep food warm 
while eating, and bottle brushes. 

That’s quite a list, one that is 
most complete when viewed by 
parents or friends considering a 
“baby shower.” It stamps Potter’s 
as a logical place in which to pur- 
chase this merchandise. And the 
fact that people are able to select 
all these items in one centrally lo- 
cated store is fully appreciated. 

The window display was drama- 
tized by a large picture of a sleep- 
ing baby. And there’s a little hu- 
man interest story behind this 
picture. The mother was in Pot- 
ter’s shopping and the baby went 
to sleep in the shop. Jack Potter 
sensed the picture possibilities, 
wheeled the baby on the sidewalk 
and had a photographer take the 
picture. 





Quaint pottery figures shown 
in the foreground are all Los An- 
geles products. They represent 
well known Walt Disney charac- 
ters as Donald Duck, Mickey 
Mouse, etc. The little pottery 
stork standing with his well known 
bundle also helped in furnishing 
dramatic interest to the display. 
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ITT LINE 


marches on 


with dependable, long-life Cans and Pails, Oily Waste and 
Roller Cans, built to meet today's heavy demands. 

Proved by actual tests to outlast three to five ordinary cans 
and guaranteed; they give protection to both buyer and 
seller alike. 

The Complete Line of Witt Cans and Pails, in three different 
quality groups enables dealers to concentrate purchases in 
one source of supply, thereby saving time and money. 
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WICO CANS 


(left) are ruggedly 
built to give good 
service. Compare 
favorably with 
many competitive 
brands of heavy 
Cans. 
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Witt Cans and Pails are sturdily made from special analysis 
steel and are het dip galvanized by hand process. 


The complete Witt Line includes Ash Cans, Garbage Pails, 
Underground Garbage Receivers, Mopping Pails, Hooded 
Cans and Oily Waste Cans. 


The WITT Cornice Co. 


Winchell St. Cincinnati, Ohio. 


BRIGHTON 
CANS 


(right) are fine 
values for ‘“‘special 
sales’. Favorites 
with many domes- 
tic consumers. 
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Write for Catalog 















JACKSON SUPERIOR PRODUCTS 


-ARE BUILT TO MEET THE ALL OUT EFFORT 














Airplane factories . . . shipyards . . . munition 






plants . . . warehouses . . . everywhere that 







you find top speed construction you find 







Jackson Superior Products. They’re the kind 






that give long life and satisfactory service 





when the going gets really tough. That’s why 






for over 67 years leading Hardware dealers 





have assured themselves satisfied customers by 









selling the Jackson line. 






Ask Your Jobber for Details—Write for Catalog 42H 







JACKSON MANUFACTURING CO. HARRISBURG, PENNA. 
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* Planes, tanks, trucks, all call 
for tools and more tools. Vichek 


is answering the call with in- 
creased production. In this way 
we are attempting to meet gov- 
ernment needs first and also 
fulfill requirements of the trade 


to the fullest possible extent. 


THE VLCHEK toot co. 


3001 E. B7th St * Cleveland Ohio 






$3,000 Volume in Photographic Supplies 





(Continued from page 36) 


pers of various types, films of all 
kinds and special gadgets. A large 
stock is not essential but it must 
be complete. Most of the regular 
customers develop their own nega- 
tives and print or enlarge their 
own pictures. A complete line of 
the necessary developers, fixing 
solutions and toners are carried 
and these are always in demand. 

“We do not have a dark room 
at the store,” says Mr. Reber. 
“however, we do have one at the 
house, due to my son’s interest in 
this activity. Customers are often 
taken there so they may see how 
certain equipment operates and 


the boys often put on demonstra- 
tions for some of the younger pic- 
ture taking enthusiasts.” 

This line is not a suitable one 
for every hardware dealer, accord- 
ing to Mr. Reber. Some one in 
the store must be interested in this 
work and must be able to talk 
about it enthusiastically with cus- 
tomers. It is a line in which many 
people are inierested and the num- 
ber is increasing day by day. 
Photographic items are featured 
in the windows from time to time 
and this merchandise is also ad- 
vertised in the local newspapers. 


How’s the Hardware Business? 


(Continued from page 56) 


restricted the processing of manila fiber 
and the sale and delivery of manila 
cordage, by amendment to order M-36. 
Under it, processors of manila fiber are 
permitted to proces: and sell every 
month approximately 70 per cent of 
the average number of pounds a month 
of manila cordage sold by him in 1939. 
An order (M-84) to conserve the sup- 
ply of agave fiber and cordage and twine 
has been issued by W.P.B. Agave 
fibers, used mainly for binder and 
wrapping twine, come principally from 
the East Indies, Africa, Haiti and 
Mexico. The order restricts processing 
of agave fibers for wrapping twine to 
80 per cent of 1941 sales, for February; 
70 per cent for March and 65 per cent 
thereafter. For binder twine, needed 
for harvesting grain, the order permits 
the manufacture for the year ending 
July 31, 1942, of 110 per cent of proc- 


essor’s total sales during the 12 months 
ending Oct. 31, 1941. A new advance 
by one maker of cotton rope is reported, 
approximating four cents per pound. 
e oe oe 
Retail sales—While sales by 
retailers are showing this month milder 


“ 


gains from “stock-up” buying than in 
some earlier weeks, 1942 has started off 
with some very fine increases. In Jan- 
uary, sales of independent retailers 
were 16 per cent greater than in Jan- 
uary, 1941. Hardware stores, with a 38 
per cent gain, were the leaders among 
the “durable goods” retailers. Furni- 
ture stores and the building materials 
dealers reported good gains over their 
high 1941 volumes. The Census Bureau 
reports that inventories in_ retailers’ 
hands (1310 stores of all classes re- 
porting) gained 16 per cent during 
1941. 


How the Defense Savings Pay Roll 
Allotment Plan Helps Your Country 


(1) It provides money now for vital military equipment. 
(2) It gives every American wage earner the opportunity for financial par- 


ticipation in national defense. 


(3) By storing up wages, it will reduce the current demand for consumer 
goods while they are scarce, thus retarding inflation. 
(4) As it succeeds in retarding inflation, it will reduce the cost of all mate- 


rials, including defense materials. 


(5) As it succeeds in reducing the cost of defense, it will reduce emergency 


taxes. 


(6) It reduces the percentage of defense financing that must be placed with 
banks, thus putting our emergency financing on a sounder basis. 

(7) It builds a reserve buying power for the post-war purchase of civilian 
goods to keep our factories running after the war. ? 

(8) It will help reduce the ranks of the needy during that inevitable period 


of post-war readjustment. 
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FOR THESE TWO MECHLING 


HOUSEHOLD PRODUCTS 











MECHLING’S 


BLU- 


Trade Mark of General Chemical Company 


ROACH KILLE 


A powerful undiluted 
roach control. Women 
like the way it gets rid of 
roaches, waterbugs, and 
ants. Useful in homes, 
stores, warehouses, offices. 
No mixing required—the 
one-pound size has a com- 
bination sifting and pour- 
ing top. One-half pound 
size has sifting top. 

IF IT’S A MECHLING PRODUCT .. . IT’S RELIABLE 





















MECHLING’S 


(ies) DECOREX 


CLEAN ne A Z Trade Mark of General Chemical Company 
“ay ” PAINT CLEANER 


A superior cleaner — for painted surfaces, 
silverware, dishes, laundry, general house- 
cleaning. Women like Decorex because it 
cleans so quickly and so easily. 
It has NO superior for the 


DECOREX 


PAINT CLEANER 
roe 


work intended. 


VERY EASY 
on the HANDS 


GUMERAL HOUSEHOLD 
CLEANING PURPOSES 





IF IT’S A MECHLING PRODUCT... IT’S RELIABLE 








NATIONALLY DISTRIBUTED—WRITE FOR PRICE SCHEDULES 


Division of General Chemical Company 
Main Sales Office: 12 S. 12th St., Phila., Pa, ¢ Sales Offices in Principal Cities 


MECHLING BROS. CHEMICALS 














Fr 


Meader water paints are profit- 
builders—especially NOW when it 
is so important to keep costs of ma- 
terial and labor down. Muralo — 

pioneer and leader in this field— %,. 


offers you a surefire proposition! For 





the complete set-up consult your 
jobber at once, or write to the near- 
est Muralo office listed below. 









% 





A 

COMPLETE 

aq WATER PAINT 
LINE 











THE M U ~ A L @) COMPANY, INC. 


CHICAGO LOS ANGELES 





MARCI 5, 1942 





SAN FRANCISCO 


























































DATE & PLACE—Hall Hard- 
ware Co. (dealer-owner wholesale 
house) dealer meeting and exhibit, 
Feb. 16-9, at company headquarters, 
Minneapolis, Minn., attended by 
1051 dealers and their selling em- 
ployees from 43] stores. 

ADDRESSES-—-President Sam 
E. Hunt, Red Lake Falls, Minn.. 
presided at the opening session 
Tuesday morning and at the annual 
stockholders meeting the last day. 
He welcomed the dealers to the 
mee*ng and announced that the 
company enjoyed its largest year in 
1941 with sales showing an increase 
of more than 23 per cent over the 
preceding period. One factor that 
has contributed much to the success 
of the corporation, he said, is the 
policy of live and let live which the 
company always has followed. 

S. P. Duffy, general manager and 
secretary-treasurer, told dealers 
everyone should keep the thought 
“What Can I Do To Help Win the 
War”——-constantly before them. No 
plans for the future can be made, he 
said. until this conflict is won. One 
thing everyone can do is deliver an 
honest day’s work every day, and he 
pointed out this is doubly impor- 
tant today with so many young men 
being called to the colors. 

One of the biggest problems fac- 
ing the wholesaler and the dealer, 
Mr. Duffy said, will be to secure 
merchandise. Business will be good 
and incomes will be higher in the 
northwest. he declared. Also, ef- 


Hall Hardware Co. Convention 


forts of the company will be directed 
to the job of bringing customers to 
the “Our Own Stores” in even 
greater numbers during the coming 
year. Many conditions will develop 
in the year that will make it neces- 
sary for the dealers to do a better 
selling job than ever before to hold 
their place in the competitive pic- 
ture. Mr. Duffy urged dealers not 
to relax their selling efforts. 


Round Table Talks 


The round table discussion fea- 
turing the latest reports on market 
conditions, current stocks, future 
supplies, government curtailments 
and freezing orders, and allotment 
plans of manufacturers and the 
company was one of immense in- 
terest and value to the dealers. All 
buyers, heads of departments, and 
operating executives took part in 
this program which answered in so 
far as it was possible perplexing 
questions in the minds of dealers. 
Facts were faced squarely and con- 
structive suggestions were presented 
designed to aid dealers in minimiz- 
ing the effects of curtailments and 
shortages on many regular lines. An- 
nouncements were made at this ses- 
sion of the many new lines recently 
added to help dealers secure their 
fair share of the increasing consum- 
ers income. 

H. E. Atwood, vice-president. 
B. F. Nelson Mfg. Co.., Minneapolis, 
Minn., told the dealers that there 
would be plenty of asphalt roofing 
available. No shortages of raw ma- 


Some of those who took part in the round table, left to right: Above: B. A. Buckmaster, operating manager; 
W. H. Grenell. sales manager, and F. T. Rockwell, buyer. 
Frank Feyder, buyer; E. Christianson, buyer: M. A. Michaud, sales promotion manager; Ed Ralph, buyer: 
C. G. Brandtner, buyer and Elaine Hogan, buyer. 





Below: O. L. Davis, dealer advertising manager; 


HALL OFFICERS—Left to right: S. E. 
Hunt, Red Lake Falls, Minn., presi- 
dent, and S. P. Duffy, Minneapolis, 
Minn., general manager and secre- 
tary-treasurer. 


terials in this field are expected, he 
said. Generally speaking, he pointed 
out, the roofing industry is in a 
strong position and is anticipating 
greatly increased demand for its 
products during the coming months. 

He did warn dealers that the lines 
of roofing would no doubt be sim- 
plified and declared that this change 
would be welcomed by all. He 
urged everyone to promote roofing 
products now and to capitalize in so 
far as it is possible on the willing- 
ness of consumers to improve and 
protect their property. 

Mr. Atwood outlined the magni- 
tude of the insulating materials 
market and stressed the fact that 
the government is encouraging the 
spending of money to insulate 
homes. If this were done on a large 
scale, he declared, it would result 
in savings of over $1,000,000,000 a 


year in the country’s fuel costs. He 
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Join the 
BLACK LEAF 40 
PARADE 


e Millions of peo- 

se. ple read Black 
Leaf 40 advertising every month. Metropolitan 
newspapers, national magazines, farm papers 
and country newspapers all add their voices to 
the shout. 


Over 3,000 Publications 
Carry Black Leaf 40 Ads 


This year, over 3,000 publications will tell the 
story of Black Leaf 40 for spraying flowers, 
fruit trees and vegetables, for delousing poul- 
try and for dipping and drenching live stock. 
Every month in the year reference is made 
from time to time on repelling dogs. The 
advantage of Black Leaf 40 is that it has a year 
‘round sale. 


Stock Black Leaf 40 

























TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 





modern design— 
ing—Power King 


give you a sure way 


shop equipment vol- 
ume. 


Other Power King 
headliners not shown 
include Dri'i Presses 
Jig Saws, Jointer Plan- 
ers. Spindle Shapers, 
Belt and Disc Sanders, 
Polishing Heads, Mo 
tors, Multisaws. Good 
dealerships in good ter- 
ritories are still open. 
Write for full details at 
once, 


POWER KING TOOL CORP. 


406 Cleveland St., Warsaw, Ind. 





1 0"-1 2" 
LATHES 
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‘Up-to-the-minute in | 
priced for mass sell- | 
woodworking tools | 


to get and keep your | 
share of homework- | 











Cole’s Gas Fired Floor Furnaces 





Right NOW is the time to supply these quick-selling 
furnaces and add to your profits. They insure the 
finest in low cost automatic heat for new homes; 
make fine replacement jobs for old homes and ideal 
auxiliary equipment. A full vitreous porcelain enamel 
inner heating unit; large heating surface, and long 
delayed flue travel assures maximum heat from any 
gas. Many other features. Approved by the A G A. 
Combination Safety Pilot and automatic thermostatic 
control also available. Write for full details and 
trade-prices now. 


COLE HOT BLAST MFG. CO. 


3108 West 51st Street, Chicago, III. 



























~«(CHICAGO)— 
SPRING HINGES 
New “Sagless” Spring Pivot-Hinge 








Type 4007 


Exterior Tension Adjustment 


Type 4007 “Sagless” gate spring pivot hinges may be 
quickly adjusted to different sizes and weights of gates. 
The exterior tension adjustment is conveniently located 
and easily accessible after the gate has been hung. 


Hardware dealers will find this improved “Sagless” gate 
hinge a profitable addition to their stock. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 
U. S. A. 






























Sure! Hampers 
are profitable mer- 
chandise, and to 
sell them you should know them. But you 


can’t be expected to know the sales fea- 


tures of all the items you carry. 








Attached to every Whitney hamper is a | 
Whitney “Informative Label’ guarantee | 
tag that tells you (and your customers) | 
the 7 superior construction features of 


Whitney hampers. 





Here’s one item priorities won't affect! 


So ask your jobber or write or wire the 
F, A. Whitney Carriage Co. 


PRICED TO SELL FROM $2.95 
La liejbs Zilles Dales Dey 


Whitnevuamrens 


P A. WHITNEY CARRIAGE CO. SEE ereT: 
LEOMINSTER, MASSACHUSETTS NEW YORK 


SAN FPRanciISCcO 666 LAKE SHORE ORIVE, CHICAGO 
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These girls from the Hall Hardware Co. took part in the presentation of key 

pages of the spring catalog. Huge blow-ups of important pages were 

dramatically introduced, explained and arrayed upon the stage. This session 

closed with the girls forming a living “V” denoting victory while the “Star 
Spangled Banner” was played. 


stressed the fact that only 8 per 
cent of the homes of the country 
are insulated and urged dealers to 
go after this market. 

W. E. Bobegard, The Farmer, St. 
Paul, Minn., told the dealers that 
farmers in the northwest would need 
much new equipment and labor sav- 
ing machinery if they are to pro- 
duce the food quotas required by 
the government in the present war 
program. Farm income will increase 
to $14,000,000,000 in 1942, he said. 
Farmers will have more money to 
spend for new equipment and for 
impreving their homes and farms. 

The government, said Mr. Bobe- 
gard, is asking for increase in milk 
production, a 14 per cent increase 
in wheat, 10 per cent increase in 
corn production, and an increase of 
85.000 additional acres of flax pro- 
duction in this section alone. Loss 
of farm labor to the draft and to 
industries where wages are higher. 
makes it necessary for the farmer 
to use more labor saving machines. 

Ralph W. Keller, secretary, Min- 
nesota Editorial Association, Minne- 
apolis, Minn., stressed the impor- 
tance of newspaper advertising in 
any sales campaign. Unfortunately, 
Mr. Keller said, advertisements 
won't run themselves. They must 
be planned, dressed up, and de- 
signed to catch the eye of the 
reader, he stated, and of course ad- 
vertisements must stimulate readers 
to buy. 

At the close he warned the deal- 
ers that one of the greatest dangers 
now is that sales persons will be- 


come alarmists in their selling. They 
should be careful, he said, in the 
way they put statements about mer- 
chandise shortages and _ substitutes. 
The tendency to use such statements 
to force sales must be watched and 
curbed, he said. 

OFFICERS—The following were 
re-elected: President, S. E. Hunt, 
Red Lake Falls, Minn.; and direc- 
tors of the corporation H. J. Bekke, 
Canton, S. Dak.; H. P. Nicholas. 
Durand, Wis.; Geo. DeRuyter. Sioux 
Center, Ia.. and Waldemer Retzlaff, 
New Ulm, Minn. 








“Hardware Harry’ 








HARNESS SUPPLIES fe 
COLLARS WALTERS Y ” Bs 
STRAPS 
































“TAKE MY PICTURE DOWN BEFORE ‘You PUT UP THOSE HORSE 
couars/” 
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HEAVY DUTY WHEELS 
with 4.00 x 8” Tire and 
inner Tube, in 2 or 4 ply, 
with plain or Roller Bear- 


prompt flow of parts 


Rubber Tired Wheels 
carts, wheelbarrows 


for every industrial need. 


103 East Third 








WAR PRODUCTION INDUSTRIES 


production out of MEN and 
MACHINES. Anything that 
will promote the smooth, 
and 
materials from one operation 
or department to another 
makes valuable contribution 
to plant efficiency. Acquaint 
the war plants in your terri- 
tory with these aids to pro- 
duction. French & Hecht 
are 
available for factory trucks, 
and This Cushion-Type (Zero Pres- 
portable equipment—a wheel 


NEED 
MORE and MORE 


RUBBER TIRED 
WHEELS 


ings. w = i — 

“! May “ Ny ‘" 
Every war-busy plant has mh “dS vse 
the task of getting increased os 


\ 





sure) Puneture-Proof Wheelbarrow 
Wheel is a great Favorite. No in- 
flation problems. 


Write TODAY for NEW CATALOG and PRICE LIST 
FRENCH & HECHT, INC. 


Wheel Builders Since 1888 


Davenport, lowa 


AIR-TIRED WHEELBARROW WHEELS 





DIAMOND 


Precision Tools 


Vee) 


and withstand 
without damage. 





Diamalloy Wrenches 

alloy steel—Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
severest possible strain 


Made of special 


Furnishede chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 





Diamalloy Heavy Duty Diagonal 
Cutting Pliers 


An extra-sturdy cutting tool of unusual 
strength. Cutting edges strong and sharp. 
Forged from tough Diamalloy steel. Will 
give long service on heavy-duty jobs. 
Every tool individually tested and in- 


spected. 


Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 
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WITH INCREASED NEW _ BUSINESS AND REPLACEMENTS 


WHEN YOU 
STOCK 


AMERICAN 


Plastic 


TANK 
FLOATS 
* 


ETTER than copper! Accepted by all leading pottery 
Will not bend or dent out of shape. 
Corrosion-prooft, 


manufacturers. 


As buoyant as thin-skull copper floats. 
leak-proof. Impervious to salt water, iron, sulphur, etc. 
Lasts indefinitely. Standard threaded spud integral with 
mold—can’t work loose. This one float for all water condi- 
tions means less inventory—quicker turn-over—bigger 





CAMP STOVES 


Hi-Lo Camp Stoves. Boils, fries, 
toasts, broils. Instant heat con- 
trol fire pan. Collapsible. HW- 
1275—Size 9/,"" x 14". wt. 6 
Ibs. HW-1280—Size 8" x Ii". 
Wt. 7%, Ibs. Also Union Wire 
Broilers for HI-LO Camp Stoves. 
Heavy wire or diamond mesh con- 
struction with patented expand- 
ing hinges. 


Popular lose-proof Zipper tops. 
Light or heavy steel wire. Three 
grades. Rust-resisting. Heat- 
proof. Welded Joints. Volcano 
bottom adds strength, gives bet- 
ter draft, prevents smoldering. 


STEEL CLOTHES DRYERS 


Ideal for use in kitchen or bath- 
room. Gives ample drying space. 
Folds compactly for storage in 
small closet. Cost no more than 
wooden dryers—yet they will last 
a _silifetime. HW-1I210 — Midget 
Dryer. 18' Drying Space. Closes 
to 6"' wide. Open, 18x12x30"' high. 
3 to carton. Wt. 6 Ibs. HW-1229— 
Multi-Line Dryer. 50' Drying Space. 
Closes to 7"' wide. Open, 24x24x54"' 
high. 3 to carton. Wt. 6 Ibs. 


UNION STEEL 
PRODUCTS CO. 


126 North Berrien Street 
Albion, Mich. 





AMERICAN 
PLASTIC 


TANK 
FLOATS 
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profits. This is the time to act! 
JOBBERS—write at once for sample and prices. 
RETAILERS — order from your wholesaler. 





1753 N. HONORE ST 


AMERICAN MOLDED PRODUCTS CO. 


CHICAGO, ILL 

















Big Season Predicted 


for Garden Supplies 


Order the Red Arrow Garden Spray from 
your jobber now. It’s sure to sell big in 
1942. But don’t delay. Prices have not ad- 
vanced YET, but are subject to change 
without notice. Red Arrow sales helps for 
1942 include a new display carton, new 
insect chart poster, free leaflets, and ad- 
vertising in 12 big national magazines. 


Order Red Arrow from your jobber. 


THE McCORMICK SALES CO. 


403 Light St., Baltimore, Md. 


RED ARROW 


GARDEN SPRAY 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 
HARDWARE AGE 
100 E. 42nd St, New York City 


@ 
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Marshall-Wells Portland Congress 


NAME & PLACE—Marshall- 
Wells Co., Portland, Ore., Asso- 
ciate Merchandising Congress, Feb. 
9 and 10. 

ADDRESSES—James Feir, vice- 
president and general manager of 
the Portland Branch, in his keynote 
address, “Marching With You In 
42,” called upon dealers to face 
realities with open eyes and courage 
and determination. “We are not 
going to tell you about the merchan- 
dise we can’t get,” he said, “but, of 
our 40,000 items we normally have 
in our stocks, we still have 39,000 
left to tell you about, and on that 
39,000 is where you and we must 
place our effort and our thinking. 
Added to that stock are hundreds of 
new articles here on display which. 
if supported by you and merchan- 
dised aggressively by you, will help 
materially to fill those gaps made by 
shortages of critical merchandise 
needed in the defense of our coun- 
try.” 

W. E. Hartwell, sales manager. 
in his address on the Associate plan 
stated that present conditions call 
for unusual actions on the part of 
the retail dealer . . . he must hold 
even closer his contact with his cus- 
tomers . . . he must be ever watch- 
ful of the market trend, following 
it closely with regard to prices af- 
fecting his stock. 

“When you view the various dis- 
plays in our show rooms, you will 
see some of those items which we 
believe represent real volume _pos- 
sibilities to your store. Among 
those items, I would emphasize floor 
covering. I believe that every hard- 
ware dealer should carry a stock of 
hard-surface floor covering. at least 
in rug sizes. There is also the line 
of wool rugs for the dealer who has 
the space and the personnel with 
which to build a fine volume from 
that line. 

“Fluorescent lighting is also 
among the major items that fit right 
in with the hardware trade. It has 
become one of the most popular 
forms of lighting of the present era. 
Floor lamps and table lamps come 
in for their share of volume building 
possibilities, and the hardware store 
is the logical place from which to 
merchandise a full line of these 
home necessities. Some other lines 
that merit your consideration are 
framed _ pictures, mirrors and 
plaques. There are tremendous vol- 
ume possibilities in your stores for 
this attractive merchandise.” 

Other speakers on the program 


for Marshall-Wells Company were 
Howard Dowe, manager sporting 
goods and cutlery departments; J. 
H. Newton, manager electrical and 
plumbing departments; D. B. Starr, 
manager automotive department; 
Don Gray, manager paint depart- 
ment; B. W. Davis, manager floor 
covering department and Ed Cooper, 
credit manager. 

Seth Marshall, president, Mar- 
shall-Wells, pointed out the serious- 
ness of this war and the uncertainty 
of times and conditions. He re- 
marked, “It is the duty of everyone 
to cooperate with the rules and 
regulations specified by WPB and 
to do our bit to keep the wheels go- 
ing for defense.” Reference was 
made to the dangers in the hardware 
business of “complacency, specula- 
tion, not following market advances, 
over-pricing for high profit, credit 
selling, and any attitude that will 
cost consumer good will.” 

As to the immediate future, Mr. 
Marshall drew attention to the 
need for maintenance and repair of 
the properties now in existence— 
that new buildings are far more 
expensive as well as difficult in the 
present emergency. “Consumer 
buying is being forced upon us,” he 
continued, “due principally to the 
tremendous increase in the earning 
power of labor and farmer, which 
has reached so high a level that 
even after higher taxes and Defense 
Bond buying there will still be 
plenty left to spend and that spend- 
ing can be directed to home and 
farm improvement and other things 
that will be lasting by the hardware 
merchant who will aggressively ge 
after that extra spending by his 
customers. Also, it is vitally im- 
portant that the retailer keep his 
business in a healthy condition.” 

Ralph Carney. yice-president and 
general manager. The Coleman 
Lamp and Stove Co., Wichita, 
Kansas, spoke on the importance of 
priorities in all businesses, from the 
retailer to the manufacturer. He 
called upon every retailer to assume 
a rightful share of the burden of 
“making our resources reach.” He 
brought out how everyone, from the 
newsboy of the city street, to the 
director general of war industries, 
to the president, to every last Ameri- 
can in the nation, must pull shoul- 
der to shoulder, forgetting petty 
and individual needs and profits, to 
do his part in permitting an unin- 
terrupted flow of critical items to 
our nation’s armed forces. 
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STAR PLOW SHARES 


When you sell a farmer a STAR Plow Share 
you can guarantee it will fit the plow for which 
it was intended and do the work unfailingly. 


STAR Plow Shares insure easy plowing and 
long wear, because they are made of the high- 
est grade steel obtainable by experts who 
understand requirements. Farmers may never 
require all the strength and durability that we 
build into STAR Plow Shares, but it’s there if 
they should. Furnished in Crucible or Soft 
Center Steel as needed. Send for Complete 
Catalog and Trade-prices. 








STAR MANUFACTURING COMPANY 
x * CARPENTERSVILLE, ILLINOIS x * 
1873 U. S. A. 1942 

















for YOU his °° — 


Summer — Selling 


VITAMIST 


THE NEW VITAMIN CARTRIDGE 


| VITAMIZES AS YOU SPRINKLE 
e QOUTMODES ALL OTHER 
VITAMIZING METHODS 
Fits Any Garden Hose 
| No Special Nozzle— 
No Extra Attachments 


EVERY customer who buys 
| garden hose, nozzles, grass, 
flower or vegetable seeds, 
fertilizer, etc., is a prospect 
| for VITAMIST and every 

Sale means an EXTRA 

PROFIT for you. 

VITAMIST retails for $1.00 
Supplied through 


HIBBARD, eee. 
BARTL a 


Ch 

VAN CAMP HARDWARE CO. 
ndiana $ 

PEDEN — & STEEL Co. 


Hou Texas 
COEUR @ALENE HDWE. 
& FDRY. CO. 
Wallace, ‘Idaho 
For Name of your nearest 
Jobber write to 
| BURGESS SEED & PLANT CO. 
VA-3, Galesburg, Mich. 


























bey ALL for ONE 
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SLYING Roller Skates 


We're out to Win the Fight 


TO SAVE OUR JOBS—OUR 
HOMES—OUR FREEDOM 


75% of our production at the present time is for 
defense work. Business is not as usual—defense 
comes first. 
When material is available for Roller Skates, we 
will be glad to serve you. In the meantime keep 
physically fit— 

for HEALTH’s Sake—Roller Skate 


NOW i's Keep ‘Em Flying—LATER let's Keep ‘Em Skating 


CHICAGO ROLLER SKATE CO. 


World's Greatest Roller Skates for Over 40 Years 


4456 WEST LAKE STREET lod ilow cl ommm a ai, Le] b) 
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“The 
» Biggest § 
4520 Worth § 
| You Ever 


Offered” 















No “high pressure” is necessary when you tell 
home builders or owners the adv antages of Stanley 
“Swing-Up” Garage Hardware. For only $20.00 
extra, it makes stock doors a single, easily-operated 
unit. Your customer will save that much in upkeep 
in a few years, and save himself plenty of “warp 
and sag” grief, too. 

Stanley “Swing-Up” Hardware comes in one 
convenient, easy-to-handle package — the very set 
for that remodeling job — makes old doors last a 
lifetime. Write for details. The Stanley Works, 
New Britain, Connecticut. 

April 16-25 - National Hardware Week. Take 
advantage of it for bigger Spring business. 


TSTANLEY] 


TRADE MARK 
HARDWARE FOR CAREFREE DOORS 
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For a Profit-Making Tool 
Department Standardize on 


EMPIRE 


LEVELS.. 


When you stock the com- 
plete Line of EMPIRE 
“Extreme Accuracy” 
Levels, you need never 
lose a Level sale! They’re 
made to satisfy every 
kind of customer — the 
professional workman or 
the amateur home hobby- 
ist. The EMPIRE Line 
is complete, in Wood or 
Aluminum, and in all 
sizes. 


* 


Write for your copy of the new 
EMPIRE catalog and new Mer- 
chandising Aids. 


* 
EMPIRE LEVEL MFG. CO. 


719 South 6th Street 
Milwaukee, Wisconsin 











Dramous 


A 
NETTING 


INDIANA 
STCCL & WIRE CO 
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ILLINOIS OFFICERS—Left to right, seated: F. W. Lietz, Buckiey. vice-presi- 

dent; Walter Thomas, O'Fallon, president: C. A. Gilbert, Chicago, secretary. 

Standing: Roger Yontz, Chrisman, advisory committee; Carl Murkel, Quincy. 
advisory committee; Harry Dornbos, Wilmette, director. 


Illinois Convention 


NAME & PLACE —lllinois Re- 
tail Hardware Association conven- 
tion and exhibit, Feb. 17-19, 1942, 
at the Pere Marquette Hotel, Pe- 
oria, Ill. 


NEW OFFICERS — President. 
Walter W. Thomas. O’Fallon, suc- 
ceeding William Swanson, Peoria: 
F. W. Lietz, Buckley. vice-president. 
C. G. Gilbert, Chicago. is managing 
director. New directors: Harry A. 
Dornbos, Wilmette; A. W. Walter. 


Anna, and L. F. Johnson, LaGrange. 


RESOLUTIONS Protested 
policy of Regional Agricultural 
Corp. in granting loans to north- 
west fruit growers directing that the 
money be expended through the 
Northwest Wholesale, a consumer 
cooperative, and thus discriminating 
against retailers: opposed federal- 
ization of Social Security. Favored 
support of government in the war 
effort. pledging aid toward conserva- 
tion of scarce materials and co- 
operation in the protection of the 
consumer against unwarranted price 
rises. Also endorsed National Hard- 
ware Week. 


ADDRESSES — Miss _ Lelah 
Horning, Tru-Test Marketing & 
Merchandising Corp.. Chicago, ad- 
vised dealers to stock new lines to 
replace those which will not be 
available but urged caution § in 
choosing new line. Miss Horning 
predicted that dealers who are smart 
enough to go through this period 
will be able to meet any emergency 
thereafter. 


Speaking on “Hardware Retail- 


ing in Wartimes,” Hobard Thomas, 


N.R.H.A.. submitted a 10-point pro- 
gram, as follows: team up with your 
wholesaler; add new lines and 
items; put your money in fast-selling 
merchandise; price your merchan- 
dise fairly; build up a reserve for 
a declining market; streamline your 
expenses: liquidate your accounts 
receivable; pay off your debts and 
amortize your mortgages; estimate 
your sales and budget your ex- 
penses; follow a definite, planned 
merchandising program, and put 
more punch in your 1942 selling. 

Dr. Alfred P. Haake, National 
Association of Furniture Manufac- 
turers. delivered a forceful address 
on the current international situa- 
tion and predicted defeat for the 
United States in the war unless every 
citizen puts to use his personal 
initiative. Dr. Haake scored com- 
placency and smugness of legisla- 
tors, labor and civilian population 
in respect to the war effort. 

The motion picture “Oppor- 
tunity Unlimited” produced by the 
Remington and Peters companies 
was shown at one of the sessions. 

Joseph Meek, secretary, Illinois 
Federation of Retailers’ Association, 
discussed state and federal legisla- 
tion in 1942. He outlined five im- 
portant phases for the retailer and 
wholesaler to consider. These were: 
prevent hysteria; keep up the 
morale; buy defense stamps and 
bonds; avoid price increases for 
sake of the consumer; and support 
local constructive politics. 
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Tennessee Convention 


NAME & PLACE —Tennessee 
Retail Hardware Association conven- 
tion, Feb. 10-11 at the Jackson Hotel, 
Nashville, Tenn. 


NEW OFFICERS — President, 
John Lowe, Lowe-Armstrong Hdwe. 
Co., Knoxville, succeeding C. Grey 
Elkins, McMinnville; vice-president, 
Wayne Hall, Camden. Secretary- 
treasurer is Morris Jones, Nashville. 
Directors: R. J. Vanderveldt, Dyers- 
burg; A. L. Walker, Columbia; R. 
Cliff White, Fountain City; Bob Lon- 
don, Jr., Johnson City; L. R. Weath- 
erford, Selmer, and W. H. Quarles 
Nashville. 


RESOLUTIONS- Favored reten- 
tion of social security funds by state 
agencies. Opposed the policy of the 
Federal Farm Credit Corporation 
requiring borrowers to spend their 
money through consumer co-opera- 
tives and still another pledged sup- 
port of the Government by hardware 
dealers. 


ADDRESSES—In his annual re- 
port Secretary Jones stated that dur- 
ing the year the association’s paid 
memberships had been increased 
from 81 to 114. 

“All store interiors are different 
and different lighting is required,” 
declared Frank Lee, of the Lamp 
Division of General Electric Co. 
“Even different types of customers 
require different lighting. The day- 
light lamp is the most popular espe- 
cially with skylights and windows. 
The 40-watt lamp is most economi- 
cal and about 2 to 2% times as 
much lumination may be expected 
from fluorescent lamps as from the 
same wattage of tungsten.” He de- 
scribed the three fundamentals of 
effective store lighting—the “three 
A’s”—as “attraction.” “appraisal,” 


TENNESSEE 
OFFICERS 
Left to right: 
Morris Jones, sec- 
retary, and John 
Lowe, Knoxville, 
president. 
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and “atmosphere.” He asserted that 
lighting may not only be used to 
bring traffic into the store but that 
it may be used as effectively in di- 
verting trade to any part of the store. 
He suggested the use of light to em- 
phasize departments and to “spot- 
light” high profit items. 

In a round table discussion that 
followed, John Greer, of Loudon, a 
past president of the association, told 
of the installation in his store of 
fluorescent lighting when he became 
convinced that his store was “too 
dark” to attract the very essential 
women’s trade. 

“Get Inside Market Information at 
Buyers’ Round Table” proved one 
of the most profitable features of the 
entire convention with Hugh Ross, 
of Jackson, as “quizmaster” and Joe 
Chilton, C. M. McClung & Co., Knox- 
ville, and W. G. Cowan, of Mc- 
Whorter-Weaver Co., Nashville, as 
the wholesaler sources of informa- 
tion. 

W. B. Bell, of Atlanta, Ga., South- 
eastern salesmanager for Sherwin- 
Williams Co., said. “There will be 
plenty of linseed oil, plenty of white 
lead, good varnish and good house 
paint.” He revealed recent develop- 
ment in the substitution of dehy- 
drated castor oil for tung oil—now 
“frozen” for defense use in treating 
metals—for the treatment of metal 
food containers. He urged hardware 
dealers to push the sales of paint to 
the limit in the spirit of the slogan, 
“Protect What We Have.” 

Hardware retailers were prompted 
to tie-in with the national promotion 
of the Victory Garden Program, sug- 
gesting that they push the sale of 
small imsecticides as well as garden 
tools, ete. 

With an address on “Hardware 
Retailing in War Time,” several 
dealers were asked to tell how they 
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| PROMPT SHIPMENT 


UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 





SEND US YOUR 


FOR FENCE AND 


METAL SPECIALTIES ée 
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Stewart Iron Picket Fences and Entrance 
Gates, and Stewart Chain Link Wire 
Fences, are available in a wide range of 
designs and types to meet all requirements 
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Stewart Metal Specialties 
comprise : Iron and Wire 
Window Guards to fit any 
size or shape of opening. 
Wire Partitions, Sliding and 
Folding Gates, Settees, Steel e) 
Folding Chairs, Ornamental 

Iron Bracket and Pier Lan- 


= 
terns, Railings, Flag Poles, . 
and scores of other products. 


Many dealers are making money by sending their 
inquiries to Stewart. Let us tell you about this 
plan. You make no investment whatever. Send 
for literature mentioning products in which you 
are interested. No obligation, of course 

THE STEWART IRON WORKS CO., INC. 
937 Stewart Block. Cincinnati, Ohio 

Fence Builders to America Since 1886 
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The Best Glue to Push 
is a Selling Glue 


Yes, sir! Iron Glue sales keep climbing 
because this. good, liquid fish glue holds 
tighter, is easier to use for most jobs 
around home or shop, than hard-to-use 
“dry” glues that need special measuring 
and mixing. Just display Iron Glue and 
it sells itself. Your customers know Iron 
Glue from advertising every month in 
LIFE, COLLIER’S and THE SATURDAY 
EVENING Post. Sold in 10¢ bottles and 
cans from 4 pt. up. Ask your jobber, or 
write giving jobber’s name, for full details. 


IRON GLUE 


THE McCORMICK SALES CO. 


420 Light St., Baltimore, Md. 









of Profitable 
Adapted Lawn Seed 


You can get delivery of grass seed. 
Secretary Wickard advocates the 
maintenance of lawns. They en- 
hance the appearance of a garden 
plot. People are going to spend 
more time at home, and are 
going to take greater care of their 
grounds. Where you formerly sold 
metal articles you can now sell 
lawn seed. But make sure you sell 
lawn seed adapted to your local 
growing conditions. Get started 
right by investigating Woodruff. 
Also ask about Woodruff’s 5-Way 
Promotion Helps. Write today. 


WOODRUFF 
Adapted 





LAWN SEED 


F. H. WOODRUFF & SONS, INC 
GRASS SEED DIVISION 
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promoted this annual event. Bill 
Waddell, of Greenville, described his 
annual “Machine Day” when he 
brings out and sets up on display all 
farm machinery, household appli- 
ances, etc., with somebody to demon- 
strate them. 

E. B. Tweet, of Keith-Simmons 
Co., Nashville, told of their plan of 
inviting groups of women (not less 
than 50 in a group) from local clubs, 
churches, and charities, paying 25 
cents cash for each one, to come into 
the stere to see demonstrations and 
pictures. This plan is used largely 
to promote sale of paints. 

Several dealers told of their suc- 
cess in selling more floor polish and 
other similar materials by renting or 
loaning floor sanders and polishers. 
One dealer warned that materials 
should be sold first and then the 


machine offered if available and that 
use of the machine should be limited 
to an area near the store. 

While on the subject of selling by 
telephone, a dealer told of his “rainy- 
day” plan. On days when trade is 
slack each salesman calls a selected 
list of customers and informally pro- 
motes the sale of items that each may 
need at the time. This has proved 
very successful. 

On the all-important subject of 
deliveries, Mr. Waddell of Greenville 
described his plan of keeping a 
“delivery book” attached to the bul- 
letin board on which each delivery 
promised was posted with the date 
of delivery, as well as the point, 
listed by each salesman. This makes 
possible the grouping of deliveries to 
a locality and has resulted in great 
savings in tires, gas and time. 


Ohio Convention 


NAME & PLACE—Ohio Hard- 
ware Association, convention and 
exhibit, Feb. 17-20, 1942, at the 
Deshler-Wallick Hotel, Columbus, 
Ohio. 

NEW OFFICERS 
A. J. Gunsett, Van Wert, succeeding 
G. V. Britton, Akron; vice-president, 
Joseph Kohnstall. Cincinnati. John 
B. Conklin, Columbus, secretary- 
treasurer. New directors: A. H. 


- President. 


Carpenter, Logan; M. O. Gregory, 
Granville; Henry B. Goldcamp, 
Ironton; Elden R. Fruth, Fostoria: 
Robert Guyton, East Liverpool: 
C. C. Hewitt, Sedalia. and W. R. 
Carmany, Bedford. 
RESOLUTIONS 


discrimination against retailers in 


Opposed 


favor of consumer cooperatives in 
connection with Regional \gricul- 
tural Corp. loans to fruit growers 


in Northwest; opposed federaliza- 
tion of Social Security. 

ADDRESSES—Walter Morrow, 
secretary, Retailers’ Advisory Com- 
mittee, Washington, D. C., pointed 
out that the rise in retail prices has 
not been nearly so sharp as whole- 
sale price increases. He said that 
retail prices as a whole have in- 
creased only 10 per cent during the 
past 19 months while wholesale 
prices have soared 19.5 per cent. 
indicating that further retail price 
increases must be expected if the 
slack is to be taken up. 

A. EE. Herrnstein, Chillicothe. 
N.R.H.A., told members that though 
merchandise is now restricted and 
not always available, by maintaining 
customer service to the best of their 
abilitv. dealers can build up post- 
war good will. 





OHIO OFFICERS—Leit to right. seated: G. V. Britton, Akron, retiring president 

and director; Joseph Kohnstall, Cincinnati, vice-president; A. J. Gunsett, Van 

Wert, president; J. B. Conklin, Columbus, secretary-treasurer; A. H. Carpenter, 

Logan, director. Directors standing: M. O. Gregory, Granville; H. B. Goldcamp, 

Ironton; Elden R. Fruth, Fostoria; Robert Guyton, East Liverpool; C. C. Hewitt. 
Sedalia; W. R. Carmany, Bedford. 
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COMPLETE WITH DE LUXE ACCESSORIES 


ODE 


NNEL HOLDER COFFEE MEASURE HINGED 
‘ DECANTER Cover CORY GLASS ROD 


(AB COR COFFEE 





BREWER 
COR as ‘‘Finest Made” 


al Brews marvelous coffee and tea every 
time. . . flavor-protected ... untouched by 
metal. Easier and quicker, too! 


Pictured above are 4 of 11 CORY 
patented and exclusive features. 











The special Corning 
heat-resisting glass 
is platinum striped. 
The fittings match! 


Nou! 


Ask for informa- 
tion on CORY’s 
Special 
“AUTHORIZED 





S——— 


CORY iim ROD 
also fits other makes 
for ALL-GLASS brewing. Mil- DEALER” Assort- 


50c lions sold! Ends filter-fussing. 
No cloths, springs, or hooks. ment. It’s HOT! 


CORY GLASS COFFEE BREWER CO. 


NOT INC 


325 North Wells Street 
















Chicago, Illinois 












The TANK is to the Army what the 
tackle is to the forward line of a foot- 
ball team. It is the “break-through.” 
Head-on, it crashes timber, houses, 
enemy fortifications. Once it has opened 





the “mopping up.” 

The Nazis, using these great steel 
pachyderms which they produce in vast quantities, have been able 
to break through every fortified line in 14 conquered countries. 

In America, the medium-sized tank is the popular size. A 
medium-size tank weighs 30 tons. To make it takes as much steel 
as would be used in 500 refrigerators, as much rubber as goes 
into 87 average automobile tires. 


The planning of a tank takes as great skill as a large-scale con- | 


struction job. One recently converted automobile plant, faced with 
retooling for tank production, had to put 200 engineers to work 
in day and night shifts for one month, mapping out machinery re- 
quirements and plant layout. 

To match the mechanical might of aggressor nations today, 
America needs thousands of these tanks. They’re rolling off the 
assembly lines now. They cost real money. Every time you buy 
an $18.75 Defense Savings Bond or a 10¢ Defense Saving Stamp, 
you give your country money enough to buy a vital part for an- 
other new tank. 





BUY DEFENSE SAVINGS BONDS AND STAMPS 


AT ALL BANKS, POST OFFICES AND SAVINGS AND LOAN ASSOCIATIONS | 
PE (| ET 
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the way, the attacking force follows for | 


FRANTZ 
Goucraritecd BUILDWARE 
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FRANTZ MANUFACTURING CO. 
Sterling, Illinois 


t, HARVEST-TIME 
FOR TREE TANGLEFOOT! 






Bugs crawl up the shade and fruit trees, 
eat leaves, kill trees, then multiply by 


BIG 


NATIONAL AD 


Yeon 


millions in Spring. BUT+Tree Tanglefoot 
banding stops the crawling creatures—saves 


DRIVE ON! the trees. America now knows its peril, 


Useself-servedisplay through Tanglefoot ads. Order now and 


. get fast profits! ty ’ 

s hea — ads SELL! USE DISPLAY! 
reaching nearly every 
reachingnesrly every USE FREE PUBLICITY! 
American Home, The Nation backs tree con- 
Better Homes & servation. Use our local ads, 
Gardens, Country free editorials, to enlist news- 

papers, Park Boards, P.T.A., 

ete., in tree-saving crusade! 


Life, and Sunset. 
But—act before trees are in 


FREE OFFER 
bud! . The Tanglefoot 


Act now, before trees 
are in bud. Get big self- 
Cc euapany, 791 Hemlock Be.. 


serve floor display free 
with your selection. 





It moves goods quick! T. Grand Rapids, Michigan. 
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PASHA Convention 





PASHA OFFICERS—Left to right, front: Harry D. Kaiser, assistant-trea- 
surer PASHA and NRHA director; R. D. Howell, Perth Amboy, N. J.; M. 
C. Gay, Jr., Tunkhannock, Pa., second vice-president; Clarence S. New- 
comer, Mt. Joy, Pa., president; L. S. Kelso, Pittsburgh, Pa., first vice-presi- 


dent; George R. Park, Jr., Wayne, Pa. 


Rear: H. W. Sheeler, Red Lion, 


Pa.; George E. Corcelius, Huntingdon, Pa.; H. D. Whieldon, Greenville, 
Pa.; Charles J. Ritterhoff, Baltimore, Md., retiring president: James T. Mc- 
Cullough, Kittanning, Pa.; H. Haswell Pierce, Milford, Del.; W. Glenn 
Pearce, Philadelphia, Pa., managing director. 


DATE & PLACE —The Pennsyl- 
vania & Atlantic Seaboard Hardware 
Association met Feb. 10-13 at Lord 
Baltimore Hotel, Baltimore, Md. 
NEW OFFICERS— President, 
Clarence S. Newcomer, Mt. Joy, Pa., 
succeeded Charles J. Ritterhoff, 
Baltimore, Md.; first vice-president, 
L. S. Kelso, Pittsburgh, Pa.; second 
vice-president, M. C. Gay, Jr., Tunk- 
hannock, Pa.; executive committee, 
R. D. Howell, Perth Amboy, N. J.; 
George R. Park, Jr., Wayne, Pa.; 
H. Haswell Pierce, Milford, Del. 
Advisory Board: Charles J. Ritter- 
hoff, Baltimore, Md. H. D. Whieldon, 
Greenville, Pa.; George E. Corcelius. 
Huntingdon, Pa.; E. Hulings An- 
trim, Camden, N. J.; James T. Mce- 
Cullough, Kittaning, Pa.; H. W. 
Sheeler, Red Lion, Pa.; Harry D. 
Kaiser, assistant treasurer, Philadel- 
phia, Pa.; W. Glenn Pearce, manag- 
ing director, Philadelphia, Pa. 
RESOLUTIONS — Protested ; a 
practice in the northwest under 
which a farm cooperative secured a 
virtual monoply of merchandise sales 
resulting from certain government 
loans; protested federalization of 
social security. Favored; support to 
government in efforts toward victory 
and conservation of scarce materials; 
utilization of Civilian Defense funds 
for protection only; keeping selling 
prices at sound levels providing fair 
profit; cooperation by dealers with 
local OCD committees; individual 
dealers study of and offering mate- 
rials needed for home defense. 
ADDRESSES—Charles J. Ritter- 
hoff, Baltimore, Md., president de- 
clared the successful growth of this 
country is largely due to efforts of 
millions of Americans in small 
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Small business is our first 
line of defense. Forget about “busi- 
ness as usual,” for it has “gone with 
the wind.” He outlined association 
activities and services and called 
attention to National Hardware 
Week, April 16-25. 

Thomas K. Ruff, Columbia, S. C€., 
president, NRHA, urged spending 
more time training salesmen, dis- 
playing old merchandise in new 
settings and building spring promo- 
tions around “Vegetables for Vic- 
tory.” He predicted volume will be 
off 25 per cent in 1942 and urged 
dealers to keep their stores in the 
public eye. 

J. R. Lamb, sales manager. Butler 
Bros., Baltimore. Md.. wholesale 
hardware distributors, mentioned 
lines his company has added to meet 
the need for new merchandise. It is 


towns. 


important to use promotions on new 
lines, including store remodelling. 
Fifty-four million people are em- 
ployed in this country and our 1941 
national income was $100,000,000,- 
000 yet only 134% per cent of the 
families in this country have incomes 
of $3,000 or more. People in lower 
brackets are trading up, those in 
higher brackets are trading down. 

Walter A. Gorrell, vice-president 
and general manager. John Lucas 
& Co., Philadelphia, Pa.. said each 
successive period of warfare has 
stimulated our industrial facilities, 
pointing to advances in the finishing 
materials industry, including syn- 
thetic materials. Our country will 
arrive at maturity during the post- 
war period, measuring up to the réle 
of leadership cast for us. 

T. M. Chandlee, district manager, 
Priorities Field Service. Baltimore, 





Md., in discussing the priorities sys- 
tem, remarked that assembling ex- 
cess inventories of needed materials 
and goods cannot be tolerated. 


E. Budd Marter, Philadelphia, Pa., 


National Association of Manufac- 
turers. said technology had not been 
idle since the first World War, but 
that it had been used for peace time 
purposes in this country. Our manu- 
factured goods production in 1939 
was abouj 98 per cent of that of 
1929, rising to 112 per cent in 1940 
and 150 per cent in 1941. Rationing 
of critical materials will continue, 
he said, and there will be further 
simplification of designs and substi- 
tutions of materials. 

Henry G. Burke, C.P.A.. Balti- 
more, Md., said. to survive, small 
business must have a_ substantial 
part in war production. He urged 
keeping stocks and liabilities down, 
conserving resources. 

Virgil Richard, Remington Arms 
Co.. Inc., Bridgeport, Conn., pre- 
sented the company’s merchandising 
sound film, “Opportunity Unlimited.” 

Leslie M. Janness, manager, P. L. 
Hargett & Co., Frederick, Md., hard- 
ware, said stores must be sales con- 
ditioned to maintain successful sell- 
ing at all times with better store and 
window displays. Display is the 
cheapest form of retail advertising. 

R. C. Nicholson, manager of sales. 
Master Rule Mfg. Co., New York 
City, emphasized that simplification 
means “faster turnover and .. . more 
economical manufacture and distri- 
bution.” His address was based, to 
a large extent on his article, “Volun- 
tary Simplification — Key to 1942 
Sales Problems.” published in the 
Jan. 8. 1942, issue of HARDWARE 
AGE. 


























“NEVER PUND ABOUT HARRYS WIFE AMD FAPWLY, JUST TELL 
WIM TO RUSH OVER A CAN OF DRAIN PIPE OPENER” 
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DLER WICKS 


THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN. 








Jie Edllevue 


IS THE GATHERING PLACE 


of those who do the important things in 
business, social and public life. It may 
be a business meeting, a small dinner, 
a great banquet, an exclusive party, or 
a number of each at the same hour— 
the Bellevue embraces them all in the 
tremendous capacity of its facilities— 
each with an intelligent service that 
leaves nothing to be desired. 


BELLEVUE-STRATFORD 


PHILADELPHIA 
CLAUDE H. BENNETT, General Manager 











MARCH 5, 1942 











The LATEST and HANDIEST 
in RAZOR-BLADE TOOLS 


WARNER A handy, good-looking 
tool which anyone would 
RAZOR-KNIFE 2 sisa to own. “it con- 


sists of a sturdy metal 
clamp mounted on a pol- 
ished hardwood handle 
with nickelledferrule. The 
blade easily slides into 
position from the lower 
end of clamp, which holds 
it firmly at the right cut- 
ting angle, but will not 
permit it to be forced out 
at the top. The blade can 
be just as easily reversed 


when not in use. No 
screws or nuts to bother 
with. Here is a tool with 
a hundred uses. Dozens 


of craftsmen will find this the tool they have long been seeking. 


The Warner SAFETY Razor Blade SCRAPER 


Cleans Sleet, Frost, Mud or Bugs off windshield and windows 
in a jiffy. It is used extensively by painters for removing 


dried paint spatterings -= a —— e 
Opens ina 














from windows, bathroom 
porcelain, ete. Also by 
window trimmers for re- 
moving posters and ad- 
hesives. Can be carried 
in the pocket without 
danger. When the blade 
is needed a light push 
with the thumb instantly 
unlocks and puts it in 
working position. No 
screws or nuts to loosen 
or tighten and no need to 
touch the blade, which 
may be quickly removed 
by sliding it out endwise. 
Write for Descriptive Matter 
on These Tools. 


























ACCURACY 


WARNER MFG. CO. Ak 
TOOLS 


801 16th Ave. S.E., Minneapolis, Minn. 






TREE 
TRIMMER 







LIGHT 
SINGLE-JOINT 
CITRUS-TYPE 
PRUNER 








ALL RANGE 
PRUNER 








ONE-HAND 
PRUNER 







Both blades cut clean-clean 
cuts heal clean. A_ good 
pruning job cannot be done 
with a poor pruning tool. 
It pays to buy the best. 
Send for catalog of Porter 
Pruners - a model for every 
requirement. 


H. K. PORTER, Inc. 
EVERETT, MASS. 
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Springtime’s Moving Time! 








iy the springtime, rats and mice move 
into the open... are seen. . . loathed 
... and housewives begin to look for ways 
of getting rid of these pests. Put Victor 
Mouse and Rat Traps where they can be 
seen and guide sales your way. Be ready— 
check your stock of Victors today. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. 


VICTO 


MOUSE AND 
RAT TRAPS 





Changes 


New products and new 


trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 

“Who 
He'll be 


in, write to the 
Makes It” Editor. 
glad to serve you. 


HARDWARE AGE 
100 East 42d St, New York City 
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Nebraska Convention 





NEBRASKA OFFICERS—Left to right: Edward C. Hermanson, Lincoln, secre- 
tary-treasurer; Leslie A. Thomas, Lincoln, first vice-president; Clarence Zulauf, 
Superior, retiring president; Leonard Johnson, Burwell, president: William 
Young. Omaha, second vice-president, and Thomas Peck, Rushville, director. 


NAME & PLACE — Nebraska 
Retail Hardware Association conven- 
tion and exhibit, Feb. 3-5, 1942, at 
the Hotel Fontoelle, Omaha. 


NEW OFFICERS — President, 
Leonard Johnson, Burwell, succeed- 
ing Clarence Zulauf, Superior; firsi 
vice-president, Leslie A. Thomas, 
Lincoln; second vice-president, Wil- 
liam Young, Omaha. Directors: 
Harold Ross, Central City; Thomas 
G. Peck, Rushville; McArthur C. 
Lord, Indianola, and Howard Reed, 
Ogallala. Edward C. Hermanson, 
Lincoln, is secretary-treasurer. 


RESOLUTIONS — Protested the 
restrictive loan policy of the Regional 
Agricultural Credit Corp. with re- 
spect to Washington fruit growers 
and which discriminated against re- 
tailers in favor of cooperatives; 
pledged support of the government 
in the war effort, promising conser- 
vation of scarce materials and pro- 
tection of consumer against unwar- 
ranted price increases. Protested 
proposed federalization of 
security. 

ADDRESSES— By Rivers Peter- 
son, managing director of the 
N.R.H.A., discussing “Hardware Re- 
taling Under War Conditions.” as- 
serted that priorities authorities are 
keeping the small merchant in mind 
and will see to it that essential needs 
are supplied the civilian population. 
To maintain a profitable volume of 
business in the face of increasing 
difficulties, Mr. Peterson outlined 
these policies; expansion of lines of 
merchandise, avoidance of Jong 
credit risks, replacement of em- 
ployees lost, instituting of every rea- 
sonable economy possible. 

“Facts” disclosed at the first day's 
meeting were “Facts about Taxa- 
tion,” by George W. O'Malley, Col- 
lector of Internal Revenue; “Facts— 


social 


The W.P.B. Production.” by R. H. 
Fair, district manager of OPM; and 
“Facts—The Social Security Pro- 
gram.” by Robert T. Malone, direc- 
tor of the Division of Placement and 
Unemployment Insurance, State of 
Nebraska. 

C. F. Emerson, vice-president of 
Paxton & Gallagher Co., Omaha, em- 
phasized the importance of adding 
new lines of merchandise in the 
hardware store of 1942. This year, 
he predicted, offers the “greatest 
opportunity ever” for profits for the 
independent merchant, if he adopts 
efficient and economical methods of 
selling. 

Amos J. Coffman, chief enforce- 
ment attorney of the Office of Price 
Administration in Kansas City, who 
explained the effect of that agepcy 
upon retail business. 











MAIL ORDER DEPARTMENT 


F.O.B.: This compact mail order 
department is the newest catalog 
service of the Townley Metal & 
Hardware Co., 200 Walnut St., Kan- 
sas City, Mo. The modern catalog 
stand, as illustrated, is offered for 
$4.50 f.0.b., Kansas City. The loose- 
leaf catalog gives retail prices and 
cost in code; also change sheets. 
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KEEN sss 


Show a harried housewife the machined 
Revolving Discs and point to the 
Double-Money-Back Guarantee ag 
SOLD in a jiffy! Individual cartons; 
dozen counter display. At your jobbers. 


d. 


COMPANY, BURLINGTON, VERMONT 











vo> KNIFE SHARPENER 


mn | A Lot of 


Wy Service for 


50¢ 


RETAIL 


— 


IMMEDIATE 
SHIPMENT 














dhe FORSTNER 
AUGER BIT 


A remarkably versatile boring 
























tool that will sell for you at 
a substantial PROFIT— 


The sample of work shown below, 
done entirely with Forstner Auger Bits, illus - 
trates the many types of cuts that can be 
made with this handy, all-purpose boring 
tool. Note that this bit bores at angles, cuts 
any arc of a circle and leaves a perfectly 
smooth - walled, flat- bottomed hole. The 
entire cutting surface is at work all the time 
and there is no center spur (circular rim 
guides the bit). Works well, does 
not clog in hard, knotty or irregu- 
lar grained woods. 

Available with hand brace or 
machine shanks in the following 
sizes: For hand use, 4“ to 114” 
by sixteenths. For machine use, 
'¢ to 114” by sixteenths; 154” 
to 3” by eighths. 


2 PROGRESSIVE MFC GO 


TORRINGTISA mew NEC TICUT 











F.. 1942... Androck gladly cooperates 


with our government’s program to conserve 


precious metals — and win the war! 


STYLES: Simplified — from over 17 num- 


bers in 1941 to 5 today. 


FINISH: Practical Black Iron Oxide takes 


the place of scarce tin and lead. 


WEIGHT: is reduced to save metal, with- 


out impairment of strength or quality. 


ALLOCATIONS: Customers of record will 


continue to receive as many bike baskets 


% . . . . . 
as the material situation will permit. 























Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York. N. Y. 
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CORE SOLDER—SOLDERING PASTE & FLUX 


SELLS ON SIGHT 
CUSTOMERS 
LIKE IT 












| RUBY Chemical Co. * 58 McDowell St. e Columbus, 0. J 
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All New 
for DEFENSE homes 





@ Ideal’'s new Model “E” cabinet for 
Defense Homes is just what the builder 
wants for homes priced under $6000. 


2 glass shelves with an over all dimen- 


sion of 13%” x 20”—and, of course, 
don’t overlook the low price of $6.16 
(list) You can't he'p but make a 


profit on this cabinet, so write us today 
for further details 


WRITE FOR 1942 CATALOGUE 


IDEAL CABINET CORP. 


8843 CENTRAL AVE., DETROIT, MICHIGAN 












10¢ 
Cards 


25¢ 
Boxes 
or Bulk 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 


Arkansas Convention 


NAME & PLACE —Arkansas Re- 
tail Hdwe. & Implement Association, 
convention and exhibit, Feb. 10-11, at 
the Hotel Marion, Little Rock. 


NEW OFFICERS — President, 
George M. Roys, Russellville, suc- 
ceeding Laurence Hurley, Warren; 
vice-president, George R. Lindahl, 
Malvern. G. L. Turner, Little Rock, 
is secretary. New directors: Laur- 
ence Hurley, Warren, chairman; 
W. R. Bumpers, Charleston; J. O. 
Wilson, Harrison, and George W. 
Bassore, Berryville. 


ADDRESSES — Laurence Hurley, 
president, stated that the hardware 
industry was one of the hardest hit 
industries of all because of the de- 
fense program. He remarked that 
the average dealer lacked capital to 
buy merchandise and he also ex- 
plained that close cooperation in 
Arkansas among the jobbers, sales- 
men, and dealers could be counted 
upon. 

A. C. Kammeier, N.R.H.A., spoke on 
“Your Money’s Worth,” a discussion 
of Association activities. Priorities, 
rationing, price and wage control. 
and farm prices were the subject of 
James J. Harrison, state director of 
the office of government reports. 

C. Hamilton Moses, Little Rock, 
president Arkansas Power and Light 
Co., told the delegates that “a future 
of slavery lies in store for us unless 
we can catch the vision of sacrifices 





GEORGE L. TURNER 


made by our forefathers. Every 
civilian must realize he is going to 
make sacrifices.” 

“There is a great opportunity in 
the hardware business if operated on 
a modern and sound merchandising 
plan,” said F. B. Kaufman, vice- 
president in charge of sales, Hib- 
bard, Spencer Bartlett & Co., 
Chicago. 

Others who made talks included: 
W. H. Stanley. secretary, Hot 
Springs Chamber of Commerce; 
Henry H. Tucker, president, Fones 
Bros. Hdwe. Co., Little Rock, and 
Dr. Howard Taylor, dean of the 
Oklahoma College for Women, 
Chickasha, Okla. 








== >apymna_s_=_=_=_====—=— 
Worth Going After! 


There are many Business Opportunities 
in the Classified Opportunities Section 
of Hardware Age that are worth going 
after. 

Many of these side lines may be just 
what you need to increase your commie- 
sions. 

If you don’t happen to find the kind of 
line you want, why not advertise for it? 
Take advantage of the opportunity the 
Classified Section offers to keep you in 
touch with the sales positions that are 
open. Read the classified section of 
each issue. 


HARDWARE AGE 


Classified Oppertunitics Dept. 
100 East 42nd St., New York 
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This Display Sold 


Kitchen Equipment 





This display sold five units of kitchen equipment for Scholz Bros. Hard- 
ware Co., Chartiers and Lorenz Aves., Pittsburgh, Pa., during the two 
weeks it was in the window. Sales continued for some time after the 
display. according to J. M. Scholz, proprietor of this neighborhood store. 
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A Single Wire 
* Holds the Herd! 


A FAST MOVING, PROFITABLE SPECIALTY 


SPARTON STING RAY 


Electric Fence Controller 


Farmers are forced to conserve on fence wire. The Sparton Sting Ray 
saves wire, saves crops, saves labor, protects animals. Fills a real 
Battery Operated Models eed in providing thrifty, reliable protection. Curtails fencing costs 

aie to absolute minimum. 6 volt, battery operated models. Also com- 
Approved for Safety binations utilizing 110 volt, AC current, or 6 volt batteries. 

: If your jobber does not carry Sting Ray controllers, write us for 

Under All Conditions free information. Free dealer helps available. 
By Underwriters’ 


Z THE SPARKS-WITHINGTON COMPANY, Jackson, Mich. 
Model SR-6-1D, $12.95 List Laboratories, Inc. 


Other Models $7.95 Up 1900 Fine Quality, Precision Products, for 42 Years 1942 

























































SAILING A ALONG 10 GREATER SALES 


Up go sales of hardware dealers as the vast home market 
begins to discover Franklin Glue, revolutionary hide glue 
in liquid form, that hobbyists, fine 
craftsmen and maintenance men 


x 
S 
“~ 














can use for all wood gluing as is. ter soe sega many years as America’s finest 
rae . A asbestos wick for oil-burning stoves, 
No mixing, heating, preparation. ranges and heaters, Flamemaster is a!so 
And without waste from souring the quickest selling wick by reason of its SENIOR DISPENSER 
or evaporation. Stock Franklin superior merchandising set up. Look at 
Glue and profit from our year- the counter and wall dispensing units pic- 
’round campaign in the SATUR- — phy eae hogs ——- yee 
working for you. rite us today or ask 
DAY EVENING POST and other your jobber for Getails. 


national magazines. 


Features Sales Aids 
ca 
* Flamemaster_ is full- * All-metal displays end — 
quality ‘‘Rock Weave.’ cutting waste. 
* Specially ventilated for * Eliminate costly errors JUNIOR DISPENSER 
free easy flow of oil. of misfiguring lengths. a 
Quick lighting always. * Eliminate losses from 


WRITE FOR FREE SAMPLE, 
SPECIAL INTRODUCTORY OFFER ATLAS ASBESTOS CO. 


Learn why Franklin Glue is making a firm place for itself in 
the home market, just as it has in the woodworking industry; Desk 2, North Wales, Pa. 
and why it offers a steady, substantial profit. 


THE FRANKLIN GLUE co., COLUMBUS, OHIO. Distributed by the Country’s Leading Jobbers 





* Displays show the wick 
High heat resistance. itself where people will 
Extremely long life. think of it—and buy. 





BOXED WICK 











THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


i Chatt: hee ‘ NUCORD 
“SILVER LAKE C0. i me 99 ae hes ) BENGAL 
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TROY—BEST 


File Handles 
PATENTED ieee 0)F x ef , 


(Patented), assures better workmanship 
and safety to user. A favorite for over 


igid 
Metal to 





40 years. 
TROY FILE WORKS 
Troy, Est. 1831. N. Y. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 





A product of Guar- 
anteed quality. Real 
profit in handling 
them. 


} Write for prices. 


Rochester Sash Balance Co., Inc. 
Rochester, N.Y. 


OXFORD CHISELS 














OXFORD TOOL COMPANY 
G. G. Campbell, Pres 


1633 N. 2nd St. Philadelphio, Pa. 






COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


Latest member of Gem 
Nail Clipper family. 
Hardened jaws, nail 
file, cleaner. Heavily 


nickeled. Doz. on colorful card 
at jobbers’. Send for details. 


THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Cons, 


STEEL BRICK HODS 


Have been used 
for years 
because of 
their strength 
and lightness. 
All steel 


Prices Will Interest 


The Cleveland Wire Spring Co. 
E. 86th St. and Hamilton Ave. 
CLEVELAND,OHIO @ @ 











‘GUNSHINE 
CHAMOIS 


IN U.S A 


ASK YOUR J@GB8 88 
FOR GUR EXTRA VALUE 
SEWEO PIECE CHAMOIS 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware 
convention and exhibit, May 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. 
Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the Manu- 
facturers’ Association, and T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 
is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 
mer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


American Toy Fair, March 9-21, 
1942, at 200 Fifth Ave., 1107 Broadway 
and other permanent show rooms in 
New York City; also at the Hotel Mc- 
Alpin, New York City. Horatio D. 
Clark, Toy Manufacturers of the 
U.S. A., Inc., 200 Fifth Ave., New York 
City, is manager. 


National Hardware Week, 
16-25, 1942. 


April 


National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 


National Wholesale Hardware 
Association meeting jointly with the 
American Hardware Manufacturers’ As- 


sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 


Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


New York Housewares Show, July 
12-17, 1942, at the Auditorium, Atlantic 
City, N. J., sponsored by the New York 
Housewares Manufacturers’ Assn., Hotel 
Pennsylvania, New York. Mrs. Flo 
English, secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 
ciation, and Charles F. Rockwell, 342 


Assn., 


17-19, 


J. H. Crowe, 410 N. 21st St., 


New York City, is secre- 
association. 


Madison Ave., 
tary of the manufacturers’ 


Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 


Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 


unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 


general manager. 


Paints and Wallpapers in 
Number One Locations 


(Continued from page 39) 
homes costing less than $5,000.00, 


an excellent outlet for wallpapers 
and paints. 

Women customers know that 
one of the best places to find a 
good decorator is at the Phillips & 
Quarles Hardware Co. As a re- 
sult, the company is able to direct 
business to good contractors and 
they in turn bring business to the 
store. Painters or paper hangers 
frequently will suggest that the 
customer meet them at the store, 
where the proper paints and pa- 
pers can be chosen. Cooperation 
of this type benefits both the com- 
pany and the contractor and builds 
for better volume in these lines. 
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UTTER A WATERERS) 


For Hogs & Poultry 
Increase profits and sales by 
showing customers the New 
(IMPROVED) Daisy Waterers 
that are built to give lifetime 
service .. . equipped with heater 
attachment for all winter use For pipe lines and high pres- 
. . . operate through the use of arte a Erte d ‘. g 75 
barrels, stock tanks or high satin aluminum ‘finish. ‘Rovi 
pressure pipe lines. is 16 in. long, 7 in. wide, 6 


BEST FOR 30 YEARS in. deep. Patented mud cups. 
It will pay you to write today for full information on our 
complete, fast-selling line. Order through your jobber, or, 
if he cannot supply you, write us direct. 


QUINN WIRE & IRON WORKS ETSTI2"ST. BOONE. JA. 


Handles Easily 
WET... DRY 


Pre-Waterproofed and Pre-Lubricated 
by Exclusive Methods 














Makes Columbian Rope 
more flexible 






Look for the 
RED, WHITE 
AND BLUE 
MARKER 
when you buy 
rope — your 
customers do 


TAPE-MARKED - 0 PF 
PURE MANILA 


umbian Auburn, N. Y 








The Famous 


ote} 6} -] & am Mele .¢i, fe 
and you'll sell 
MORE Padlocks 


Ilardware Dealers, everywhere, 
find that selling the “DOUBLE 
LOCKING” Security CHICAGO 
LOCKS offer steps UP their sales! 
Investigate. Ask your wholesaler 
or write us—-and remember there's 
a CHICAGO LOCK for Every Pro 
tection Need. 


CHICAGO LOCK CO. 


2024 N. Racine Ave. 
M.H.A., Chicago, Ill. 





Want a Good Position? 


The quickest and surest way of securing a 
good position is through the Classified Oppor- 
tunities Department of Hardware Age. 
Hardware Age will put you in touch with 
Hardware concerns who want help and look 
for it in the Trade-paper that reaches the 
greatest number of readers. 


Send your copy with remittance to 


HARDWARE AGE 


Classified Opportunities Dept. 











No. DAS42 Standard Assortment 


Forty-eight selected baseball and softball items comprise 
the D & M Standard Assortment No. DAS42. A small in- 
vestment will give you this complete unit of sports equip- 
ment. Free glove stands, free ball collars, and free signs 
can be used to make an effective display of this merchandise. 


Your Cost $27.80 List Value $45.85 


Write Your Jobber for Complete Information or Direct to 


THE DRAPER-MAYNARD CO. 
400 York St. Dept. HA Cincinnati, Ohio 














239 West 39th St.. New York City 
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WHEN CONDITIONS 
LIMIT SELECTIONS 





Sell the Peat 
‘OLUMBIAN VISES 


CotumBran’s support 


of total war efforts includes a voluntary pro- 





gram to conserve raw material and concen- 
trate production on a simplified line of 


Workshop Vises. 


A full range of sizes is still offered in the 
No. 63—3” “Red Arrow” and Nos. C43—}4 
3—]4” and C44—4” Homeshop Vises. See 


your Columbian Distributor. 





THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVENUE CLEVELAND, QHIO 


THE WORLD LARGEST MAKLR 7 VISE 
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Classihied Opportumitien Seckion... 





Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  Chansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... -08 
Positions Wanted 
(Special Rate) set solid, maximum 
SO GOBER ccccccccccccccccccccces 1.00 
Each additional word..............- .05 


Allow Seven Words for Keyed Address or Y our Address 
BOXED DISPLAY RATES 


One inch 
Each additional inch.......... 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


-@e- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
ee by sufficient postage for remail- 
ng. 




















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


~e- 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 

















[Positions Wanted | 


| Bariness Opportunities | 





POSITION WANTED WITH A WHOLE. 
SALE HOUSE, as a desk or salesman inside 
or outside, I have 19 years’ experience in re 
tail hardware, also experience in office clerical 
work Age 48, married Address Box H-36, 
care of Harpware Ace, 100 E. 42nd Street, 
New York City 


THOROUGHLY EXPERIENCED IN BOTH 


wholesale and_ retail hard-line merchandising. 
Age 35, married. Will furnish both local and 
national references. Want position with inde 
pendent retail concern. Preferably small chain 
Salary expected $4,000. Will shoulder responsi- 
bility and produce. Address Box H-39, care of 
Harpwarrt Ace, 100 E. 42nd Street, New York 
City 


HIGH GRADE MANUFACTURER'S REP- 
RESENTATIVE, covering Indiana and Michi- 
gan wants additional product of established manu- 
facturer. to sell to jobbers. This man is firmly 
established with jobbers of hardware, electrical 
products, mill supplies, water heaters, etc. Also 
has wide and favorable acquaintance with larger 


retail outlets in territory. Permanently settled. 
Owns home. Address Box H-26, care of Harp- 
ware AGE, 100 E. 42nd St.. N. Y. City. 





| Accounts Wanted —«| 











EXPORT TO LATIN AMERICA 


Export sales organization for manufacturers is will 
ing to represent exclusively some additional houses 
which are interested in export of their products 
30 years’ experience Sales organizations in all 
Latin American countries Finest references 


Address Box H-35, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 











MANUFACTURERS 


Additional HARDWARE, HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hardware Boosters. Membership consists of 
alert salesmen with profitable contacts among 
wholesalers, retailers, and mill supply distributors 
throughout the eastern and middle Atlantic States. 


Address Box E-530, care of RAnowaRs AGE 
100 E. 42nd St., New York City 











SALESMAN — COVERING 
ARIZONA, California, and Nevada, have 709 
active accounts hardware stores and lumber 
companies. Wants new item to introduce. Ad- 
dress Box H-40, care of Harpware Ace, 100 EF. 
42nd Street, New York City. 


STATES OF 
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PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
turer for over fifty years, located in 
Pittsburgh, Pennsylvania, desires dis- 
tributors in eastern, mid-western, and 
southern states. 
Address Box H-16, care of ee AGE 
100 E. 42nd St., N. Y. City 








WE WILL PURCHASE FOR CASH 
Any quantity of Factory closeouts, Surplus 
or discontinued items in 
HARDWARE—TOOLS—PAINT. 

Write what you have to offer. 
MILTON HARDWARE COMPANY 
OXFORD, PA. 


We also buy entire stocks of merchandise. 








SAL ESME N NOW 

















WANTED Cc AL LING 
ON department, variety, hardware stores. Sell 
popular game. A _ sideline that will help you 
pay your expenses. Takes a few minutes to 
sell. Sells $6.00 per dozen. Commission 10%. 
The repeat business makes you nice profits. State 
line now carried. Refer Box H-37, care of 
Harpware Ace, 100 E. 42nd Street, New York 
City 
. ° 
vitally-important 


facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 


























FLUORESCENT LIGHTING 


BUY DIRECT—from Factory at Dis- 
tributors’ Prices. COMPLETE LINE— 
for Industrial and Home Use. 100%— 
G.E. Parts and Lamps. Descriptive, 
illustrated circular—FREE 


McGEE RADIO CO., F-2196, Kansas City, Mo. 











PAINT BRUSHES WANTED: WE WILE 
pay cash. Send us your inventory and desired 
prices on surplus stock, discontinued items, etc., 
and we will advise you promptly. Address— 
A. Flohr Company, Inc., 354 Jackson Avenue, 
The Bronx, New York. 


-HELLER, DU- 
Fixtures, steel shelving and 
etc. Address—Kings 
76 Sumner Avenue, 
8-1729. 


COMPLETE OUTFITS- 
LUTH Hardware 
counters, cash _ registers, 

County Fixture Company, 
Brooklyn, N. Y.—Tel. Evergreen 


TOOLS FOR DEFENSE WORKERS. FOR 
SALE—small assortment of Starrett and other 


machinists’ tools. Kraeuter pliers, large pipe 
reamers and taps, Aluminum and Boxwood 
rules, and other good tools. New merchandise. 
Overstock. Write for list and prices. Address— 
Makinson Hardware, Inc., Daytona Beach, 
Florida. 











Help Wanted } 











MAN, PREFERABLY OWN AUTOMO- 
BILE, familiar with metal cutting operations to 


demonstrate cutting tools in plants. Salary and 
traveling expenses. Give complete details, in- 
cluding age, experience, territories traveled, 


salary expected. Address Box H-38, care .of 
Harpware Ace, 100 E. 42nd Street, New York 
City. 


HARDWARE AGE 
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Simplify Your Stock Taking with the 


Harpware Ace Wuirte Inventory SHEETS 


Actual size of sheets 99% by !2 inches over all; writing area 
8! by I1'/ inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 


leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handv 
to use. The WHITE INVENTORY SHEETS are 


ttebitiiititaanatinditels sonacneenstht cet GRURMLcicnwcsnescees — 


HARDWARE AGE 
100 East 42nd Street. New York, N. Y. 


Gentlemen: 

Here is my $ . Please send me _ hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me Binders (50¢ each}. Send these to me by return mail. 
NAME CEE RT rete MRP re ee: FIRM NAME PE ATE LT TERE 
ADDRESS ill se Beatle cat a Cc Herd D Se ’ eer Deere 


MARCH 5, 1942 


























the best ever—they are even more simpie, mure 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us, year in 
and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 


Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 


supply today. 
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ALWAYS LOOK FOR 





Genui"® DOMES 9 SILENCE 

















SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 
4 Name “Domes of Silence’ 
TO A on each genuine Glide. 
Domes of Sil — Rubber Cushion Glides 











For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber | s not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C 











When You Want To Be Heard— 


Speak to the right “class”— 
in the right paper—in the 
right way. HARDWARE 
AGE will tell your story to 
the greatest number of hard- 
ware men in the hardware 
trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


HARDW ARE AGE 


Classified Opportunities Section 


100 East 42nd St. New York City 
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| Johnson Steel & Wire Co. 





Ondex SJco Adwevtuven 





A | x 
American Chain & Cable Co. 30 | Keystone Steel & Wire Co 71 
American Chain Div. 30 | 
American Mfg. Co. ! 
American Molded Prod. Co. 105 u 
American Pad & Textile Co. 6 | Lincoln Engineering Co 87 
American Steel & Wire Co.. 14-15, 65 
American Wire Fabrics Co. 7 
Ames Baldwin Wyoming Co. 97 | M 
Animal Trap Co. of America 114 
Archer, Daniels, Midland Co 79 | —— fm 2 Mfg. Co 33 
Aridye Corporation g | Sew tom 
Atkins & Co. E. C. 16 | McCormick Sales Co. (Iron Glue) 110 
Atlas Asbestos Co 117 | McCormick Sales Co. (Red Arrow) 106 
‘ Mechling Bros. Chemicals 101 
Miller, Inc., Robert E 122 
Moore Push-Pin Co. 123 
8 | Moto Mower Co., The 77 
| Muralo Co., Inc., The 101 
no I24'| Myers & Bro. Co., The F. 10 
Bassick Co., The 88 | 
Bellevue-Stratford Hotel 113 N 
Berea Abrasives 9 | : 
Bernz Co., Otto 123 | National Mfg. Co. 18 
Bissell Carpet Sweeper Co. 89 | Nicholson File Co 28 
Boyle Div., A. S. (American Home | 
Prod. Co.) 7 ° 
Briggs & Stratton Corp. 75 
Brown & Sharpe Mfg. Co. 123 | Okonite Co. 4 
Burgess Seed & Plant Co. 107 | Oxford Tool Co. . 8 
6 P 
Porter, Inc., H. K. 113 
Carborundum Co., The 24 | Power King Tool Corp. 103 
Cheney Hammer Corp., ie 23 | Prime Mfg. Co. 98 
Chicago Lock Co. .. 119 | Progressive Mfg. Co 115 
Chicago Roller Skate Co. 107 
Chicago Spring Hinge Co. .. 103 
Clemson Bros. Inc. . 13) 9° 
Cleveland Wire Spring Co. 18 ‘ . 
Cole Hot Blast Mfg. Co. 193 | Ovlan Wire & iron Works "9 
Columbia Steel Co. 14-15 | 
Columbian Rope Co. Wg 3 
Cook Co., The H. C. 118 
Cory Glass Coffee Brewer Co. 111 | Raybestos-Manhattan, Inc 
Crescent Tool Co. - (Raybestos-Manhattan) 113 
Cross, W. W. 122 | Ray-O-Vac Mfg. Co. 63 
Cyclone Fence Div. 65 | Remington Arms Co. 53 
Rochester Sash Balance Co. 118 
Ruby Chemical Co. 15 
D | Ryerson & Son, Joseph T. 109 
De Soto Chemical Co. 123 S 
Deming Company, The 85 ; 
Diamond - Horseshoe Co. 105 | Sand's Level & Tool Co 123 
Dietz Co., E M12 | Schalk Chemical Co. 19 
Domes of Ae lac. 122 | Schroeder & Tremayne, Inc. 80 
Draper-Maynard Co. 119 | Sewerage Commission 124 
| Sheffield Bronze Powder & 
| _ Stencil Co. 25 
| Silver Lake Co. 117 
E | Socony-Vacuum Co. 20 
Eclipse Lawn Mower Co. 21 | Sparks Withington Co. W7 
Edlund Company ts... 15 | Stanley Tools $ 
Elastic Tip Co. Ub my ag ioe 4 
: ‘ar g. Co. 
Empire Level & Mfg. Co. 108 | Stemuet teen Woche 109 
Superior Fastener Corp. 116 
Swift & Co. Vigoro Div 82 
‘ if 
Fairbanks Morse & Co. 27 T 
Federal Tool Corp. ° | 
Tanglefoot Company it 
Seen Age dg Co. im | Tobacco By-Products Corp. 103 
Frantz Mfg. Co : Ht | b~ — nes = 
: q riplex Screw ° 
French & Hecht, Inc. 105 | Troy File Works 118 
SG | U 
| i ‘ 87 
General Electric Co., Lamp Div. 9 — ee 105 
ee Die Corp. = United States Steel Company | mas 
> 14-15, 
Griffin Mfg. Co. 89 | 
v 
H Vichek Tool Compony, The 100 
Hazard Insulated Wire Works 4| 
Hoyt & Pog” haste Corp... 118 | w 
Huenefeld Co., 126 | Warner Mfg. Company 113 
Washburn Company . 5 
Westinghouse Elec. & Mfg. Co. 69 
I Whitney Carriage Co., F. A. 104 
ideo! binet Co. 116 | Wickwire Bros., Inc. 22 
ey | + al Co. 124 | Wickwire Spencer Steel Corp. 7 
Independent Lock Co. 33 | Winchester — Arms Co 4 
Indi t wi . | Witt Cornice Co. 
anate Saw 6 Wire Co = Woodruff & Sons, Inc., F. H. 110 
| Wright Steel & Wire Co., G. F... 124 
J 
Jackson Mig. Co. 99 v 
93 | Yale & Towne Mfg. Co., The 3 


HARDWARE AGE 
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World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S |[EVELS AND ALUMINUM 


TILE SETTERS’ WOOD 


SAND'S-STEVENS 
TELL FRE TRUTS AND ALUMINUM 


SURFACE AND LINE 
SAND’S LEVEL & TOOL CO. 


8631 Gratiot Ave. Detroit, Mich. sionesiiniaai 
—— WRITE 





“FACTORY 


FOR CATALOG 








BUILT-IN ACCURACY” 





Push-Pins * Push-less Hangers 


The answer to hanging heavy wall decorations—pictures 
mirrors, etc. is Moore Pushless Hangers. Four sizes to 
support 10 to 100 Ibs 

To pin or hang up lighter objects of a hundred different 
kinds—Moore Push-Pins. 3 sizes. Glass or metal heads 
Between them, they answer every need. Stock up today 
Your jobber can supply you 





Write for free copies “How to Black-out your Home” 


MOORE PUSH-PIN CO. 


113-25 BERKLEY ST.,, PHILA. e SINCE 1900 














CUSTOMER SATISFACTION 


brings you better 
business and 
greater profits. 







Write for Catalog 


Brown & Sharpe 
Mfg. Co. 


Providence, R. |. 
U.S.A. 


HAIR CLIPPERS 

















MARBLES 





Makes It Easy to Sell Sights 














All Steel— 

3 colors on GUN SIGHTS 
aluminum a 6 we oe copra 8 
lacquer. 


Glass pan- 
el shows 
best sell- 
ers. 


others /f a" < | ey ‘ Ask 
. your 


tured 

on Jobber 

front or 
write 


Combines counter 
display and stock. Hinged cover with 

latch easily opened by sales person. Free with your 

own selection of Marble’s Sight assortment listing at $33 or more. 





MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U.S. A. 











NEW PROFITS FOR YOU 








Gator Roach Hives are a new source of profits for you. 
They duplicate no other item in your store. They kill Roaches, 


| Waterbugs, Silverfish and Crickets—sav- 


ing damage to food, clothing, rugs, 
draperies, etc. On the market for 20 
years. Nationally advertised the year 
around. Retails for 35¢ a package, set of 
3 hives. Amazingly effective. Order from 
your wholesaler. If he has none write us 
direct. Sample free. 


DE SOTO CHEMICAL CO. 
Arcadia, Fla. 


GATOR ROACH HIVES Pa 


Kills Roaches, Waterbugs, Silverfish, Crickets 














NOW YOU NEED 
BETTER TOOLS! 


In today’s emergency, there's no place for 
poor tools. Poor tools hinder workmen, re 
tard output, and are easily damaged under 
hard use. That’s why discriminating work 
men demand Bernz Time-Tested ‘Tools 
‘Always Reliable’’ since 1876 


Order now while there are tools still 
available. Reasonable prices. 





ME bnew Pipe Wrenches 
*Fire Thawing Steamers 
Plumbers’ Chisels Wiping Cloths 
Lead Working Tools Testing Plugs 
Sanitary Tools Copper Tube Benders 
Bibb Reseaters and Cutters 
Solder Pots Solder Coppers 
Joint Runners Closet Augers 
Ladies Sewer Rods 
Smoke Testing Shave Hooks 
Machine Tap Borers 
and MANY MORE. 
No. 40— | Gallon 
No. 44—%, Gallon OTTO BERNZ CO., Rochester, N. Y. 











MOLDED RUBBER GOODS srcciacres 


Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 


THE ELASTIC TIP CO. 


SEND FOR CATALOG WEJA'E YET: Eee ES 
OF COMPLETE LINE BOSTON, MASS. 











Good Window Displays « « « 


Do you realize that no one factor will drew people to your store 
like attractive window displays of mer di 





Hardware Age is continually reproducing such window dispisys— 
its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 100 East 42nd Street. New York City 


And many dealers who reauire their own copy of Hardware Age 
find it highly profitable to subscribe to extra copies for their sales 
force. 

The cost. $1.00 per vear. is returned over and over in hetter 
windows and increased trade. 
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Packed in convenient 
25-, 50-, and 100 Ib. 
sift-proof bags, MIL- 
ORGANITE is easy to 
handle, and easy for 
the customer to take 
away and use. 


®lf you have never sold MIL- 
ORGANITE, you have very def- 
initely overlooked not only a 
profitable sales opportunity for 
yourself, but also an exceptionally 
satisfactory, all-around fertilizer 
for your home and garden trade. 


MILORGANITE is unexcelled 
for producing and maintaining 
healthy, luxuriant turf, flowers, 
shrubs, trees and home gardens. 
It is clean, economical and easy 
to apply: non-burning; and long- 
lasting in fertilizing effect. Even 
the most inexperienced home 
gardeners can use Milorganite 
successfully, 

This year...SELL MILORGANITE. 
Write for descriptive literature and 
name of nearest distributor, 

THE SEWERAGE COMMISSION 
Dept. H-35 © Milwaukee, Wis. 





KEEP EM PUMPING 


WINDMILL WATER SYSTEM 
Water is the lifeblood, rural plumbing ms are 
the vital arteries, of Uncle Sam’s Food-for-Victory 
program. Milk is 87 percent water. Eggs and meat 
are over half water. Therefore, the most important 
ingredient in the livestock ration is water. 

Here’s a timely suggestion you can make to the 
farmer: Why not pipe water to drinking cups in the 
barn, to fountains in the poultry and hog houses? 
He needn’t wait for electricity or a gas engine. SKY 
POWER will provide an automatic running water 
system . .. complete with pressure tank, air pum: 
controls and gauges. Your nearest Baker branch will 
help you figure installations . . . write for free folder. 


DEEP WELL ELECTRIC SYSTEM 
Easiest deep well pump to install 
ond service ever designed. Ball 
bearings, precision -quiet machining. 


RUNNING WATER 
SYSTEMS 


DISTRIBUTED BY 


Wie eM BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
* PUMPIJACKS « Fort Dodge, la.; Cedar Rapids, la.; Fredericksburg, 
la.; Omaha, Neb.; Kansas City, Mo.; Enid, Oklo.; 


is the IDEAL LAWN & GARDEN FERTILIZER Sm Hutchinson, Kan.; Brandon, Manitoba, Canada. 





WELL SUPP . AXTELL CO.: Fort Worth, Texas; Amarillo, Texas; 
nes Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 


JUST WHAT THEY'VE 
BEEN LOOKING FOR! 


IMPERIAL FOLDING BOAT SEAT! 


Here’s a low-cost, fast-selling item that will 
lure many a fisherman into your store. Adapt- 
able for use in launches, row boats, canoes, 
this Imperial Folding Boat Seat brings com- 
fort to your customers—-quick profits to you! 
Light weight, compact, easy to carry. Seat and 
back rest is heavily padded 
with felt, and ephelesseed 
with colorful, water-proof 
art leather. Serviceable 
as a comfortable blea- 


cher or grand stand seat. WRITE 


FOR 
Order your stock on this PRICES 


sure-fire seller now! 


cloth of countless 
Niielalelelae MIP 4- 


fokelh Zelalp 4-70! 


GE WRIGHT wiee co 


WER CE STER *: MAS S. 


HARDWARE AGE 





The time-tested way of 


learning *“Who Makes it°’! 


WENTY years of service in use—answering “Who Makes 
It?” for many thousands of hardware wholesalers and 
retailers has made 


The Merchandise 
Directory Number 
the “Who Makes It?’ issue 
of HARDWARE AGE 


now in your hands the most dependable and complete quick- 
aid to your buying problems. Make it work for you. 


This 700-page volume is a thorough-going directory of all 
kinds of merchandise sold in the hardware trade. It is like- 
wise a Combined Catalog of the products of over 560 manu- 
facturers including nearly all of the better-known concerns 
selling in this field. 


The “Who Makes It?” issue—both as a Merchandise 
Directory and as a Combined Catalog is tailor-made for you. 
Make it serve your needs. 





These Features 
will help your 
Buying! 
Combined catalog data on 

thousands of products of 


564 leading manufacturers 
(365% pages). 


13,000 Main Product Head- 
ings, Cross References — 
52,000 Listings in All. 


Names and Addresses of more 
than 10,000 Manufacturers 
Along With Their Products. 


748 pages of Concise, Classi- 
fied Hardware Buying Ref- 
erence. 


Listings of Manufacturers’ 
Trade Names and Jobbers’ 
Brands. 


Tables and Charts Which 
Show You: How to Figure 
the Equivalents of “Each” 
and “Dozen” Prices—Net 
Profits—the Selling Price 
of Any Article — Cost of 
Doing Business. How to 
Get a Correct Inventory. 
Glossary of Arms and Am- 
munition Terms. Perpetual 
Price Chart on Nails. Color 
Harmony Chart. Nets of 
Combination Discounts, ete. 


, /<~“—oa we 
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BOSS 


RANGES 


TABLE TOP RANGE WITH 


ro Rei *“GLASS IN OVEN DOOR’ 
SS. 
oe Z = 
a —— 










ONLY BOSS HAS THE NEW 
*“GLASS IN OVEN DOOR” 


the foremost feature found in ketosene ranges 


he eep uy Your KAP AP 


TO BETTER PROFITS 


with the New 1942 Boss Beauty Line. Beauty and 
convenience features which ‘‘Sell on Sight’’. Cooking BO9s 







Speed and Economy which keep customers satisfied. (kao 


Aliya the Coupon-send in for prices and new 1942 Catalog NOW! Ls 


HUENEFELD CO., CINCINNATI, OHIO. Please send catalog and 
details of 1942 BOSS PROFIT PROPOSITION. 








RANGES - STOVES 
HEATERS - OVENS 


PR Ph ee. 










STOVES 





OVENS 


